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look who's 
behind the 
BIG BARCLAY/ 
BARCLITE PUSH! _ 
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No one shot promotion this — but a big, steady 
humdinger of a TV push for both products... 
directing customers right to your door. You get 
national advertising, local advertising, TV TOO! 
And all these sure-fire aids tying in your store as 
buying headquarters for the biggest selling TV 
show going... today! Millions of people will see 
Barclay and Barclite demonstrated by Dave Gar- 
roway. Contact your distributor for these free 
COUNTER CARDS, COLOR STREAMERS and 
STICKERS. Display them prominently. They 
identify you as 


HOME DECORATING HEADQUARTERS 


for BARCLAY & BARCLITE PANELS as 
featured on NBC-TV today with Dave Garroway 





Contact your local NBC-TV station for your own 
ee personal GARROWAY tie-in TV commercial. 


BARCLAY & 


MCT te i BARCLAY BARCLITE 


t ly . 
+l ; BARCLAY MANUFACTURING CO., INC. 
Dept. SB6, Barclay Building, New York 51, N. Y. 
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LATCH 


COMPLETE 
WITH AIR CLOSER 
' AND MODERN 


n door with 

me, oilite alu- 

ages, and hand size push 
te and grille optional. 


THEY SELL WELL EVERYWHERE! 


Thousands of these Catalina and Monterey aluminum doors are 
now in use in homes throughout America. They come in three standard 
sizes, are adjustable in width and length, and are priced to appeal 
to those who like a real bargain. Kickplates and grilles offer a source 
of additional profit. 
These doors take only 30 minutes to install, following clear, 
illustrated instructions. Floor display and advertising aids available. 
Ask for Bulletin SD today, and we will also send name of nearest jobber. 


IDUGSIEIE- see 
New Orleans, La. 
RiGee Ge. 
°o Factory in Toccoa, Georgia 


SCREEN PRODUCTS 


TENSION tite 


The most widely used alu- 
minum screen for double 
hung wood windows. The 
southland’s favorite! 


Tru«frame. 


An aluminum screen ma- 
chine made for casements 
and many other window 
types. 


RowAway 


The original and still the 
leading disappearing screen 
for any type of window. 

SLIDING PATIO 

SCREENS 
for use with patio doors. 
SCREEN AND 

DOOR FRAMING 


corners, splines, tools, glaz- 
ing beads, wire cloth, and 
hardware. 
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windows for me!... 
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cleaned and etched 


at the factory- and 





Maybe your customers are among the many builders 
who've lost time and temper because their windows come 
covered with mill grease dull and unprotected and 
vulnerable to the “bite of hot mortar.” 


You'll save them money yourself grief with WARE 
Aluminum Windows .. . every one of which is chemically 
cleaned and etched at the factory and given a lustrous, 
eye-appealing finish of DuPont METHACRYLATE, ex- 
ceeding Federal Specifications. They'll be 100% sure of 
passing FHA inspection, too! 


Why not find out a// the ways in which Ware Windows 
assure you satisfied customers and extra sales? Write 
Dept. SB-6 today. 


WareRite and 
Ware Awning Projected 


Ware Laboratories, Inc., 3700 N.W. 25th St., Miami, Florida 
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Dun-O-wal. 
.+D...=-R..... 


Amount of Steel Design of reinforc- Results (Crack-free 
(weight and quality) ing member (trussed masonry walls with 
and deformed) a backbone of steel) 


ais 


The Proven Answer to All Masonry Wall Reinforcing Problems 


a 


ens 


Shipped in cartons with 
12 pes 32" long, 32 lin- 
eal ft. Shipping weight 
40 pounds. 





Mail today for your free literature on better masonry 
wall construction 


Dur-O-waL 
Cedar Rapids, lowa 


NAME 
COMPANY _ 
CITY _ 
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Neoprene compound flanges with concave edges allow 
easy compression and tight control joints. 


Dun-O-wal. 
Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. DOur-O-wal Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wal Prod., inc., 4500 E. Lombard St., BALTIMORE, MD. 
Dur-O-wal of III., 119 N. River St., AURORA, ILL. Dur-O-wal Prod. of Ala., Inc., 
Box 5446, BIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and Court St., 
PUEBLO, COLORADO Dur-O-wol Inc, 165 Utoh Street, TOLEDO, OHIO 
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$14,000 HOMES 








Sulburbain BUILT-IN RANGES 


GAS OR ELECTRIC—BEST VALUE AT EVERY PRICE LEVEL 


Regardless of the price home, you can include the sales Sinn Midten tdteonteeet 
power of Suburban and offer prospects all 36 of the features Samuel Stamping and Enameling Company 


. Saag - Dept. SBS-69 — Chattanooga, Tennessee 
most women want in a built-in range. Here's real quality ata - ’ 


. ; y Send me complete information and prices on 

price you can't beat! P/us — models available in both gas and Suburban Built-in Ranges Gas Electric 
electric to fit same size cabinet opening — interchangeable. 
Get your value-packed price from your local distributor. 


Send coupon today! 


Name 


Address 
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Rooms have more personality . . . houses sell 
more quickly ... with these finest quality movable 
shutters. Manufactured and sanded at 
the factory, each 4-panel unit comes pre- 
assembled, ready to hang... requiring a minimum 
of installation time. Package contains 
all necessary hardware, genuine porcelain 
knobs and Wrought Brass hook. Shutters available 
in select Sugar Pine or Philippine 
Mahogany. For complete information, contact 
your jobber or write direct to: 


YWOOD, Inc. 


P. O. Box 706 — AMARILLO, TEXAS 


For more details on above items, use Coupon on Page 93 
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‘BETTER WAY’ 





Waiting Customers Can Gobble Goobers 
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A plentiful supply of peanuts makes a conversation 
piece and lessens the sting of impatience for waiting 
customers at Builders Supply Co. of Bradenton, Fla. 

A trough running the length of the sales counter 
is the repository for the shells. 


Ad Stresses Community Contributions 


“Building a Better SENCland” was headline theme 
in a recent goodwill ad of E. W. Godwin’s Sons, Wil- 
mington, N. C. 

The company stressed its contributions to the build- 
ing needs of southeastern North Carolina for nearly 
a half century, and pledged to continue its quality 
services in the future: 

“Everywhere you look in the cities and counties of South- 

eastern North Carolina you will discover a contribution of 

E. W. Godwin’s Sons toward the growth of a sounder and 

firmer community. Whether it’s a home, farm, school or 

industrial site whose building materials and lumber were 
supplied by SENCland’s pioneer lumber dealer, you may 
rest assured that here is a building that will grow with the 
area. For only nationally known and accepted brands and 
properly seasoned and cured lumber went into it! This qual- 
ity means extra long years of life — and this construction 
means a finer Carolina! E. W. Godwin’s Sons is proud 
of the part it has played — for nearly a half century — 
in making SENCland a better place to live! We recognize 


the trust you have placed in us and pledge to continue to 


bring only the best in material and lumber — every year!” 


A blocked-off section of the half-page ad listed 
brand names of products carried by company, headed 
up by the statement: “We carry brands that have 
made a name for themselves.” 


Friday 13th Ad Aims for Lucky Sales Day 


Forget the black cat, forget it’s Friday the 13th, 
“Make it your lucky day . . . with these outstanding 
lumber specials!”’ 

Thus proclaimed a three-quarter page ad of the 
Gravlee Lumber Co., Tupelo, Miss., whose owners 
conceived a Friday 13th sale to entice prospects 
and customers to venture out for lucky savings — 
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and lucky sales totals for the company. 

Four-leaf clover and “lucky-seven” dice, as pic- 
tured, went hand in hand with special savings offered 
on long leaf pine, white oak flooring, ceiling tile, 
plywood, bargain boards, rigid wall storm sheathing, 
and other products. 

As an added public relations punch, the company 
devoted a portion of the ad to a happy birthday wish 
for the Girl Scouts. 


Face-Lifting Multiplies Drop-In Saies 


ve umber 
DETTER Pe 


The Fair-Detter Lumber Co. in Hutchinson, Kans., 
is fair proof that a lumber yard can be as becoming 
as any other business in the neighborhood. Ample 
drive-in parking space and an inviting new exterior 
have multiplied customer drop-ins, the owners re- 
ported. 


Avoid Unwanted Long Distance Bills 


Like many other building supply dealers in small 
towns, Harvey Muller, owner of Muller’s Mart, Dan- 
boro, Pa., makes it a usual practice to permit cus- 
tomers to use his phone for local calls. It costs little, 
and is a nice gesture of good will, he points out. 

But on occasions, customers have put through long 
distance calls, and then decamped, without announ- 
cing the fact. Result: Muller was left holding the bill. 

To continue the goodwill idea, without suffering 
further loss, Muller uses a simple strategem: he re- 
moves the tab which lists the phone number on the 
instrument. The long distance operator invariably 
asks the number of the phone on which the call is 
initiated, and without which the call can not be 
completed. Such customer then must inquire about 
it. Since doing so immediately arouses suspicion, 
nefarious characters have been stopped dead in their 
tracks. 





Got A Good Idea? 


will be paid for every better way, 
4 time-saver or shop short-cut accept- 

ed for publication in this section. A 

photo or rough sketch will make your 
idea more valuable. Only original items, not 
previously published, offered for our exclusive 
use, can be considered. Send them to: South- 
ern Building Supplies, 806 Peachtree St., N. E., 
Atlanta 8, Ga. 
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THRESHOLDS and 
WEATHERSTRIPS 


~ 


Model A40 
VP 


with Vinyl 
Inserts 


This modern 

sweep-over type of 

threshold is completely 

: water proof, protected at 

Built all floor contact points with long 
for long: lasting vinyl inserts. 

lasting We manufacture 45 threshold 

' types. Send for new catalog— 

satisfaction S7A 


A750 Aluminum 5” xy 4” B750—Brass 5” x 14” 
A new, effective latch track that will 
fill the growing school building demand. 


12 coils in handy 
dispenser with nails. 


1775 AIRWAYS « PHONE FA 7-8431 e MEMPHIS, TENN 
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You always get full-length 
coil spring in SPIREX 








The full-length coil spring in SPIREX means a full-length of 
balance life for the window you sell your customer. And you 


always get a full-length spring in SPIREX. 


SPIREX is the only full-length balance with no interspring 
contact. It will never be wound to the point where its spring 
action becomes too tired to be of proper assistance in raising 
the window. It will never rattle, will always retain its 


smooth, positive counterbalancing action. 





For additional information on the SPIREX, 
call your Caldwell representative or contact 
the factory. Caldwell Manufacturing Com- 
pany, P.O. Box 444, Rochester 2, N. Y. 





Every SPIREX balance 
has a full-length coil 
: spring of patented de- 
Sthan nee sign which eliminates 
fs internal friction. This 

smoother, quieter win- 


ROCHESTER, N. Y. © JACKSON, MISS. ‘ 
dow operation. 
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This shingle is now warranted, in 
Ta lilare Peele (elt imadiire Me (elulele (=e 
In the direct heat of the sun, these co-hesive strips 
firmly bond to the underside of the shingle above. 











a Co-hesive strips are regularly spaced to prevent 
formation of water traps underneath shingle 


Re nail locations are always clear for clean nailing. 














“te “ 
< 36 


Easy application: special packaging permits application direct from 
bundle without special handling . . . no bothersome protective strips 
to remove . . . special anti-adhesive prevents sticking in the bundle. 


AVAILABLE IN 

















FOR VOLUME SALES WITH PROFIT! 


SELF-SEALING asphalt shingles 
Only Ruberoid provides a truly trouble-free ing material dealers join the Ruberoid team 
Self-Sealing shingle. The special features in- each year. 
dicated above are design reasons why this 
product has been a volume leader in its class And there’s more to this story! Ruberoid 
since its first introduction. It’s another out- gives you a complete line of products for 
standing example of Ruberoid leadership in every roofing and siding need. National ad- 
product development and service to the vertising support builds brand recognition 
building industry since 1886. Another reason and preference. Every merchandising aid you 
why dealers know they can always count on need. Find out why it pays to be a Ruberoid 
Ruberoid for profitable products. Another dealer. Contact your Ruberoid representa- 
reason why more and more progressive build- tive today. Or write: The RUBEROID Co. 


RUBEROI ED 500 FIFTH AVENUE, NEW YORK 36, N. Y. 
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June, 1959 


SPENDING IN RETAIL STORES BOOMS AWAY, with Americans "shooting" record amounts 
therein. Official April sales approached $18-billion, adjusted for the season, 
which constituted a 9% jump above April, 1958, a slight rise over March. 


Sharing the spending upsurge are all types of stores. Those that concentrate 

on "hard" goods had a record dollar-volume. The "soft" goods stores were 4.1% 
above last year, but down a fraction from March. Government economists fully 

expect such sales to continue in roaring volume. 


Estimates peg retail sales this year at a $210-billion mark — that prediction 
from the National Retail Merchants Assn. — and a gain over '58 by 5%. Prices, 
moreover, are expected to remain reasonably stable. Therefore, sales gains 
will represent a rise in actual volume. 


THE UNEMPLOYMENT PICTURE, ONCE CLOUDY, NOW CLEARS. Number of jobless dropped by 
735,000 in April. Studies indicate that about 70% of this drop came among men 
25 years old and older — breadwinning family-heads, if you please. In effect, 
these percentages indicate that unemployment last month was approaching a level 
that might be termed "normal." But all signs point to a rise in number of un- 
employed in June, as students hit the labor market. 


PROBABLY GREATEST IMPONDERABLE ON ECONOMIC FRONT TODAY is what union leadership will 
do in face of the inflation peril. Most authorities agree this to be a time 
for good citizenship and public welfare among labor leadership goals, if gains 
made thus far are not to be lost and the economy disrupted. 


In any case, current steel wage negotiations perforce have great influence on 
the American economy as a whole. Since steel, in its many forms, is so vitally 
interrelated to all phases of production, decision here will have powerful and 
lasting impact on the entire economic picture of the nation. 


A protracted labor strike in any basic industry, economists indicate, unhesi- 
tatingly will set back the timetable of economic advance that now looks so 
bright for the next five years. A long strike in the steel industry would 
create consequent unemployment in many other industries dependent on steel as 
a component in their products. 


BELL-RINGING RECORD IN NEW CONSTRUCTION HAS BEEN SET during the first quarter of 
1959. It has been reported that $10-billion — the all-time high — actually 
puts construction up 12% over the same period last year. New homes were going 
up at a seasonally-adjusted rate of 1,390,000 per year in March. 


DON'T UNDERRATE THAT REMODELING MARKET POTENTIAL! Current estimates indicate fact 
that there are approximately 56-million existing homes requiring remoderniza- 
tion in some manner. Here are some additional statistics for your book: There 
are nearly 19.5-million homes over 40 years old; 8.5=-million homes over 30; 
5.9-million homes over 20; 9.5=million over 10; and 12.6-million between one 
and nine years old. 
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Southern 
Building 
Supplies: 


Striving to serve these Associations 
which serve building supply 
dealers throughout the South 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. ALpine 2-3195. President: Emanuel J. Vakakes, Birming- 
ham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 
FR 5-8283. President: John Hammerschmidt, Harrison, Ark. 


Building Material Merchants of Georgia — 610 Glenn Building, 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Herbert G. Drews. Président: Harrell C. 
Murray, Savannah, Ga. 


Carolina Lumber and Building Supply Association — | | 4 Builders 
Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. Tel. 
FRanklin 6-1503. President: M. R. Bagnal Jr., Columbia, S. C. 


Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: Arthur C. 
Bivins Jr., Miami, Fla. 


Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van Fange. 
Tel. 4607. President: C. Price Berryman, Coffeyville, Kan. 


Kentucky Retail Lumber Dealers Association — Marion Na- 
tional Bank Building, Lebanon, Ky. Executive Vice-President: 
Donald A. Campbell. Tel. 72. President: Robert B. Congleton, 
Lexington, Ky. 

Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Executive Vice-President: R. Needham 
Ball. Tel. 2-4080. President: Arthur W. Foss Jr., Lafayette, La. 


Lumbermen’s Association of Texas — 304 First Federal Savings 
Bldg., Austin 1, Tex. Executive Vice-President: Gene Ebersole. 
Tel. GReenwood 2-1194. President: S. S. Forrest Jr., Lubbock, 
Texas. 


Middle Atlantic Lumbermen’s Association — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Director: 
Robert A. Jones. Tel. PEnnypacker 5-5377. 


Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: Harry H 
Lott, Winona, Miss. 


National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N.W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 8-6757. President: 
Herbert W. Blackstock, Seattle, Wash. 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. 7-0338. President: Fred Templeman, Enid, Okla. 


Southwestern Lumbermen’s Association — 512 City National 
Bank Building, Kansas City 6, Mo. Secretary-Manager: G. 
Kenneth Milliken. Tel. Victor 2-2265. President: D. J. Fair, 
Sterling, Kans. 


Tennessee Building Material Association — 711 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee. 
Tel.: 2-0185. President: H. Alpha Doak, Greeneville, Tenn. 


Virginia Building Material Association — 3305 Monument Ave- 
nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell 
Tel.: EL 8-1749. President: Milton M. Maddux, Marshall, Va. 


West Virginia Lumber and Builders Supply Dealers Association 
— P.O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: L. Thomas Williams, Elkins, W. Va. 
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BEST IN 
A JAMB 


Reliable Protection— 
Anyway you 
want it / 


Pioneers in weather strip 
development for nearly 
60 years, Dennis today 
offers one of the indus- 
try’s most complete 
lines of quality strip- 
ping—in metal, felt, 
rubber or combina- 

tions thereof. Well 
known and well 
regarded by 

users every- 

where. 


Jamb 
Liners 


One piece 

full jamb 

liners. Made of 

finestaluminum. 

Adaptable for use 

with any type of 

sash balance. 

Spring-flex combi- 

nation jamb liner and 

sash balance available, 

cutand notched to your 
specifications. 


Kerf Weather Strip 


Available in a wide selection of 
shapes, assuring a successful solution to any window or 
door kerfing problem. Made of highest quality spring 
aluminum or spring bronze if preferred. 


Nail-On Strips 


A wide choice of practically developed 
strips for any window or door appli- 
action. Available in spring aluminum 
and spring bronze. 


he 
» 
> 


Bonderite 
Vinylume Finish 


Dennis weather strip is also 
available in Bonderite Vinylume 
finish—the superior new metal 
coating process. This long last- 
ing protective finish provides 

a uniform, satiny appearance 
and eliminates corrosion, 
“blackoff,” and other un- 
desirable discolorations. 


Catalog upon request 


W. J. DENNIS & COMPANY 
4008 N. Kenneth Avenue 
Chicago 41, Illinois 
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Gold-Metl Attic Stairs have 


MERCHANDISEABILITY 


2 bold and new stair features will 
help you sell more stairs at lower cost 


1. Life-of-the-home guarantee—The greatest 
quality insurance ever . . . Attached to the stair in full view 
of all “Lookers.” This feature alone imparts the feeling of 
reliability and confidence . . . Merchandise it, and you 
will sell more stairs quicker . . . easier. 

2. Golden finish—Appeals to HER, a decorator at 
heart. She sees beauty and eye-appeal for gracious living. 
This added touch, which costs nothing extra, gains her con- 
fidence . . . makes selling easier for you. 

7 Other major merchandising features makes the 
TFC Gold-Metl Stair The Dealer’s Best Buy. 


Wallace E. Johnson, builder of one thousand homes 
per year says, “‘We use TFC stairs because of their 
built-in merchandising features . . . they help us 
sell more homes faster.”’ 


Write for literature. g> 


TENNESSEE FABRICATING COMPANY 


1414 Grimes Street, Memphis 6, Tennessee 
TFC also manufactures the Champion and Pacesetter all steel packaged attic stairs. 
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‘NOYO WRAP’ 


newest boon to 
redwood sales 


All dressed up and ready 

to sell... Noyo Wrap really moves 

redwood! That’s because it does more than protect 
from dirt, moisture, scuffing. Union’s “‘at the mill” 
packaging has eye appeal, too! 

Sparkling red & yellow Noyo Wrap tells your 
customers to expect quality inside. Not just red- 
wood... but premium redwood from Union Lumber 
Company — carefully graded, protected in 
transit, and always certified kiln dried. 

Noyo Wrap simplifies handling. Easy to identify 
and store because it’s end-labeled to show grade, 
pattern, size, & number of pieces. Easy to remove 
“singles”, and re-close to protect remaining lumber. 


Next time you order redwood, specify Noyo Wrap. 


FORT BRAGG 
CALIFORNIA 
SAN FRANCISCO 
LOS ANGELES 
PARK RIDGE, ILL. 
NEW YORK 


SALES REPRESENTATIVES THROUGHOUT THE NATION 
Member California Redwood Association 


TREE FARMERS AND 
MANUFACTURERS 


I 
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Here's quality you can demonstrate and sell! 


JOHNS-MANVILLE Seal-O-Matic® Shingles 
hold tight even in hurricane winds 


SOUTHERN BUILDING SUPPLIES for JUNE, 1959 


at 
ae 


A patented adhesive stripe runs the 


full length of each tab. Result: maximum 





bonding area and holding power. 


POSITIVE PROVED PERFORMANCE. Johns-Manville 
Seal-O-Matic asphalt shingles have proved storm-tight 
by the dependable performance of millions of squares 
applied on roofs during the past five years. 


ENTIRE BUTT EDGE SEALED. The sun’s heat auto- 
matically bonds each tab to the course below. The 
wide, thick stripe of adhesive is continuous. No breaks 
in the stripe to weaken the bond or permit wind-driven 
rain to blow under the shingles. 

LAST LONGER. No blow-up or blow-off. Because the 
tabs of Seal-O-Matic shingles are sealed flat and tight 
to the roof they cannot flutter even in hurricane winds 
or curl in cold weather. This means less granule loss 
and longer shingle life. 

BETTER LOOKING ON THE ROOF. Because they are 


securely sealed down, Seal-O-Matic shingle edges re- 
tain a straight butt line... the roof has an attractive, 
even look at all times. Wide choice of decorator colors 
available. 


COSTS LESS TO APPLY ON LOW SLOPE ROOFS. 
Eliminates the costly hand cementing required when 
ordinary shingles are applied on roof pitches less than 
4 inches. 


EASY TO HANDLE. Seal-O-Matic shingles are packed 
in pairs back-to-back with the adhesive stripes to- 
gether. They are easily separated by a quick snap. 
This patented method of packaging eliminates the 
cost of removing and disposing of paper tapes. The 
adhesive stripe is protected against contamination 
until the moment of application. 


For complete information write: Johns-Manville, 
Box 111, New York 16, New York. In Canada, Port Credit, Ontario. 


JOHNS-MANVILLE 


JOHNS MANVILLE 


JV 


PRODUCTS 


For more detoi!s on above items, use Coupon on Page 93 
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Four in Southern Glass Sales Get 
Promotions in Libbey-Owens-Ford 


Hegg Rideout 


Four sales executives known 
widely in the Southern building 
industry have been elevated to 
positions of higher responsibility, 
including one vice-presidency, in 
the Libbey-Owens-Ford sales or- 
ganization. 

Clinton F. Hegg, one-time Dal- 
las sales representative, is the new 
vice-president of sales. 

Other promotions involve Ken- 
neth E. Rideout, district manager 
in St. Louis for the last seven years 
and one-time field representative 
in Miami, to Milwaukee district 
manager; F. Dwight Haigh Jr., 
resident manager in Charlotte, 
N. C., for three years, to St. Louis 
as district manager; and Bruce D. 
Henry, from LOF’s district office 
in Atlanta to Charlotte. 

Hegg, as vice-president of sales, 
will head the entire Libbey-Owens- 
Ford sales department, which in- 
cludes sales managers for basic 
products and the field organiza- 
tion of six regional and 24 district 
groups throughout the United 
States. He is a native of Minne- 
apolis and joined Libbey-Owens- 
Ford 20 years ago, following grad- 
uation in agriculture from the 
University of Minnesota. 

Hegg served LOF in sales at 
Dallas both before and after World 
War II, and in 1949 was made as- 
sistant to both distributor and 
industrial managers in Toledo. In 
1951 he became general sales man- 
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Haigh Henry 

ager for LOF’s Fiber Glass divi- 
sion, continuing as vice-president 
and general sales manager of 
L-O-F Glass Fibers Co., a subsi- 
diary, until its recent sale to 
Johns-Manville. 

Both Rideout and Haigh, new 
district managers at Milwaukee 
and St. Louis, respectively, are 
native Toledoans. Rideout studied 
architectural engineering at the 
University of Toledo. He joined 
Libbey-Owens-Ford’s design de- 
partment 20 years ago, shifting 
from design to sales in 1947, first 
as a field representative in Miami 
then to St. Louis as manager. 
Haigh joined the company’s Ther- 
mopane plant in 1950 following 
his graduation from the Univer- 
sity of Toledo. He switched to 
sales in 1952 and spent four years 
with LOF’s district office in Rich- 
mond, and three in Charlotte. 

Henry, succeeding Haigh in 
Charlotte, is a native of Cleveland, 
Ohio, and a graduate in business 
administration from Ohio State 
University. 


F. C. Berry of Atlanta Passes 


F. Carl Berry, 54, vice-president 
of the Atlanta Oak Flooring Co., 
Atlanta, Ga., died recently. He was 
a native of Spartanburg, S. C., and 
had lived in Atlanta for nine years. 
He was an active Hoo-Hoo member. 


Building Costs Slated 
To Increase 4% by 1960 


Costs are expected to be four 
per cent higher by April, 1960, 
despite a one per cent rise from 
October, 1958 and April, 1958, ac- 
cording to a report compiled by 
F. W. Dodge Corp. The small rise 
is believed traceable to cold weath- 
er and off-season market charac- 
teristics. 

Of two major construction com- 
ponents measured (materials and 
labor at site of construction), la- 
bor has again shown the greater 
strength. In the six months ending 
April 1, building material prices 
to builders have not changed in 
93 of 143 major reporting cities 
and their environs. Slight de- 
creases were reported in 12 other 
places, and in 38 places prices 
were slightly higher. In contrast, 
labor costs rose in 79 places, and 
remained unchanged in 64 places 
for the six months just past, ac- 
cording to the Dodge report. 

Combining material prices and 
base hourly wage rates for all 
places, costs have gone up in 66 of 
the cities surveyed, remained static 
in 74, and dropped slightly in 
three. 


$12-Million Expansion Set 
For Dow Louisiana Division 


New construction estimated at 
$12-million is slated for expansion 
of the Dow Chemical Co.’s Loui- 
siana Division, located at Plaque- 
mine on the Mississippi River. 

Expansion includes a polyethyl- 
ene plant and facilities to produce 
vinylidene chloride and Chloro- 
thene. Production target is sched- 
uled for about mid-1961. Engineer- 
ing and construction work will 
start immediately, according to Dr. 
A. P. Beutel, vice-president in 
charge of Dow’s Gulf Coast oper- 
tions. 

With completion of the Louisi- 
ana Division’s first expansion pro- 
gram, Dow will have an invest- 
ment of more than $77-million in 
this diversified production center. 
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..-.wall chart on new 
Western Moulding Patterns...FREE! 


This new, big (25”x38”) chart shows profiles of WP 
mouldings, along with brief where-to-use sugges- 
tions. Save time, and increase sales, by displaying this 


colorful chart in a prominent place. Order your free 


copy today! Use coupon below. 


WESTERN PINE REGION WOODS 


Idaho White Pine + Ponderosa Pine + Sugar Pine 
White Fir + Incense Cedar + Douglas Fir + Larch 
Red Cedar + Lodgepole Pine + Engelmann Spruce 


USE WP NUMBERS ON 
YOUR MOULDING ORDERS WESTERN PINE ASSOCIATION 
Yeon Bldg. * Portland 4, Oregon 

If you do not have a copy of the WP L) Please send me my free copy of the big wall chart on Western Moulding Patterns. 
“Western Moulding Patterns’’ booklet, CL) Please send me a copy of the new booklet ‘Western Moulding Patterns”. 
check coupon on right and it will be sent lenclose 25c. 
promptly. This new booklet is the result 
of moulding standardization by the West Name 
Coast Lumbermen's Association and digdiad 
Western Pine Association. 


City Zone State 
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| WHY are some window units 
better than others? 


Ma te as 


Quality window units are made to be better 
than Department of Commerce Commercial 
Standards. However, the big difference among 
various makes is in the degree of protection 
each provides against infiltrating cold air, dirt 
and dampness. How much protection, or how 
little, depends on the efficiency and durability 
of the weatherstrip—which is the important 
reason why the window units you sell should 
be equipped with MetaLane weatherstrip. 














MetaLane® is made from an aluminum alloy 
with nearly twice the tensile strength of other 
aluminum weatherstrip materials. Monarch 
adds extras to the anodizing process, plus 
impregnating the bright metal surface with 
non-staining lubricant. MetaLane never loses 
its resilient weather-tightness, will not corrode 
or wear, will not discolor masonry or woodwork, 
always keeps windows operating freely. 








Promote MetaLane-equipped window units. 
They cost no more, and give the home owner 
far more in value and weather protection. 


Vi FT A | A F vests adds a plus to 


MONARCH METAL WEATHERSTRIP CORP. ° 6343 ETZEL ° ST. LOUIS 4, MO. 
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Ho 
me Improvement Ideas 


With U.S.G., “service’’ 
has many definitions 


The dealer’s viewpoint is the backbone of these aids to 
greater sales and profit—all from United States Gypsum 


SOUTHERN BUILDING SUPPLIES for JUNE, 1959 


Profit Manage ment—A useful program for im- 
proving the profit return from your business in- 
vestment. 

The Economy of Motion—An informative film 
and manual to increase your knowledge of how to 
move and store materials most efficiently. 


Home Improvement Program Portfolio—A 
kit of practical, imaginative selling aids to promote 
the many home improvement services you have 
to offer. 


Business of Building—A magazine that talks 
the builder’s language and sells your products 
and services. 


Dry Wall Age—A fact-filled publication, re- 
leased quarterly to the dry wall contractor to 
acquaint him with the latest developments in 
products and systems. 


Red Topics—A sales-stimulating magazine that 
informs plastering contractors and architects of new 
systems and services now available through you. 


Popular Home—A popular consumer magazine 
that creates a lasting favorable impression of your 
services in your community. 


Business of Farming —A magazine that is wel- 
comed into the homes of your best rural customers 
... that sells your services and builds goodwill. 


For further information on how this material can 
help you, write United States Gypsum, 300 West 
Adams Street, Chicago 6, Illinois, Dept. 122. 


UNITED 
STATES 
GYPSUM 


the greatest name in building 


For more details on above items, use Coupon on Page 93 





TO STOCK AND SUPPLY THE FINEST 
BRAND-NAME BUILDING MATERIALS 


rien: 


Solution: 


THROUGHOUT THE NATION there are literally 
thousands of building products manufacturers which 
produce good products competitively priced. Careful 
selection of the best of these, considering consumer 
acceptance, price and supply, has been the purpose of 
Reynolds Aluminum Supply Company. Within our ten 
warehouses are vast inventories of building materials 
and industrial metals from some of the finest manu- 
facturers in the nation. These products are available to 
you item by item or stack by stack. 





RAPID HANDLING of in-warehouse materials is 
important in any supply operation. Reynolds Aluminum 
Supply Company warehouses have been completely 
equipped with modern materials handling facilities — 
overhead cranes, truck elevators, electric and gasoline 
lift trucks, and more — all designed to speed up incom- 
ing and outgoing shipments. In each of our ten branch 
locations local handling problems are solved on the spot 
to meet local conditions. The result is better service 
and greater savings to you. 


140 SERVICE REPRESENTATIVES, working 
out of ten major warehouses, cover the entire South- 
eastern area to work with building materials dealers 
and industrial metals users. These competent product 
specialists form an unmatched chain that extends from 
Richmond to Birmingham, from Memphis to Miami to 
work on the specific details, quotations and delivery 
schedules you need. Behind these men are product 
managers and general office personnel who coordinate 
the inventories and order handling from branch to 
branch. Every opportunity is taken to provide you with 
quality products and prompt service. 


ON-TIME CELIVERIES are assured by scheduling 
shipments to fit your requirements. Each warehouse has 
a fleet of delivery trucks, as well as common carrier 
loading facilities. You will find that Reynolds Alum- 
inum Supply Company, with more warehouse space, 
completely stocked with the finest brand-name products, 
and with more men to serve you than any other similar 
firm, can assist greatly in your 1959 profit picture. Call 
in your RASCO man and talk to him about your re- 
quirements. He may well solve today’s problem and 
contribute to tomorrow’s profit picture for you. 


Atlanta, Ga. Miami, Fla. 
Birmingham, Ala. Jacksonville, Fla. 
Louisville, Ky. Memphis, Tenn. 
Nashville, Tenn. Raleigh, N. C. 
Richmond, Va. Savannah, Ga. 


REYNOLDS ALUMINUM SUPPLY CO. 


Established 1914 
GENERAL OFFICES: ATLANTA, GEORGIA 


THROUGHOUT THE ENTIRE SOUTH, 





















































New Fry ‘‘Shado-Bilt'' shingles designed 
to create a striking 3-dimensional effect. 
Natural slate, dark colored top strip 

shows through the shingle cutouts 
giving the roof an appearance of 
depth. 13 attractive colors! 


Tt sell FRY 3-D 


SHADO-BILT 290 Ib. 
ASPHALT SHINGLES 





DESIGNED to create a three dimensional You sell more than a good roof when you sell FRY 3-D 
effect...it's the roofing style demanded ‘“ ‘1499 one . 
Shacit-Selieus mmpelental Shado-Bilt” shingles. With each sale your customer gets a 

20-year bond covering replacement costs for both material 
GUARANTEED to last...a 20-year 


bond covers both labor and materials! and labor, giving him a roof of quality and guaranteed to last. 


Too, with each sale you are building your reputation as a 
SELLS for more profit to you on each y gy P 


sale...and more sales from satisfied dealer of quality products—this is a business building 


customers! program paving the way for growth. 














j s ey 
¢ 2 
SEE YOUR NEAREST FRY DISTRIBUTOR =)| \V 
SE YOUR NEAREST Fy rE @[R[V> LLOYD A. FRY ROOFING COMPANY 
© ? World's largest manufacturer of asphalt roofing and allied products— 
tee we 19 roofing plants strategically located coast to coast 
o 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
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GER-PAK-—THE SHORT WAY TO SAY ar eoe POLYETHYLENE FILM 


er-Pak 


YEAR ’ROUND 


FAST 
SELLER 


TO BUILDERS AND FARMERS 





1 


GERPRE Film gives builder lowe cast, effective closing-in precio on against bad weather i 













Designed 
To Meet FHA 
Requirements 


Make every season a selling season! Feature 
versatile GER-PAK Film to both your builder 
and farmer customers. It’s loaded with 
month-in, month-out business-boosting uses. 
Such as closing-in unfinished windows, doors 
and other openings for protection against bad 





weather ... or for making trench, bunker or ; ee 

p a : GER-PAK Film Covers hold silage and nutrient losses to a minimum 
crib silos as well as tower silo caps. Dozens - ry 
of on-the-job and on-the-farm applications Fy eS dh Yi 
make GER-PAK Film a fast mover for you. Whar,’ gos BS 
Order a supply from your Reynolds Alum- AAS 
inum Supply Company today! Moisture-vapor Greenhou Materials cover Under Slabs 


barrier 


NEW, COLORFUL ADVERTISING—Pre-sells in the 
most-read, most-influential architectural, builder 
and farm magazines. 











FREE SALES AlDS—Counter cards, swatch cards, ae hig fa Miigp tase Le 
displays, ad mats and other valuable aids available Gering Products, Inc., Kenilworth, NJ. 
through distributors. r-c------ =-=--=CLIP AND MAIL NOW !~------------ 1 
i H ry 
LARGEST SELECTION OF WIDTHS—From 10 in. ! Reynolds Aluminum Supply Co., P.O. Bex 1367, Atlanta, Ga. ! 
e ' Please send me complete information and samples of ' 
up to 40 ft. wide. ' GER-PAK polyethylene film and Miracle Tape. 
t 
CHOICE OF COLOR—NATURAL, opaque ! Name _ ' 
WHITE, sunlight and weather resistant BLACK. DS tetas 
ania haat r 
EASY-TO-HANDLE PACKAGING-E ven SOX. | City — __Zone State 
40 ft. widths come conveniently pack- :@: | eer i 
aged in 10 ft. cartons. ee a etek ieee 0 at 





OMPANY HAS THE FINEST BUILDID 





~ Trylon’ 


TAPERED ALUMINUM COLUMN 


















ideal for: AWNINGS * PORCHES + CARPORTS 
PATIOS * ROOM DIVIDERS 





Now! Slim, balanced beauty of contemporary styling 
plus charm and grace of wrought iron posts—this 
is the new “Trylon’’. Tapers from 8” at top to 2” 
at bottom. Available in either mill finish or black 
or white baked enamel for full weather resistance. 
No rusting—no painting. Of 1” square, .040 alumi- 
num tubing, the ‘‘Trylon’’ is engineered for 
maximum support and easy installation. Corner and 
center posts available in 7’, 8’ and 9’ lengths. Com- 
petitively priced. Shipped completely assembled 
with aluminum bottom mounting bracket already 
secured for fast installation. 





WRITE FOR SPECIFICATIONS AND PRICES 


The "New Orleans" at far right—Black 
anodized deluxe corner post. Center posts 
also available. Natural finish and black 
or white painted or anodized finish, 
standard and deluxe scrolls. All feature 
new brackets shown at right. 


All new aluminum "plug-type" mounting 
brackets for corner and center posts. 
Lowest cost on market—trouble-free, 
time-saving installation. 


Distributed And Stocked 
Throughout The South By 


REYNOLDS ALUMINUM 
SUPPLY CO. 


alk MANUFACTURING CORP. 


Metal “Building Specialties 


DEPT. SBS 656 DUNDEE, MICHIGAN 
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BAKED ENAMEL FINISH 


POPULAR STYLE 
STRIKING COLORS 


COMES COMPLETE 
lite - as 
fe Se ee oe ee ae cw oe a 


3 i REYNOLDS ALUMINUM SUPPLY COMPANY 


P.O. Box 1367, Atlanta, Georgia 


Please see that | get complete details and information on Life- 
guard Aluminum Siding. | understand there is no obligation. 


* t Lifeguard Industries, Inc. 


city 





we (eok-w am 1 -\ =) @ ee 0) 2 at 








MATERIALS FROM 


BRIGHTEN 


THE NATION’S 


YOUR SALES 


made with 
REYNOLDS Ste ALUMINUM 


featured in the 


™ ss HOUSE OF EASE 





: SS FARM 
INSTITUTE 


With aluminum building products you sell permanent beauty 
and performance that offer these and other advantages: 


e« Cut costly upkeep, increase leisure time 

e Eliminate many repairs, aluminum won’t rot 

e Increase resale value, aluminum is 
permanent 

e Enjoy attractive, easy-to-clean aluminum 


LIFETIME® 
Aluminum 
Shingles and 
Flashing 
Simple, fast installa- 
tion with one nail per 
shingle. 4-way lock is 

windproof. 








¢ Save on lasting cost, aluminum is rustproof 
e Have greater insulation, alurainum reflects 


heat 
e Get more protection, aluminum is fire- 
resistant 
LIFETIME® | WINDOWS 
and SCREENS 


Aluminum Gutters 


There’s an aluminum 
window style —case- 
ment, awning, double- 
hung, etc.—for every 
style house. 


Rustproof and hand- 
some aluminum gut- 
ters require no paint, 
no maintenance, will 
not stain walls 





















COLORWELD® 
Aluminum 
Awnings 








ALUMINUM Louvers, 
Ventilators and 
formed Color- 


ALUMINUM Thresholds 


Permanent, slip-proof 





Beautiful, horizon- 
tal - line aluminum 
awnings add sparkle to 
homes, to your sales. 













aluminum thresholds 
never need painting, 
won’t rot, warp or 
rust. 


weld® Soffit 


Rust-free, non-staining, 
never need painting, easy 
to install, easy to sell. 











ALUMINUM Siding 


Beautiful colors, 


lasting Cy 
aluminum — 
Insulation 


As sheets, or 
part of batts 
and blankets. 








All of these items are available through your 









ALUMINUM REYNOLDS ALUMINUM SUPPLY COMPANY WAREHOUSE 
nd 
aes pena, 
iding The Finest Products 






Made with Aluminum 





Strong, rigid, 
economy sheets 
made especially 
for farm 


are made with 


REYNOLDS 23 ALUMINUM 


applications. ~ = 





Mn ttg he GYyprtiil echt. of 
REYNOLDS ALUMINUM SUPPLY CO. 


ATLANTA, GEORGIA 


a Diddley of 





|; Hood has brought a time-tested scientific miracle to 
the nation’s kitchens. This is the magic of Activated Charcoal— 
the substance that makes gas masks possible and purifies the 
air in atomic submarines. 


Cooking odors are banished... grease, smoke and pollen are 
removed WITHOUT expensive installation of outside ducts 
or vents. 


Because the motor fans and filters of Ductless Hood are self 
contained, kitchen units may be placed in any desired location 
This permits complete freedom in kitchen design. 


Thousands of owners from coast to coast have expressed their 
delight in Ductless Hood performance. This delight is shared 
by more and more dealers every day. 


We are pleased to welcome Reynolds Aluminum Supply Co. 
to the growing family of Ductless Hood distributors. 











— THE DUCTLESS HOOD CO., INC. 

601 PLANDOME ROAD, MANHASSET, N. Y. 

Sizes and colors for every decor. Please send more information 

Also featured in the OVENMASTER | on the DUCTLESS HOOD. 
series — for built-in ovens. 
— For other rooms: the built-in Siiatea 
Duct Less AiR PURIFIER | " il = 

| Address e. 
| City ee 
| Zone__State ee 19B 





PLY COMPANY WAREHOUSES SERV 

















PRE-FINISHED 


WALL PANELS 











The 4 Top Quality — Top Profit Lines! 





PRE FINISHED 


. WALL PANEL 





Sale Maker Display 
Helps You Sell More 


This floor or counter 

top display unit shows 

12 large actual samples 
of Wallace-Ply. Measures 
12 x 40 inches to permit 
easy viewing from both 
sides. Requires only one 
square foot of floor space 
Units also available for 
baked finish lines. Let us 
tell you how to get yours 











Baked 
Finish 
In 

Tile 
and 

! Smooth 


Matin 


PRE FINISHED 


WALL PANEL 








| 








Baked Finish Pre-Finished 
In Tile, Wood Grains 
Parallel Line In 

and Smooth Plain and 


Grooved 








WALLACE 


PRE FINISHED 


WALL PANEL 










Wait PANEL 


* ie 












There’s a good profit to you in selling these top 
quality panels. Let your customers choose from the 
wide selection of designs and many popular colors. 


Ideal for 
OLD OR NEW WALLS IN 
HOME, SHOP OR OFFICE 


MANUFACTURING COMPANY 


10th & Fayette, North Kansas City, Mo. 


E THE ENTIRE SOUTHEAST WITH 


* 
SHAKES ALIVE...with Shakolor 








finishes... factory applied 
to all Snakertowni red cedar 


GLUMAC panels 





Shakertown red cedar Shake panels now feature a 
superior new finish that provides even greater resist- 
ance to weathering. Available in twelve magnificent 
Shakolors, the new finish assures extended color 
fidelity and reduced maintenance. 













Glumac panels are produced with a special backer 
board for maximum insulation. They have a lower ap- 
plied cost than any other type of siding. Matching 
colored nails (supplied with each carton) and Jiffy 
corners guarantee additional building economies. For 
complete details, use the convenient coupon below. 


from the 
laboratories of 
Shakertown 

a superior finish 
having greater life 





Developed after years Scientifically applied for Field tested under all 
of laboratory research. coverage and penetration. conditions in all climates. 


STE 1-0 THE 


VELLOW PAGES 
nd 


unde 
Serene thor Sweats 





| ai i 

| Shakertown De F wiebvtet nt SB-69 Please send me the 

| CORPORATION 20310 Kinsman Road Shakertown Color Ideabook. 

| Cleveland 22, Ohio | 
Shakertown |“ | 

| COMPANY = - a et er = | 
CORPORATION 

| STREET arog meee 7 men 

1 ory ZONE STATE I 

EE RES II SNE RER TEE AR Pe cmaiaeineiveidiaaiiiaaa 


=] =] =] ae eT 0) \(e)\ \a-V | Pe ol [ed] (on 4 
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THE DURABILITY OF REDWOOD SIDING 


Simpson certified kiln dried redwood siding is famous for 
its remarkable resistance to attacks by termites, mold and 
fungus growth. 

A home built with redwood siding is a hot yuilt to 
last...and home- buyers appreciate your foresight in 
providing for the future appearance of the vudest 
possession. 

Durable Simpson redwood siding is famous too for its 
easy workability, warm natural beauty and ey ent in- 
sulation. Redwood takes and holds paint or st much 
better and far longer than most commonly used sidings. 
If left unfinished, it gracefully mellows to ch, silver 
gray color. 

Investigate sensibly priced Simpson redwood soon. See 
your Lumber Supplier or write: 


SIMPSON REDWOOD C 
ARCATA, CALIFORNIA 


Member of California Redwood Asso¢ 
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FLORIDA DEALERS ELECT OFFICERS — More than 325 members of the Florida Lumber & 
Millwork Assn. gathered in Miami Beach recently for the association’s 39th annual session. 
Officers elected were (I to r) Hugh E. Williams Jr., Leon Builders Supply Co., Tallahassee, 
second vice-president; J. E. Griffin, Griffin Lumber Co., Lake Wales, president; and A. A. 
Renuart Jr., Renuart Lumber Yards, Inc., Miami Shores, first vice-president. Mrs. Marie 
Bennett, Orlando, not pictured, was re-elected executive secretary-treasurer. The association 
maintains a headquarters office in Orlando, under Mrs. Bennett's direction. 





Timber Laminating Firms 
Form Working Agreement 


Two of the world’s foremost 
timber laminating companies have 
joined in an agreement which 
grants each firm exclusive rights 
to the other’s manufacturing proc- 
esses, machinery, and equipment. 

The two firms Unit Struc- 
tures, Inc., of Peshtigo, Wis., and 
N. V. Nemaho Co. of Doetinchem, 
Holland also will exchange tech- 
nical, engineering, and research in- 
formation. 

Arrangements for the working 
agreement were made last Sep- 
tember. 

Unit Structures, Inc., has a sec- 
ond plant at Magnolia, Ark., near 
some of the nation’s finest stands 
of Southern Pine, which is used 
almost exclusively by the firm 


Silcrest Changes Name 
To Crestline Company 


A name-change designed to 
strengthen the company = and 
brand image” has been announced 
by the Silcrest Co., manufacturer 
of Crestline millwork, Wausau, 
Wis. The firm will thenceforth be 
known as the Crestline Co., mak- 
ing the company name and brand 
name identical. 

The change was made, accord- 
ing to President Knox Bruno, to 
eliminate confusion in the mind 
of the public between the com- 


“ 
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pany’s name and its product. It 
also will serve to simplify promo- 
tion of the Crestline name, and to 
make such promotion more effec- 
tive, he said. 

The company has also _intro- 
duced a new trademark, a sim- 
plification of the old spread eagle 
and lion design, which is intend- 
ed to better identify Crestline 
products. 


DEK Industries Enters 
Aluminum Manufacturing 


Formation of DEK Industries, 
Inc., a major entry in the alumi- 
num manufacturing home build- 
ing products industry, was an- 
nounced recently by R. Carter Dye, 
president. 

Subsidiaries of the $1,200,000 
corporation — with facilities in 
Los Angeles, Calif., Downingtown, 
Pa., and Cleveland, Ohio — will 
manufacture and distribute alumi- 
num siding, awnings, carports, 
shutters, wall tile, and screen en- 
closures. 

Fred H. Edgar is executive vice- 
president of the corporation. Wal- 
ter E. Kemmerer is vice-president 
for sales. 

Dye is also DEK’s treasurer. He 
was former director of national 
accounts, aluminum division of 
Olin Mathieson Chemical Corp.; 
and marketing manager, automo- 
tive division of Reynolds Metals 
Co. in Detroit. 


(Continued from page 14) 


IN&P Promotes Hugo Baroni 


Hugo P. Baroni has been elevat- 
ed to vice-president in charge of 
production by the Independent 
Nail & Packing Co., Bridgewater, 
Mass., manufacturer of Stronghold 
threaded nails. Also promoted were 
Alan D. Stone, assistant vice-presi- 
dent and assistant plant manager; 
Phillip D. Stone, assistant vice- 
president and assistant sales man- 
ager; and Arthur S. Tisch, assistant 
vice-president and technical sales 
director. 


DFPA Promotes Plywood 
To Growing Farm Markets 


“Dick” Walker 


Establishment of a national agri- 
cultural field promotion service by 
the Douglas Fir Plywood Assn. in- 
dicates rapid growth in the farm 
market of fir plywood, and under- 
scores the growing emphasis DFPA 
is placing on service to consumers 
in this category. 

The service is organized within 
the association’s existing Field 
Promotion Department, headed by 
Stanley A. Taylor from Tacoma, 
Wash., headquarters. 

Agricultural representatives lo- 
cated in seven major farm areas 
throughout the country will assist 
plywood users and specifiers with 
information on the product and 
its best application. 

Richard Walker is regional agri- 
cultural promotion representative 
in Dallas, Texas. A seventh repre- 
sentative will be added shortly in 
Atlanta, Ga. 
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“We’re glad we listened to 
our wholesaler when he sold us 


on the Armstrong ceiling line” 
says Orville Poindexter, Old Hickory Box & Lumber Co.. 


Nashville, Tenn. 


‘He put us in the profitable ceiling business. It 
took a lot of convincing at first, but fortunately our whole- 
saler, Dealers Supply Company of Nashville, is not an out 
fit that gives up easily. He got us to stock and display the 
complete line of Armstrong ceilings. With the money 
we're now making I wish he had done it sooner. 


“He helps us with the latest sales aids. Our whole- 
saler’s salesman doesn’t disappear right after we sign an 
order. He spends a lot of time with our salesmen showing 
them the latest merchandising aids that we know help to 
sell Armstrong ceilings. He takes a personal interest in 
displays and in training our men. 


The Armstrong Cork Company sincerely believes that the whole 
perity of the Lumber Dealer. That is why Armstrong Building P1 


“He lightens inventory problems. We like to think 
of our wholesaler’s warehouse as a rent-free storage space 
for many of the items we sell. We carry a complete line of 
Armstrong ceilings, but we never have to overstock. He 
gives us fast reorder service. We make money on the ceil- 
ings and still keep our money free for cash purchases. 


“He never bids against us. There are some suppliers 
in this business who think nothing of dealing direct with 
contractors { rders of the same materials they are asking 
s Supply Company never competes with 
luable business. We like the Armstrong 
lesaler distribution for the same reason.” 


us to sell. De 
us for this 
method of v 


is vital to the growth and pros- 
lucts are sold only through es- 


tablished wholesalers. For the address of the one nearest you, write Armstrong Cork Company, 


3906 Ramsey Avenue, Lancaster, Pennsylvania. 


Armstrong BUILDING MATERIALS 


Temlok Tile 


Tem!ok Roof Deck 
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Temlok Sheathing 


ishiontone Ceilings 


For more details on above items, use Coupon on Page 93 





Whatever your paneling needs... select from 


The choicest grains of the most 
expensive woods are reproduced 
directly on strong, durable ply- 
wood panels . . . at half the usual 
cost of fine wood paneling! New 
baked-on Poly-Clad finish forms 
a tough protective shield against 
fading, mars, scuffs and _ stains. 
Plywall plants at Ft. Wayne, 
Indiana, and Corona, California. 


It pays to buy Evanite Building Products from your Plywood Jobber. . . 
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the EVANITE BIG THREE at your jobber’s! 


PLYWOOD 


Evans quality—DFPA grade- 
marked—is your assurance of the 
finest fir plywood made. Because 
of its unlimited building applica- 
tions, Evanite plywood — exterior 
or interior—offers you a big year- 
round sales potential. Fir ply- 
wood plants at Coos Bay and 
Roseburg, Oregon, and in Canada 


at Vancouver, B.C. Member of 


Douglas Fir Plywood Association. 
S P 


BUILDING PRODUCTS 
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EVANS PRODUCTS COMPANY 


As 
EVANS 
Sw 


Evanite prefinished hardboard 
comes in a variety of textures to 
meet the ever-growing demand 
for this durable, decorative inte- 
rior paneling. It’s versatile, easy 
to install—provides a luxury look 
in any room at surprisingly low 
cost. It comes from the factory 
completely finished in a hand- 
some “Driftwood” ivory tone. 
Hardboard plant at Corvallis, 
Oregon. 


PLYMOUTH, MICHIGAN 


For more details on above items, use Coupon on Page 93 





INDUSTRY NEWS 
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SPA ELECTS OFFICERS — Top officers named recently by the Southern Pine Assn. at its 
convention in New Orleans are (seated, | to r) E. C. Gates, Fordyce, Ark., president; M. W. 
Smith Jr., Jackson, Ala., board chairman; H. P. Greer, Joyce, La., second vice-president; and 
(standing, | to r) H. S. Mersereau, Crossett, Ark., vice-president in charge of trade promo- 
tions; H. L. Manley, Savannah, Ga., first vice-president; and S. P. Deas, New Orleans, execu- 
tive vice-president. M. L. Fleishel, Jacksonville, Fla., not pictured, was elected treasurer. The 
convention boasted a record attendance of 1,200 lumbermen this year. 





Building Costs in South 
Rise 146% Since 1946 


The average cost-to-build in 11 
Southeastern and South Central 
states plus the District of Columbia 
increased one per cent in the last 
six months, according to F. W. 
Dodge Corp. States included Mary- 
land, Georgia, Alabama, North 
and South Carolina, West Virginia, 
Tennessee, Mississippi, Florida, 
Kentucky, and Virginia. 

Fifteen of the 29 cost-sampling 
cities which make up this district 
reported ‘no change,” while 13 
cities showed rises of from one to 
3 per cent. One city, Birmingham, 
reported a drop of one per cent. 

The cumulative 18-year increase 
from 1941 is 146 per cent. This 
means that a house costing $7,500 
for materials and labor in 1941 
would cost $18,450 today. 


C. W. Parham Sr. Passes; 
Tennessee Lumber Pioneer 


Curtis Warner Parham Sr., 65, 
a pioneer of the Mid-South lum- 
ber industry, died recently in 
Memphis, Tenn., after an illness 
of two months. 

Parham was founder of C. W. 
Parham Lumber Co. of Caple- 
ville, producers and wholesalers 
of Southern hardwoods for more 


30 


than three decades. During World 
War II, he was a lumber adviser 
on the War Production Board and 
Office of Price Administration. He 
was a member of the Southern 
Hardwood Traffic Assn. and the 
Memphis Lumbermen’s Club, for 
which he served as a former presi- 
dent. 


S. N. VUNCANNON, a director of F. C. 
Russell Co., Columbiana, Ohio, has been 
elected top officer of three new Florida sub- 
sidiaries which manufacture windows, doors, 
and allied products. Formerly president of 
Vun-Russ Co., Inc., Hialeah, Fla., Vuncan- 
non is president of Rusco Windows, Inc.; 
Rusco Architectural Products, Inc.; and Cinco 
Screens, Inc., all of Miami. 


(Continued from page 26) 





CONVENTION 
CALENDAR 





JUNE 14-17: National Plywood 
Distributors Assn., Traymore Hotel, 
Atlantic City. 


OCTOBER 17-18: Oklahoma Lum- 
bermen’s Assn., Municipal Auditori- 
um, Oklahoma City. Exhibits. 


NOVEMBER 14-17: National Re- 
tail Lumber Dealers Assn., Cleve- 
land, Ohio. Exhibits. 


NOVEMBER 16 - 18: National 
Building Material Distributors Assn., 
Edgewater Beach Hotel, Chicago, Ill. 


Atlanta Hoo-Hoos Elect 
George Lindley President 


George Lindley, Atlanta (Ga.) 
branch manager of United States 
Plywood Corp., recently was elect- 
ed president of the Atlanta Hoo- 
Hoo Club No. 1. He will succeed 
Frank G. Lake Jr. of Frank G. 
Lake Lumber Co. 

Other newly-elected officers of 
the club include Bob Eldridge, 
Norcross Supply Co., vice-presi- 
dent; Ben Harper Jr., secretary; 
and Locke Trigg Jr., Patterson 
Lumber Co., treasurer. 

The club recently initiated the 
following kittens: Joe Flewellyn, 
Miller Lumber Co.; Minor Cren- 
shaw, McGinnis Lumber Co.; Bob 
Wilson, Patterson Lumber Co.; 
E. L. Biggs, Roddis Plywood Corp.; 
F. C. Proctor, Central Woodwork, 
Inc.; and Slim Fear, Union Lum- 
ber Co., all of Atlanta. 


K&M Forms New Department 


In keeping with its policy of 
intensified product and market 
expansion, Keasbey & Mattison 
Co., Ambler, Pa., has formed a 
new products department, design- 
ed to follow through on new prod- 
ucts “from the idea stage to the 
marketing state.’”’ The department 
will be under the direction of J. R. 
MacMaster, who will serve also 
as permanent chairman of K&M’s 
new products committee. 

(More INDUSTRY NEWS on page 64) 
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You can almost do it blindfolded with 


Pre-Hung Aluminum 


Combination Doors 


Perfect installation in 30 minutes or less! 


Just attach Z-bar member to casing with screws 
. . . attach hardware through factory-drilled holes. 
That's all! Order now! 


1 OR 4 REFUND 
acunee ‘tr or 
* Guaranteed by 
Good Housekeeping 


\y : 
2OF 45 anyeanisto WI | 






































WEPCO Pre-Hung Door WEPCO Pre-Hung Deluxe Door 
Pre-hung features at a Pre-hung and weather- 
budget price! Perfect ‘‘do- stripped. Revolutionary 
it-yourself’’ item. 6 new hinging method 
standard sizes. permits instant removal 
of entire door when re- 
leased from outside. 











WEPCO Pre-Hung Self-Storing Tilt-Action Door: 
Lower glass panel glides up and down for seasonal 
changes ... tilts in for easy cleaning. Rattle-proof eNew Aluminum  Duo-Deluxe C 
and weather-stripped! New hinging method! Siding bination Door YP rertite cd 

®@ New Aluminu 
As seen on... Accessories Storing Door” rental 
“THE JACK PAAR SHOW" NBC Television ip th pals * Floridian Jalousie @ Versa-Tilt Tilt. 


Action Window 


More Product News from WEPCO 





Watch WEPCO in action in June coast-to-coast on the Jack Paar Show! 





ee 





WEPCO, a Division of the Weather- Proof Co., Litchfield, III. 
Distributed in this Area By: 


Hassinger Wholesale Company Roanoke Hardware Company 


1016 Warehouse Street 218 Salem Avenue, S.W. 
Greensboro, North Carolina Roanoke, Virginia 
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WHAT A COMBINATION! | Every Handyman 


Needs a compact, 
easy -to-carry 


k , 


At last. . . a QUALITY Com- 


bination Insert for convert- 


ing blank flush doors into Drop Head Thread 
COMBINATION DOORS in five 
Display them for easy sales! 
Snap a die head in the ratchet 
ring... cut the thread .. . it’s 
as simple as that! That’s why 
This hardwood and aluminum your home and farm customers 
want a RIGAlD drop head 
threader for fast, easy pipe and 
window, a screen door and conduit threading. Heads can’t 
fall out . . . dies reverse 
quickly for close-to-wall 
bined in one! threading. Finest quality 

RIAD long wear- 

ing dies. Bolt and 

conduit dies 

available. 


minutes! 


insert does the work of a 


an exterior door — all com- 


Order from your 
Wholesaler! 


Vis A DOR 


LiGHIS/; ( Y LOUVERS 
wee h v0 


FINALLY!! — a weather-tight oak threshold, featuring fawn-colored, long- 
lasting vinyl. Low in cost. Seals out moisture, drafts, 


dust, insects 


For further information mail coupon to 


The Visador Company 
940 Visador Road 
Jasper, Texas 


Hand Carrier Free With All Sets Except No. 12-R 


( Order in sets or any combination) 


Exposed Ratchet Type 


Please send free information and prices on: <i For pipe— 4" to 1""—OO-R 
Ya" to 1%4""—111-R 


Ye’’ to 2’°—12-R 
For bolts— 4’" to 1’’—O00-RB 
j~~ Enclosed Ratchet Type 


=e For —— ** to A - 


to 1% 


| Combination Inserts [-j Seal-Tite Thresholds 
Name—title 
Company 
Address 


City 
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Here's plywood With a big selling plus 
for do-it-yourselfers. Georgia-Pacific 
is exterior plywood with a smooth 

face bonded to one Or both sides. 

to work, easier tO paint than regular 


Super smooth surface means no 
no priming. Paint looks better, lasts 
No grain raise, mO Surface checking! 
cuts clean, edges won't splinter when 


Medium Density 
PLASTIC-FACED PLYWOOD 


for patio fences, outdoor furniture, work- 
bench tops, indoor paneling, cabinet work 


17 


All standard siz@sS, thicknesses. Call 
Georgia-Pacific SOurce or write today 


SEND FOR SAMPLE TODAY! 


rgia-Pacif ?, Equitable Bldg., Portland, Oregon 


Please send sample i complete information on GPX medium 
density plastic-faced plywood 


Name 
Firm 
Address 


City es 


GP) GE {ORGIA — PACIFIC 


Plywood & wood + Lumber & Hardboard - Pulp & Paper 


ome se ee 
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New 


Andersen 
Patio Wall! 


Beautiful, functional, profitable 
.../deal for cashing in on big trend 
to indoor-outdoor living 


HH“: a wonderful new idea and money-maker. You sell the 
new Andersen Patio Wall as a complete, quality package. Yet 
it actually consists of handsome Andersen Gliders—plus matching 
door furnished by you. You have no new parts to stock. There are 
no installation headaches. And the new Andersen Patio Wall gives 
you all of the following sales advantages over metal sliding doors. 
Easy to sell! The new Andersen Patio Wall is sold only through 
dealers like you. You’re not competing with direct selling sources 
that handle most metal sliding doors. Despite its superior con- 
struction, and weathertightness, it usually sells for less than metal 
sliding doors of acceptable quality. 

Trouble-free, weathertight! Famous Andersen precision 
manufacturing assures lifetime, trouble-free operation. Andersen 
Gliders open effortlessly, close in the same plane. Lock pressure- 
tight for all-weather protection. 


Hinged—not sliding—door'! Practical. Convenient. 
Weathertight. No floor level tracks to be damaged or collect dirt 
and water. No glass at floor to which so many women object. 
Added protection against dirt, driving rain. 
Baseboard convenience! Your customers can install 
heating, electrical outlets under windows. Protects against rain. 
Gives floor level insulation and comfort. Eliminates floor breakage 
of glass. 
Natural beauty! Fashioned in wood, new Andersen Patio 
Wall adds natural warmth and beauty instead of cold metal look. 
Penta-treating of Andersen Gliders provides permanent protection 
against termites, decay. 

Get complete facts on new Andersen Patio Wall from any of dis- 
tributors below or write: Andersen Corporation, Bayport, Minn. 


i En eer ee eee 








Quickly available from complete stocks of these distributors: 


ALABAMA 


Birmingham Sash & Door Co., Birmingham 


FLORIDA 


Huttig Sash & Door Co., Jacksonville 


GEORGIA 


Huttig Sash & Door Co., Atlanta 


KANSAS 
Rock Island Wholesale Co., Wichita 
Rounds & Porter Co., Wichita 


Wy 


KENTUCKY 


Huttig Sash & Door Co., Louisville 
Weyerhaeuser Distributing Yard, Louisville 


LOUISIANA 

Davidson Sash & Door Co., Alexandria, Lafayette 
and Lake Charles 

United Sash & Door Co., Baton Rouge 

New Orleans Sash & Door Co., New Orleans 


MISSOURI 
American Sash & Door Co., Kansas City 
Huttig Sash & Door Co., St. Louis 


* 


a 
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Imse-Schilling Sash & Door Co., St. Louis 
Toombs & Co., Springfield 


Alcan Andersen\Windowalls 


bl Ee N N E Ss Ss E al TRADEMARK OF ANDERSEN CORPORATION 


Huttig Sash & Door Co., Knoxville and Nashville ANDERSEN CORPORATION « BAYPORT, MINNESOTA 
Memphis Sash & Door Co., Memphis ” : 


TEXAS 
Huttig Sash & Door Co., Dallas 


VIRGINIA 
Morgan Millwork Co., Arlington 
Huttig Sash & Door Co., Roanoke 





In the past 21 years, the manufacturers of 
DFPA trademarked plywood have invested 


$27,465,580 to 


.-.and another $4,500,000 will be spent in 1959 


The market for fir plywood that you enjoy today is a direct result of these 
continuing quality, research and promotion programs established and paid for 
by manufacturers of Douglas fir plywood whose product bears this DF PA tested 


quality trademark. 


‘DE Ph 


, TESTED 


‘SAI. mY 


a 


This is what the trademark means to you 


FIELD PROMOTION by 60-man 
force. 


QUALITY CONTROL including 
both factory inspection and labor- 
atory testing. 

SALES AIDS for dealers. 
NATIONAL ADVERTISING intrade 


and consumer publications. FHA and BUILDING CODE work to 


PUBLICITY in newspapers, maga- SSuUre plywood acceptance. 


zines and T'V. 


DIRECT MAIL ADVERTISING to 
your best prospects. 


RESEARCH and ENGINEERING, 
including technical assistance to 
architects and designers. 


The results speak for themselves—since 1938 fir plywood sales by dealers have 
increased ten-fold. They have more than doubled in the past five years, and even 
in last year’s “recession” sales actually increased 16.1 per cent. 


STOCK AND SELL ONLY DFPA TRADEMARKED PLYWOOD 
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build markets for you 





HERE’S PROOF DFPA PROMOTION PACES YOUR SALES 








1959: $4,500,000 _——-® ( 0,000 sq. ft. ——__—-@ 


DFPA 
SALES PROMOTION FIR PLYWOOD SALES 


1938: 1938: 
$200,000 650,000,0 

















..-it means quality you and your customers can trust; and is backed by pro: on that assures profitable turnover. 
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Preforred/ 


INCREASING DEMAND FOR 
THESE POPULAR WINDOWS 
MEANS GREATER PROFITS! 


Lif-T-Lox R-O+-W wood window units virtually 
sell themselves, once the customer knows how 





they function. Pressure of the fingers is all it 
takes to open, close and remove them. They're 
beautifully designed and marvelously bal- 
anced, too. 


Another big seller is 
MW’s Vent-A-Wall 
design, an easy to 
clean, easy to operate 
removable unit. Avail- 
able in a wide variety 
of operating and 


stationary styles. 


VENT - A- WALL See your local dealer 
||| Distributors 


MANUFACTURERS OF MILLWORK e@ DISTRIBUTORS OF BUILDERS SUPPLIES 





ROCKY MOUNT, VIRGINIA 
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The Third Dimensional design of Long-Bell 
Flakewood complements any decor... 
tastefully blending such divers styles as 
|Wel¥\7-1a-te  @to) ol Golo MEG ol tine] M@le(-lulio] Molire, 
Danish Modern with Comfortable American. 





ke ei o“— ag ps , Pi 
You can give your customers more home for the money by installing low-cost Long-Bell Flakewood 
paneling. Profitable Flakewood has a distinctive, hand-rubbed look. Yet a panel can be cut, trimmed 
and expertly installed in a matter of minutes. 
4 Distinct Species of Light and Dark Woods — Naturally inviting pine, maple, cedar or Philip- 
pine Mahogany Flakewood panels may be stained, lacquered or varnished to fit any decor. These 
hardy panels (created by heat-pressure binding wood 
fibers and flakes) are available in 48’’x96” panels 

f ‘ INTERNATIONAL PAPER MPAN 
and 16x16” and 12”x12” tiles, 14” thick. : = , 
Handsome Flakewall® Sheets, Too. Flakewall is a 
new addition to the Long-Bell family of easily- 
erected products for cost-conscious purchasers. Made 
in fir only, Flakewall sheets come in one easily 
trimmed size — 4’x8’. 





, 


DIVISION 
LONGVIEW, WASHINGTON 
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8 WAYS TO PROFIT 


with Lion Asphalt 
Roofing Products 


Here are eight specialized roofing and waterproofing asphalts that 
build both profits and reputation for roofers and builders. 


Lion asphalt products are of finest quality . . . meeting or exceed- 


ing the most rigid U. S. Government specifications. 


To learn how you can make extra profits with a small inventory 
and rapid turnover, mail the coupon today. It will pay you well. 


LION ROOFING ASPHALT 
or hot application. Most economical 
covering for roofs of large buildings. 3 LION ASPHALT ROOF COATING 
Liquid, ready to use. For new 
roofs or to preserve old ones. 


4) LION ASBESTOS ASPHALT ROOF 
COATING 


Surface finish for new roofs. Also recom- 
mended for renewing old, dry roll roofing. 


LION ASPHALT PLASTIC 


aa 
CEMENT* ee 


For repair of breaks, cracks 
and holes in all types of roofs. 
Also for sealing and water- 
proofing. 


MAIL THE 
COUPON NOW! 


LION OIL COMPANY 
Asphalt Sales Section 
El Dorado, Arkansas 


Please send complete information about your Asphalt Roof- 
ing Products and the name of your nearest wholesale distributor. 
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6) LION COLD PROCESS LAP ts 
CEMENT 


Quick-setting, liquid asphalt. Elimi- 
nates nails on lower edge of roofing. 


© LION ASPHALT R. D. PRIMER 
Serves as primer for hot asphalt applica- 
tion for dampproofing concrete or 
masonry. 


LION BLIND 
NAILING CEMENT 
Zz, A ready-to-use com- 
| pound of asphalt and 
asbestos fibre which 
eliminates the need 
for nailing the lower 
edge of roll roofing, 
avoiding leak hazards; also for 
applying selvage-edge roll roof- 

ing and unsaturated felt. 


LION COATING NO. 3* 
as a high filler content. Espec- 
cially effective on metal surfaces 
where a tough and abrasion-re- 
sistant coating is desired. 


*Made under the Process of Patent No. 2393774 


A DIVISION OF MONSANTO CHEMICAL COMPANY 





AALION OIL COMPANY | 


EL DORADO, ARKANSAS 


Member: The Asphalt Institute, College Park, Md. 
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| Sabon the Brilliant new 












the 
tinest in 
distinctive 
lockset 
design 





SHOWN WITH NO. 486 
me SQUARE ESCUTCHEON 


NATIONAL LOCK 422 tn Fm. 


... the distinctive new 





_- 
a om" 


brings new decorative 
freedom to your customers 
...new sales records to you! 


Sonic . . . the smart new note in graceful lockset styling. 
Used with a host of decorative escutcheons, this 
NATIONAL LOCKset creation brings the most modern 
eye-pleasing beauty to every doorway. The skillfully 
proportioned Sonic knob is available with optional inserts in 
contrasting finishes. Cash in on this brilliant new lockset 
that’s destined to be first choice with builders and 
homeowners alike. Remember, NATIONAL LOCKset 
is soundly engineered to provide troublefree performance for 
years to come. Order your stock NOW! 


functions and features 


Key Locks, turnbutton and pushbutton types, Key Control Locks, 
Privacy Locks, Patio Locks, Passage Latches and Dummy Trim 
are all available with the distinctive new Sonic knob. New, larger 
rose (2%.5” dia.) permits installation in 17%” to 214%” bored hole. 
Locksets are supplied with standard 23%” backset .. . 5” or 18” backset 
latch bolts are available. All NATIONAL LOCKsets are panic-proof. 
Key Locks, in both five-pin tumbler and plate tumbler types, can be keyed 
in every popular keying combination. Privacy Lock has emergency release. 
No special key required. Easily installed, NATIONAL LOCKset 
dependable service eliminates ‘call backs” for costly repairs. 


finish and finish combinations 

Sonic locksets are available in Bright Brass (3), Dull Brass (4), 

Dull Bronze (10), Satin Aluminum (28), Bright Chrome (26) and Dull 
Chrome (26D) finishes and split finishes. Two-tone Sonic locksets are 

available with the following combinations . .. Bright Brass (3) 

with Satin Black Aluminum Anodized (28D) insert... Bright Chrome 
(26) with Dull Bronze (10) insert and rose ... Dull Bronze (10) 
with Dull Chrome (26D) insert... Satin Aluminum Anodized (28) 
with Satin Black Aluminum Anodized (28D) insert. 
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Wledabist( HARDWARE DIVISION 
NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 
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Contect Your Nearest 
Dierks Representetive: 


ARKANSAS 

FT. SMITH 
Bill Chisholm 
P.O. Box 744 

HOT SPRINGS 
Gordon Couch 
703 Alpine 

LITTLE ROCK 
Ray Glover 
P.O. Box 2098 
Guy F. Landes 
P.O. Box 2098 


GEORGIA 
ATLANTA 
D. C. Schaefer 
P. O. Box 6267 
667 Greenwood Ave. N.E 


KENTUCKY 
OWENSBORO 
Russell McAlister 
P.O, Box 391 


LOUISIANA 
ALEXANDRIA 
Lloyd Click 
#6 Caroline Drive 
NEW ORLEANS 
Doyne Smelser 
242 Little Farms Avenue 
SHREVEPORT 
Buddy Neal 
P.O. Box 631 


413 Louisiana Bank Bidg. 


MISSISSIPPI 
CRYSTAL SPRINGS 
Cc. E. Klumb Lumber Co. 
P.O. Box 391 


MISSOURI 
KANSAS CITY 
Luck L. Cox 
1006 Grand Ave 


W. M. Hall 

481 E. Kansas St 
SPRINGFIELD 

Jack C. Carter 

National Station 

P.O. Box 2047 


NORTH CAROLINA 
CHARLOTTE 
Fred Carder, Jr. 
3139 Willow Oak Road 


OKLAHOMA 
ADA 
F. W. Nims, Jr 
P.O. Box 823 
LAWTON 
John G. Burnett 
1622 No. 24th St 
OKLAHOMA CITY 
F. K. Duncan 
P.O. Box 3672 
2201 Classen Bivd 
TULSA 
W. B. Campbell 
P. O. Box 253 


TENNESSEE 
MEMPHIS 


Duke Forest Products, Inc. 


P.O. Box 6251 
213 Plaza Building 
3387 Poplar 


TEXAS 
ABILENE 
J. Hunter Lamb 
Wooten Hotel 
AMARILLO 
R. H. Kelly 
P. O. Box 214 
CORPUS CHRISTI 
Joe T. Holland 
P.O. Box 1956 
101 W. W. Jones Bidg. 
DALLAS 
Clay Burnett 
Burnett Forest Prod. Sales 
Cc 


oO. 

Meadows Bidg 
HOUSTON 

D. J. Saunders 

P. O. Box 1654 
SAN ANTONIO 

J. P. Hart 

P.O. Box 2165 

Gibbs Building 
TYLER 

Morris C. Wells 

P.O. Box 461 

105 E. Hillsboro 
WICHITA FALLS 

Clarence L. Moore 

P.O, Box 982 


For more details on above items, use Coupon on Page 93 





END-MATCHED 


STRONG 


ATTRACTIVE 


ECONOMICAL 


x 
: PINE FLOORING 


ee. me bs) 


To help you sell, this folder is 
available for mailing with statements 
or over-counter distribution. 


DIERKS 
PINE FLOORING 


Dierks End-Matched Pine Flooring is scientifically 
kiln-dried in the rough and run to pattern to insure 
uniformity in width and thickness. The bright 
amber-tone color of this flooring adds to its eye appeal, 
making it easy to sell. 


There is real economy when using Dierks End-Matched 
Pine Flooring. The shorter lengths cost less than 
Standard lengths, yet they make just as good a job. 
Because the ends as well as the sides are matched, 
practically no sawing is required. Each piece fits 

snugly against the adjoining pieces, giving a smooth, 
virtually “one-piece” floor. And waste is eliminated—even 
the small piece cut off at the end of a 

string may be used to start the next string. 


Available in 4 ft. bundles, 18 inch average; 6 ft. bundles, 
length 20 inches to 6 ft.; or in 8 ft. bundles, lengths 

20 inches to 8 ft.—all in 3 or 4 inch width and standard 
thickness. Also offered as “Coverall” flooring in 

9/16 inch thickness. There is a wide range of grades, 
from B&Btr. Edge Grain or Flat, to No. 3 Flat for 

use in attics or out-of-the-way places. 


Your stock is not complete unless it includes 
Dierks End-Matched Flooring for jobs which require 
initially low-cost flooring which can be laid with a 
minimum of labor and no waste. 


For complete information and name of your nearest Dierks representative, 


write direct to... 


Dierks Forests, Inc, 


810 Whittington Ave. 


Phone NAtional 3-7766 


Hot Springs, Arkansas 
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A Building Supplies 


Wholesaler 
Sees Necessity 


For Much 


‘Fence-Mending 


By CHARLES FOLSOM 


President, Bass & Co., Inc. 
Hopkinsville, Ky. 





“Today's retailer is too tolerant 
of suppliers who bypass him. 
When he learns to be loyal to 
supply sources who merit loyalty, 
and ruthlessly competitive to- 
ward those who don’t, deviations 
in distribution will become rare.” 
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SOUT HIE RIN 
BUILDING 
SUPPLIES 


June, 1959 


There has been considerable breast 
beating and flag waving for the 
traditional form of distribution — 
that is, from the manufacturer to 
the wholesale distributor to the 
retail dealer. This is what is called 
“traditional distribution.” It has 
been in effect many years. 

On the other hand, several sages 
have stated: “If you’re doing busi- 
ness today the way you did it five 
years ago, or even a year ago, 
you’re probably doing it wrong.” 
So we have, right at the begin- 
ning, a difference in philosophy. 
However, we need not go back any 
further than the end of World 
War II to note the evolution in 
our distribution pattern. 


Distribution Is Keystone 


As a wholesale distributor of 
building supplies, I believe funda- 
mentally that the keystone for the 
building material industry lies in 
efficient distribution from manu- 
facturer to wholesale distributor to 
retail dealer. 

This formula was not invented 
by any one person — it has evolv- 
ed from many years of trial and 
error on the part of the manufac- 
turer, seeking the most effective, 
efficient, and economical channel 
for his products to travel en route 
to the consumer. 

That formula has been time-test- 
ed and found worthy. It should be 

and can be — the basic law 
of our industry. But let’s face it, 
we all know that every segment 
of the industry — manufacturer, 
wholesale distributor, and retail 
dealer — has in today’s market 
fractured the rules. 


Average in ‘58 Was Poor 


Generally speaking, 1958 was 
not a particularly profitable year 
for the retail dealer and the whole- 
sale distributor. Sure, there are 
always a few outstanding dealers 
and distributors who do a better 
than average job. But we all have 
seen statistics on operating costs. 
Very few state dealer associations 
can show better than a 5% net 
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In addition to this expansive, up-to-date warehousing facility and 
office in Nashville, Tenn., the company likewise maintains latest 


before taxes. Members of the Na- 
tional Building Material Distribu- 
tors Assn. in 1957 had a 1.7 per 
cent net profit before taxes. 

Note that I have not mentioned 
the manufacturer. We are certain, 
however, that there are few man- 
ufacturers who do not show a 
greater profit than either the 
wholesale distributor or the retail 
dealer. 

Over-production 
true today — always causes con- 
fusion and results in a demoralized 
market. Certainly many manufac- 
turers today are faced with that 
situation and, having to answer to 
the stockholders, are going to se- 
cure distribution by the most ex- 
pedient method available. 

If the wholesale distributor and 
the retail dealer fit in that pattern, 
well and good. If not, the manu- 
facturer — because of competition 
— must secure necessary outlets 
for his products elsewhere, even 
at a higher cost to the manufac- 
turer if necessary. 


especially 


Apparent Demoralization 


The wholesale distributor, in 
turn, sees in many areas a com- 
plete demoralization in the here- 
tofore method of distribution, with 
both manufacturer and retail deal- 
er seeking more expedient ways 
of selling their products. 

And the retail dealer, who has 
invested heavily in his plant and 
inventory, is quite concerned with 
the bypassing of him, not only by 
the manufacturer, but also by the 
wholesale distributor. 

Again, as a wholesaler, I am 
convinced that there always will 
be a place for the wholesale dis- 
tributor of building materials. 

We can cite instance after in- 


46 


stance where manufacturers who 
were on a direct basis have — 
finding it too costly — returned 
to the traditional form of distribu- 
tion — that is, from manufacturer 
to wholesale distributor to retail 
dealer. 


An Abortive Experiment 


It is interesting to consider a 
recent experiment by one of the 
largest manufacturers of building 
materials in the nation. For ob- 
vious reasons, I will mention no 
names — but I will say that his 
product is extensively advertised 
nationally, and that it has a very 
fine public acceptance. This man- 
ufacturer decided — in one of the 
larger cities — to discontinue sell- 
ing through his established jobber 
and tried selling direct. 

The manufacturer found that 
after a short time he had retained 
all the volume he formerly enjoy- 
ed through the jobber in the metro- 
politan area. However, his total 
volume in the entire trading area 
was reduced, I am informed, by 
better than 50 per cent. 

The reason, of course, is obvious. 
The wholesale distributor who for- 
merly served this manufacturer no 
longer had his many salesmen 
soliciting for the manufacturer’s 
most important markets. They buy 
small quantities of many diversifi- 
ed items of building materials, and 
the distributor loads his truck 
daily, feeding the rural markets 
their requirements. 

It is not unusual for a retail 
lumber dealer to buy five, six, or 
even more items from a jobber’s 
salesman, each of which, in itself, 
contains small dollar volume, but 
collectively is substantial. When 
the manufacturer of one of these 


word in distribution facilities at Columbus, Ga.; and at Bowling Green, 
Paducah, and Hopkinsville at its Kentucky home base. 


products decides to strike out on 
his own and loses his jobber dis- 
tribution, he finds it impossible to 
service this rural market, and thus 
it is lost to him completely. 

The manufacturer discussed is 
now said to be frantically seeking 
distribution in this city, and even 
though he has one of the most 
widely advertised building mate- 
rials which go into a home, the 
better wholesalers are not even 
remotely interested. This producer 
through his own experiment learn- 
ed a very important lesson in tra- 
ditional distribution. 


Basis of Wholesaler Status 


The wholesale distributor has a 
place in today’s marketing of 
building materials. However, the 
importance of that place and the 
effectiveness of his operation can 
only be determined by his accept- 
ance of the suppliers’ problems and 
the problems of the purchaser. And 
his position primarily rests on 
services he can perform. 

We all know what the whole- 
sale distributor does or is sup- 
posed to do. For the manufacturer, 
he takes over cost of warehousing, 
handling, storage, trucking, bill- 
ing, credit, and sales. For the re- 
tail dealer, he provides a readily 
available inventory, which the 
dealer could not otherwise afford 
to keep on hand. 

Elimination of the wholesale 
distributor does not eliminate his 
functions and their cost — it sim- 
ply means that manufacturer, re- 
tail dealer, or both must assume 
them. 

Since the manufacturer and re- 
tail dealer are primarily concerned 
with producing and selling, re- 

(Continued on page 103) 
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Dealer-Wholesaler Cooperation 


Can Dry Up 


Industry's Malignant Tumors 


Our company was a_ wholesale 
grocery organization until our con- 
version to building supplies 2% 
years ago. 

When we made our decision to 
convert to building materials we 
felt there was just one way to go 
— if we wanted to be successful 
as building material wholesalers 
— and that was the 100% whole- 
sale route through legitimate deal- 
er outlets. 

The conversion was like cutting 
off a right arm, because we had 
to prove to our potential dealer- 
customers that we meant business 
and intended to stick by our stated 
policy. 

We have stuck by our 100% 
wholesale policy without waver- 
ing. And we are confident that we 
are on the right track. We know 
we must support our dealer-cus- 
tomers for our own good — if for 
no other reason — simply because 
we consider ourselves to be their 
partners. Our success is dependent 
on the degree of success experi- 
enced by our dealer-customers. 

We operate on this 100% whole- 
sale policy throughout our terri- 
tory, without exception. It is our 
belief that if we are to succeed 
over the long pull, we must spe- 
cialize in low-cost wholesale dis- 
tribution — while, at the same 
time, providing dealers with a pro- 
gram of special services which they 
need to do the best possible job 


*This article essentially comprises an address 
made by Mr. Whiteside at the annual con- 
vention of the Louisiana Building Material 
Dealers Assn. in New Orleans in March. 


By DAVID P. WHITESIDE* 


Triangle Distributors, Inc. 
Tupelo, Miss. 


“The things that we wholesalers and retailers need, 
and must have to make our distribution system the 
most effective, will have to be worked for — even 


fought for.” 
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"I do not contend that the wholesaler deserves — or should 


get — a percentage on the sale of every item in the build- 


ing materials field. There are some commodities which can 


best reach dealers without going through a wholesaler.” 


of getting the biggest possible 
share of the consumer’s dollar. 


Multiple Changes and Problems 


During the 2% years that have 
elapsed since converting our busi- 
ness, we have made many changes 
and have faced many problems. 
We have built a new 45,000 square- 
foot warehouse, currently being 
expanded by approximately one- 
third. We have installed a modern 
IBM accounting and data process- 
ing system, which supplies us with 
a tremendous wealth of statistical 
information, in addition to han- 
dling a number of other routine 
jobs. 

We carry a relatively wide 
variety of building materials, and 
are making an effort to be, as near 
as practical, a “one-stop” supplier 
to the building supply retailer. 


Three Distribution Methods 


In my opinion there are three 
methods of distribution with which 
we are primarily concerned: 

1. Retail Chains (including con- 
ventional retail chain outlets and 
cash-and-carry chain outlets). 

2. “By-Pass Sellers” (these can 
be manufacturers, wholesalers, 
and/or retailers). 

3. The conventional independ- 
ently-owned retail outlets. 

I do not contend that the whole- 
saler deserves — or should get 
— a cut or percentage on the sale 
of each item in the building mate- 
rials field. There are some com- 
modities which can best reach the 
dealer or ultimate consumer with- 
out going through a wholesaler. 

The wholesaler who feels other- 
wise is taking an unrealistic and 
selfish attitude, and has no place 
in the picture of the growing trend 
of wholesaler-retailer cooperation 
in today’s distribution complex. 
Isn’t there a real requirement for 
a wholesaler in the distribution 
of most of the commodities in 
which you deal? 

In our area, most retailers — 
including the very largest — have 


48 


a frequent and recurring need for 
fill-in or stock shipments of such 
big volume commodities as roofing, 
plywood, nails, doors, and even 
gypsum board. Lumber? I am sure 
most of you purchase the big 
majority of your West Coast lum- 
ber from  non-stocking lumber 
wholesalers who actually take title 
to the carload of lumber which 
they resell to you. Most wholesal- 
ers operate only in those market- 
ing channels where their services 
are essential, and where such 
services actually create value. 

Regardless, there are certain 
items and commodities which can 
be distributed most efficiently 
without the wholesaler. The manu- 
facturer who needs the wholesaler 
to secure a complete and adequate 
pattern of distribution for his prod- 
uct, and at the same time does not 
recognize the function and services 
of the legitimate wholesaler 
through a pricing-policy allow- 
ing a functional discount — is 
something less than honest to him- 
self and his customer, prospective 
and otherwise, especially when he 
comes to a wholesaler, asking that 
the wholesaler buy, stock, and 
sell his product. 


Unfair Manufacturer 


Likewise, the manufacturer who 
grants functional or wholesale dis- 
counts is grossly unfair to thou- 
sands of retailers who invest in 
and promote his product, if he 
indiscriminately allows wholesale 
discounts to someone who does not 
perform a true and unquestioned 
wholesale function. 

Most of our woes come from the 
organization — manufacturer or 
wholesaler — whose prices and 
methods of distribution are geared 
up to take care of one part of the 
over-all pattern of distribution. 
But for reasons of expediency or 
for a “quick buck,” they jump the 
fence and by-pass the distribution 
pattern without a compensating 
adjustment in their price and dis- 
count structure. 


It goes without saying that the 
wholesaler cannot forever give 
wholesale prices, sell in retail lots, 
and still make a profit especial- 
ly if he attempts to give some of 
the expected retailer services. 

Some manufacturers buy and 
pay for true wholesale services 
by giving their wholesale discount, 
yet know full well they will not 
get what they have bought. Such 
manufacturers subsidize a portion 
of their sales and expenses by en- 
gaging in such a practice. 

And some retailers gain an un- 
earned and unfair advantage over 
their competitors by laying claim 
to a discount for an unperformed 
and unearned function. And I cer- 
tainly include in this category the 
pseudo-, semi-, and_ half-way 
wholesalers. 


Requisite Basics 


It’s been said that wholesaling 
methods can be _ switched and 
modified and that wholesale busi- 
nesses can be eliminated or by- 
passed. But the basic wholesale 
function and its costs cannot be 
eliminated. This fact will insure 
the survival of the alert and ag- 
gressive independent wholesalers 
and retailers because our capital- 
istic system functions best and 
most efficiently where ownership 
and the profit-motive are most 
directly involved. 

The retail chain method of dis- 
tribution is unquestionably effi- 
cient. The economic stature of 
these great organizations offers 
ample proof of the service render- 
ed and the efficiencies with which 
they operate. But certainly these 
giant organizations are not by- 
passing the wholesaling function. 
Even our largest food chains, with 
some individual retail outlets do- 
ing more than $5-million volume 
per year, recognize the importance 
of wholesale distribution through 
numerous and strategically-locat- 
ed distribution centers. These in- 
volve tremendous warehousing fa- 

(Continued on page 105) 
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A Message to Dealers: 


Have We 
‘Short Sold’ 
The Middleman? 


By THOMAS BIRCHFIELD 
Secretary-Treasurer 
Southern Sash & Door Jobbers Assn. 
Memphis, Tenn. 


You are unusual — perhaps in a 
class all by yourself — if you 
aren’t experiencing rising cost of 
doing business, increased competi- 
tion, lower gross margins, and 
shrinking net profits. 

Many of these problems can be 
solved, I believe, by a closer re- 
lationship between jobber and 
dealer. 

It is my conviction that we — 
the jobbers and the dealers — 
should think of ourselves as a 
team, or a partnership, working 
together to our mutual advantage, 
rather than thinking of ourselves 
simply as sellers and buyers. 

Let’s review some of the specific 
ways in which jobbers help you. 

The jobber makes it unneces- 
sary for the dealer to maintain 
large, slow-moving stocks. He takes 
care of warehousing, delivers the 
items needed, in the sizes, designs, 
and assortments required. This 
permits the dealer to order and 
reorder as often as he needs to 
and thus keep his stock replen- 
ished. The jobber makes it pos- 
sible for the dealer to turn his 
capital investment several times 
a year, enabling him to work on 
a lower profit margin and hold 
down the price to the consumer 
in order to increase his total vol- 
ume. 

We often hear of the “high cost 
of distribution.” Seldom do we 


think in terms of the value create 
by distribution. It should be 
vious that the whole distribut 
process, including advertising, p 
motes more consumption, and n 
employment. In so doing, it effe 
tively lowers cost and adds 
value of the goods which ultimate 
ly find their way to the consum«¢ 

The so-called ‘middleman 
really many people  performi! 
many distributive functions in 
ting goods to the public — in ser 
ing human wants and needs 

We believe the time-tested 
tribution system — from manufa 
turer through jobber to retailer 
consumer is the most efficie 
and economical in the public ser 
ice. 

If jobbers were not efficient 
economical and absolutely « 
tial, they would have been out 
business long ago. 


Trial and Error Evolution 


This distribution formula 
evolved from many years of t1 
and error on the part of the mai 
ufacturer seeking the most effec 
tive, efficient, and economi 


channel for his products to travel 


enroute to the consumer. It sho 
be — and can be 
of our industry. 

Speaking for the members 


our association, we are convinced 


there will always be a places 
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- the basic lav 


Tom Birchfield 


the jobber of building materials. 
We can cite several instances 
where manufacturers who were 
on a direct basis have — finding 
it too costly — returned to jobber 
distribution as their primary out- 
let. 

Yes, the jobber has a place in 
today’s marketing of building ma- 
terials. However, the importance 
of that place and the effectiveness 
of his operation can only be deter- 
mined by his understanding and 
acceptance of suppliers’ and deal- 
ers’ problems. And his position 
rests primarily on the services he 
is able to perform. 


Consider Jobber Elimination 


Elimination of the jobber would 
not eliminate his functions and 
their cost — it would simply mean 
that the manufacturer, or dealer, 
or both would have to assume 
them. Since the manufacturer and 
dealer are primarily concerned 
with producing and selling, re- 
spectively, it is obvious they could 
not perform the functions of dis- 
tribution as efficiently as the job- 
ber. The net result would only be 
higher costs to the consumer, with, 
in turn, lower sales and lower pro- 
duction. 

It has often been said that there 

too much apathy among some 
lumber dealers toward new prod- 
ucts, new ideas, and new merchan- 
dising methods. 

I appeal to you: Accept and pro- 
mote these things! 

Use the advertising aids provid- 
ed you. We all know that too much 
material is published, and not used. 
Use it in your promotions. And 
another reminder: All the mer- 
chandising and sales promotion in 
the world cannot have its full 
impact unless your salesmen know 

(Continued on page 106) 
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In charge of catalog’s compilation, its eye- 
appealing layouts, and readability of text is 
Betty Hanks, who, from Bristol, Va., headquar- 
ters, keeps constant tabs on new product ad- 
ditions and price-changes for dealers’ benefit 


This Readable Dealer Catalog 


Wins Steady Customers 


- « « among building 
material retailers who 
claim that, through use 
of the catalog and its 
unique short-cut infor- 
mation, they realize 
consistently higher 
profits and increase 


sales. 


Daily checking catalog pages to determine where changes are necessary, Miss Hanks immedi- 
ately sends to dealer-customers revisions on trouble-free “‘lick-stick” perforated paste- 
overs, in same color as original page, to keep catalog neat and up-to-date. 
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By Warner Ogden 


L. A. Brewer thumbed quickly 
through a well-worn blue catalog 
on his office counter at the Foun- 
tain City Lumber and Builders 
Supply Co. in Fountain City, Tenn. 

He showed an illustrated item 
in an attractive blue catalog to a 
customer. It was just what the 
customer wanted. Brewer could 
just as quickly give a retail price 
— could even figure it from the 
catalog right in front of the cus- 
tomer, without revealing any price- 
secrets. 

Brewer knew, too — from the 
catalog’s simple pricing code — Manager Bill Arnett of the Dealers Warehouse Corp. at Knoxville frequently con- 
exactly what his mark-up on cost fers with Miss Hanks when new technical information on building supply items 


: a i give “Semel rates immediate inclusion in the catalog, and requires explanation in “down-to- 
would be, and his gross profit on earth” terms, understandable even by the dealer’s stock boy. 


the selling price. 

Much more information was 
available in this unusual 200-page 
book, including sections on esti- 
mating guides; check list about 
how much lumber, siding, floor- 
ing were needed for a new house; 
what kind of nails to use and how 
many; plaster mixtures; how many 
bricks and blocks for a _ specific 
job; how to mix concrete and mor- 
tar; and other helpful details for 
both dealer and customer. 


Invaluable Use 


“This catalog has been invalu- 
able to us,” commented Brewer. 
“It has reduced our work consid- 
erably and has helped our profit. 
It is more diversified than any 
other catalog we have ever re- Two drivers for dealers await orders at counter of Dealers Warehouse Corp., where 
ceived. We always keep it handy.” the organization’s catalog is in continuous use by Hugh Martin, left, and Fred 

Brewer is a typical dealer who Tallent of the wholesale firm’s service staff. Price-presentation in the catalog 
was glad to say how the catalog affords the reader instantaneous cost figures. 
from Dealers Warehouse Corp. at 
Knoxville, has really helped him. 

Dealers Warehouse Corp. is a 
wholesale distributor, dealing in 
building materials and allied lines, 
wholesaling exclusively to custom- 
ers qualified as retail building ma- 
terial dealers who sell to ultimate 
consumers. William S. (Bill) Arnett, 
manager, is also president of the 
Knoxville Chamber of Commerce. 

Associated with Dealers Ware- 
house Corp. are the Central Ware- 
house Corp., Bristol, Va.; Hassing- 
er Wholesale Co., Inc., Greensboro, 
N. C.; and Reserve Warehouse 
Corp., Chattanooga. 

All are part of the Hassinger 
organization, in which three Bris- 
tol, Va., — o officers: L. C. L. A. Brewer of the Fountain City Lumber & Builders Supply Co., Fountain City, 
Hassinger, president; W. E. Has- Tenn., freely displays catalog illustration to a lady customer, who may view the 
singer, vice-president; and M. A. price-listings without Brewer's having to reveal any trade-secrets about mark-up. 
Hassinger, secretary-treasurer. Catalog’s simple coding allows immediate recognition of dealer profit involved. 


At Bristol, Va., too, is Miss Betty 
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The Hassinger association catalog even serves purposes of DWC Office Manager B. R. Wyatt, 
standing, who refers Frank Wells of the Maryville Lumber Co., Maryville, Tenn., to the book’s 
complete section on wood paneling for estimate on a job’s requirements. 


Hanks, who works on the catalogs 
for the companies in the organ- 
ization, and is the pretty heroine 
of this story. 

Her job is to get out more than 
3000 catalogs a year — over 1500 
twice a year. And each Hassinger 
company has its own catalog made 
especially for its dealers. 

Although each company’s cata- 
log differs slightly from the others 
in the organization, a similar pat- 
tern is followed so as to make 
them novel and a help for the 
retailer and his customers. 

Betty’s unique contributions to 
the catalog include its attractive 
layout; free use of illustrations; 
its thoroughly readable descrip- 
tion, which says things concisely 
and informatively; its easy-to-fol- 
low sectional arrangement; and a 
novel set-up which allows for neat, 
trouble-free correction as prices 
change. This method is comprised 
of a “lick-stick”’ perforated paste- 
over (in the same color as the 
original page) which keeps the 
dealer’s catalog neat and up-to- 
date from one publication to the 
next. 
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Betty’s first catalog in 1949 con- 
tained only 18 or 19 pages, mimeo- 
graphed and_ stapled _ together. 
There was no index. 

Now, the catalog averages 200 
pages and lists between 3500 and 
4000 items, with 13 pages of in- 
dex. The organization has all the 
items which are listed, too. 

The catalog is sectionalized, 
with all related items together. 
There not only are price listings, 
but countless illustrations and 
much technical information, also. 


Simple Revisions 


When a price-list change is 
mailed out to dealers, it contains 
effective date of change, and the 
page number on which to stick 
it in the book. Envelopes are mark- 
ed, “Price Changes Are Enclosed.” 

There are open pages on which 
to stick sheets announcing new 
items available. On such pages, 
forwarded for insertion in the cat- 
alog, is a corner sketch of a stork 
delivering a baby, with the an- 
nouncement: “Another New Item.” 

Each section is divided by heavy 


paper sheets. Future catalogs are 
to be outfitted with banks of plas- 
tic tab indexes. 

Many illustrations come from 
manufacturers, who are always 
helpful. They furnish glossy prints 
or line drawings of their products. 

Extra copies of the catalog are 
printed, because many dealers re- 
quire more. Often, each outside 
salesman of a dealer carries one. 
Manufacturers likewise ask for 
copies. 


Suggestions Requested 


Dealers are invited to send in 
suggestions, because the book is 
more adapted to their needs than 
to a wholesaler. 

There’s a picture of every door 
the company has in stock. A home- 
owner wanting a door may know 
what he wants, but may not be 
able to describe it to the dealer. 
Looking at the book, he can pick 
it out immediately. 

The catalog includes installation 
instructions, too. 

“Basically, the reason we have 
the book as complete as we do is 
so a dealer can use it on his counter 
as his own sales book,” said Betty. 
“Our name appears in the book 
in only one place the front page. 

“The front page is merely a 
statement of our Hassinger organ- 
ization policy, and can be torn out 
easily and thrown away. 

“We have hundreds of active 
accounts, many of whom tell us 
they have literally used this as 
their business Bible. By offering 
correct information and_ price 
changes as soon as they occur, our 
accounts have come to rely on it 
— and us — entirely. That’s what 
we want. It’s a help to us — 
there is no question of it — but 
we are trying to help the dealer. 
It is an expensive proposition, but 
we feel we are getting a good re- 
turn off it, plus dealer’s confidence. 


Basic Book Desired 


“We make the book as basic as 
we know how. People just won’t 
insert pages in a loose-leaf binder 
— we don’t do it ourselves. But 
when price changes are mailed out 
in an envelope, with each page 
numbered, plus the effective date, 
the dealer immediately will stick 
them in the book where they be- 
long. Each price change fits over 
its particular space. 

“We have to have a good index, 
too. Some items often may be 
thought of in different terms than 
that peculiar to the trade. So we 
have a cross-index. And when we 

(Continued on page 106) 
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Some 176 dealers, personnel, and wives from 28 Oklahoma counties enjoy dinner as guests of 
Ken Wells of the Lumbermen’s Millwork and Supply Co., Ardmore, Okla., who “rolled out the 
red carpet” at his firm’s second annual sales clinic and outing. 


“Getting down to business” at the clinic was 
guest speaker Harry Canup, specialist in 
sales personnel development. 


‘Red Carpet’ Approach 
To Dealer Sales 


Dealers, personnel, and wives to 
the number of 176 accepted the 
invitation of the Lumbermen’s 
Millwork and Supply Co., Ard- 
more, Okla., and attended this 
firm’s second annual combination 
sales clinic and outing — conclud- 
ed with a banquet paid for by 
the host — at Lake Murray Lodge 
at nearby Lake Murray on Satur- 
day, May 2. 

Owner Ken Wells describes this 
annual event, which mushroomed 
almost accidentally, as an expres- 
sion of company appreciation and 
not a_ solicitation for business. 
There were exhibits in the lodge 
ballroom with representatives in 
attendance, but there was no sales 
pressure exerted. 

Wells says the first such clinic- 
outing last year resulted from re- 
current inquiries as to when the 
firm would hold open house, in 
observance of the move into new 
quarters. This “open house” was 
postponed so long that the clinic- 
outing took its place, with such 
enthusiastic reception that it will 
be continued. 

This year, by the end of the 
registration period at 1 p.m., 176 


By Baron Creager 
Southwestern Editor 


badges had been issued to guest 
from 28 counties within a radiu 
of 125 miles. Eighty of those at 
tending decided to spend the night 
at Lake Murray Lodge and con 
tinue their outing next day. 
Exhibits were opened at 1 p.m 
in the lodge ballroom. Also, from 
1 to 4 p.m., guests were invited 
to spend their time otherwise, if 
desired, in boating, horseback rid 
ing, or sightseeing. 
Sales Specialist Speaker 
Four p.m. introduced the seriou 
side of the sales clinic with an 
address by Harry Canup, well 
known as a speaker in the South 


‘west. Canup is a specialist in sales 
personnel development, and ha 


long been identified with the Okla 
homa A.&M. Technical Training 
school at Okmulgee. During thi 
period, women were entertained 
at a humorous book review con 
ducted by Mrs. Austin Smith. 
At 6:30, there were cocktails in 
the lodge, followed by the ban- 
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Clinic 


quet, for which the _ principal 
speaker had been announced as 
H. John Akers. He turned out to 
be Cecil M. Hunter of Tulsa Okla., 
whose trade-mark is a bashful act 
by “Stuttering Sam.” 

On the serious side, here are two 
banquet guest comments on the 
Lumbermen’s Millwork party. 


Guests Praise Clinic 


Orlie Coulter, Coulter Lumber 
Co., Ardmore — “TI feel that this 
is one of the finest things that has 
been undertaken for the retail 
yards in this area. Ken Wells and 
his crew have performed a real 
ervice for the industry and I am 
sure that I speak for all the dealers 
present in voicing our appreciation 
for this program.” 

Frank Schmitt, Old American 
Roofing Co., Dallas — ‘We look 
forward to this program every 
year. It gives us a chance to meet 
with the dealers and discuss their 
problems. It has been our experi- 
ence that we all get more from 
this type of program than is pos- 
sible in the larger conventions.” 

Wells says his company is now 

(Continued on page 108) 





Wholesaler Salesmen Can Be 
Dealer's ‘Helpful Friends 


By M. B. ASBURY 


Manager, Elberton Compress Co. 
Elberton, Ga. 


Because wholesaler salesmen of 
building materials and hardware 
keep us posted on new products 
and sales aids, and expedite our 
wholesale orders, most of them are 
helpful friends. 

We are grateful to the wholesal- 
ers who furnish us catalogs that 
show list prices. This permits us 
to open up their catalogs in the 
presence of our customers to check 
merchandise and prices, without 
the customer seeing our wholesale 
costs. 

Most wholesalers mail new cat- 
alog and price sheets to us. I im- 
mediately file these properly for 
accurate and faster ordering and 
selling. We expect the salesmen of 
other suppliers to place new sheets 
in our catalogs promptly when 
they visit our office. 

We also welcome the help of 
supplier salesmen with new mer- 
chandise displays and signs. We 
are glad for them to cooperate in 
setting up displays in our show- 
rooms or locating signs on our 
buildings. 

We appreciate wholesaler sales- 
men’s services, but we don’t care 
to deal with those who usually 
come in “crying for business.’’ We 
know pretty well what we need 
and want to sell, so we don’t care 
for any “pressure” or “hard luck”’ 
sales efforts from the representa- 
tive of any of our suppliers. 

This reminds me of an incident 
related to us by one of the 20 
wholesaler salesmen who call on 
us. 

Another salesman for a certain 
company served a North Carolina 
dealer. After this dealer died, his 
widow became manager of the 
yard. Along came this salesman 
crying for an order. He told her 
he “just had to have an order” 
today. 

The widow became impatient. 
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“But no pressure selling, please,” begs 


this Georgia building materials dealer. 





Then she temporarily pleased him 
by finally saying, “I'll give you 
two orders. 

“The first is to get out. 

“The second is to stay out!” 

We are always glad to see whole- 
saler salesmen any weekday except 
Monday morning, and at any time 
except between noon and 2 o’clock. 
Then I am busy handling the office 


and telephone calls for an hour, 
after which I go home for lunch. 
Monday mornings are filled for us 
dealers by getting orders and de- 
liveries rolling for house and other 
jobs. 

Since I eat lunch at home, I don’t 
accept luncheon invitations from 
salesmen. Occasionally it is a pleas- 

(Continued on page 109) 
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Sam Dalton 


Their most profitable product: 


CUSTOMER 


Sam Dalton chalked up this mes- 
sage on the blackboard in his of- 
fice: “Goodwill is one asset that 
competition can’t undersell.” 

And out in the large shop, where 
aluminum storm windows and 
doors are made, William J. Brooks 
has a sign lettered: “Make each 
window or door as if it was for 
your own home.” 

Such goodwill policy inherent 
in both these signs has chalked 
up a bustling business for Dalton 
Distributors, Knoxville, Tenn., and 
for Dalton and Brooks, partners in 
the business. They actually are 
located in Fountain City, an un- 
incorporated suburb, with plenty 
of parking space for customers in 
a lot next to their building. 

They have an awning shop and 
warehouse at another location. 
Their window and door business 
has expanded steadily, with an 
option held on an additional build- 
ing, 10,000 square feet, which will 


become vacant in the fall of 1959 

Their own retail sales organiza 
tion handles Knox County. In eact 
of nine other counties there is 
franchise dealer setup, with the 
dealer credited with all sales 
that county. 

Under this system, all leads fro! 
a certain county — often in 
sponse to newspaper ads 
given the dealer in that count 
The dealer is given personal hel 
on anything he does not unde 
stand. 


‘We feel that the strongest point 


we have to offer the dealer is th 
we manufacture all our items al 
can handle a lot of custom wi 
that would be unavailable to n 
mal trade sources,” said Dalton 
“We also feel that the plan 
having a franchise county prevent 
cutthroat competition. We have 
established a suggested retail prics 
list, closely competitive to simil 
lines, and suggest that the deal 


William J. Brooks 


GOODWILL 


follow it as his guide. 

“We feel strongly that the cus- 
tomer wants top quality as well 
as low price. And the customer 
needs and deserves a source of 
parts for any merchandise bought, 
as storm windows and doors are 
usually lifetime investments. 

“We distribute a full line of ac- 
cessories to give the dealer a one- 
source supply. Each storm window 
or door is inspected before the 
dealer picks it up, insuring a mini- 
mum of runbacks for anything 
damaged, such as small holes in 
screens. We also furnish experi- 
enced installation personnel to 
help the dealer in difficult jobs. 

“We try to maintain a close per- 
sonal relation with the dealer, 
which we feel helps him in pre- 
scribing the right windows and 
doors for particular homes. We 
will add new dealers as our man- 
ufacturing space is increased. 

“This year we will establish 





“We feel our growth is tied directly to the success of the 


dealers. They have to grow to make us grow.” 
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These sample-size windows for customer inspection are shown by 
Sam Dalton, at left, and William Brooks, at right. 


dealers in three more counties. 

“We have added dealers in keep- 
ing with our production to main- 
tain fast delivery. Any personal 
errors by the dealer are given im- 
mediate attention to permit the 
job completion. On any mismeas- 
urement, the correct size will be 
in the hands of the dealer within 
24 hours after it is called to us. 
We encourage the dealer to call us 
collect on these matters. 

“We feel our growth is tied di- 
rectly to the success of the dealer, 
whether his size is large or small. 
They have to grow to make us 
grow. 

“We have long-range plans to 
be completely wholesale by 1960, 
with a reputable dealer replacing 
our present retail sales organiza- 
tion in Knox County. 


Installed displays show custom-built styles 
and standard size door. 


Landscape scene inside this aluminum window, under an awning, gives 


a realistic view. Window and door accessories are shown also. 


“We have been fortunate in hav- 
ing made friends with architects 
and several large window manu- 
facturers, who have given us per- 
sonal advice based on experience. 

“Although the aluminum situa- 
tion was very good in 1958, the 
last quarter glass shortage requir- 
ed almost the full time of one man 
to acquire the glass necessary for 
operation of the company. From 
all information we now have, the 
situation will normalize within the 
next six months.” 

A display room and display win- 
dow at the front of the building 
help sales. Various full size win- 
dows and doors may be seen there, 
in addition to the sample sizes such 
as salesmen carry. Customers often 
go back into the shop and see sizes 
of doors in stock or see the expert 


work being done on custom jobs. 

A sign at the side of the build- 
ing, facing the free parking lot, 
lists products and services, which 
include: free estimates, aluminum 
storm doors, storm windows, 
screens, screen doors, awnings, 
jalousies, porch enclosures, door 
grills, screen wire, caulking putty, 
window glass, fastest delivery, and 
fairest prices. The company has 
one of its own long aluminum awn- 
ings above the display windows 
facing the heavily-traveled Knox- 
ville-Middlesboro, Ky., highway. 

Dalton is in charge of all sales, 
and Brooks, in charge of all pro- 
duction. The custom work requires 
close coordination between the 
two. 

Dalton was originally sales man- 

(Continued on page 108) 


Customers are invited to visit the shop to see manufacture of custom jobs or the various 
sizes of doors in stock. Aluminum worker uses transparent safety mask. 


SOUTHERN BUILDING SUPPLIES for JUNE, 1959 





DEALER CONVENTION HIGHLIGHTS... 





Texas Lumbermen Unanimously Oppose 
Discriminatory Tax Bill at Convention 


Considering their new headquarters building, presently near completion at Austin — site of 
next year’s 74th annual convention — these new officers of the Lumbermen’s Assn. of Texas 
have reason to look happy. They are (front row | to r) Weldon Walker, Houston, second vice 
president; Arthur Temple Jr., Diboll, first vice-president; S. S. Forrest Jr., Lubbock, president; 
Ralph G. Campbell, Fort Worth, immediate past-president and national association director 
and Lester E. Palmer, Austin, treasurer. In the back row are (I to r) Marion C. Pugh, College 
Station, sergeant-at-arms; W. B. Carssow, third vice-president, and Gene Ebersole, executive 
vice-president, both of Austin. Also elected, but not in picture, were Dick Watkins, Austin 
secretary; and Jack Dionne, Houston, honorary secretary. 


The 73rd annual convention of 
the Lumbermen’s Assn. of Texas 
- in Fort Worth, April 19-21 — 
this year served a two-fold pur- 
pose. 

In the first place, it brought to- 
gether a record 5,300-plus Long- 
horn lumbermen to view up-to- 
date developments in myriad 
building material products and 
services, and to hear authoritative 
reports on and forecasts concern- 
ing their industry. 

Secondly, it provided opportu- 
nity for these same _ retailers, 
through their respective associa- 
tion directors, to exercise democ- 
ratic rights and express violent 
opposition to passage of discri- 
minatory taxation legislation — at 
the time, perilously near enact- 
ment by their state legislature 
and unanimously to recommend 
adoption of a general retail sales 
tax as “the most fair and equitable 
source of revenue, and the only 
feasible means of solving the 
state’s financial problems.” 

Legislation Defeated 

Let it be added that, as a result 
of such unanimous action by LAT 
and other organized groups, the 
measure was defeated shortly 
thereafter. 


In Fort Worth’s Will Roge1 
Exposition Hall, some 175 exhibi 
tors displayed products and ser\ 
ices in 240 10’x10’ booths through- 
out the three-day meeting. 

Initiating official proceedings o1 
Monday, April 20, was a well 
attended ‘kickoff breakfast” 
Fort Worth’s Hotel Texas, down 
town convention headquarte1 
United States Gypsum Co.’s A. J 
Watt, vice-president of promotio1 
and advertising, outlined the new 
ly-launched Sales-Maker Progran 
of the National Retail Lumbe! 
Dealers Assn., jointly underwritten 
by his company. 

Said Watt: “Selling is little more 
than ‘telling’ — but first tell youn 
employees in your organizatio1 
what it’s all about.” 

Watt went on to explain that 
future selling, if it is to be succe 
ful, must depend on a deale1 
recognition of the fact that the 
real “‘boss’” of any business will 
always be the customer. 

The gathering was then give! 
a partial preview of the slide pre 
sentation comprising the NRLDA 
program, narrated by Watt. 

The convention’s initial business 
session - 
at the Will Rogers Auditorium 
was called to order by retiring 
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President Ralph G. Campbell of 
Fort Worth, who briefly outlined 
LAT activities during the preced- 
ing year. 

The program unfolded in essen- 
tially the following order: 

“What Texans Can Expect from 
the NRLDA,” by NRLDA Presi- 
dent H. W. Blackstock of Seattle, 
Wash.; “The Certified Agency 
Plan,” Edward Dee, manager, FHA, 
Fort Worth; “Report on Lumber- 
men’s Underwriters,” Vaughan B. 
Meyer, Austin; Report of the Nom- 
inating Committee, Gene Klein, 
Amarillo; and a concluding address 
by Dr. Kenneth McFarland of the 
General Motors Corp. 


NRLDA Is Defined 


President Blackstock defined 
NRLDA as the “retailer’s watch- 
dog” because of its continuous 
screening of legislative bills in 
Washington which affect retail 
lumber dealers. Blackstock ad- 
monished dealers to reassess their 
positions in the retailing picture 
and to “get to know the products 
they’re selling.” 

Hoo-Hoo’s Snark of the Univer- 
se, Bob Gallagher of Albuquerque, 
N. M., was briefly recognized. 
Commented Gallagher: “We've all 
got to think wood and sell wood 
from now on, if we, as retail lum- 
ber dealers, expect to survive.” 

FHA Administrator Ed Dee ex- 
plained the new CAP program as 
a process to get money into the 
hands of the local small-town lend- 
er and to speed up the loan process. 
“Any good lumberman should at- 
tend at least a day of inspector 
school now regularly sponsored by 
every FHA district,” he noted. 

John Gillette of Alpine, LAT 
Resolutions Committee chairman, 
then presented a resolution mem- 
orializing the local convention ar- 
rangements committee for “untir- 
ing efforts.” The resolution was 
unanimously adopted. 


Officer Slate Presented 


Nominating Committee Chair- 
man Gene Klein then presented 
the slate of new officers, which 
included: S. S. Forrest Jr., Lub- 
bock, president; Arthur Temple Jr., 
Diboll, first vice-president; Weldon 
Walker, Houston, second  vice- 
president; W. B. Carssow, Austin, 
third vice-president; Lester E. 

(Continued on page 108) 





DEALER CONVENTION HIGHLIGHTS... 





Arkansans Learn 
Creative Routes 
To More Sales 


More individual sales through 
creative sales techniques formed 
the gist of the 55th annual con- 
vention of the Arkansas Assn. of 
Lumber Dealers in Little Rock 
during April 

Staged by G. Kenneth Milliken, 
executive vice-president of the 
Southwestern Lumberman’s Asso- 
ciation, The Case of the Employers’ 
Dilemma kicked off the first ses- 
sion. 

Lumbermen comprising the cast 
included M. L. Mapes, regional 
manager, Southwestern Lumbe! 
men’s Association; W. W. Richard 
son, Tulsa, Okla.; Jack C. Davis, 
Hutchinson, Kans.; Jesse D. Davis, 
Tamko Asphalt Products, Inc., 
Joplin, Mo.; Joe P. Kaufman, Little 
Rock; William R. Shockley, Spring- 
field, Mo.; and L. V. Ogletree, re 
gional manager, Southwestern 
Lumbermen’s Association 


Trial ls Appropriate 


The mock trial conditioned 
members for talks that followed 
David P. Livingston of Washing- 
ton, Iowa, warned that “when 
there is a let-down in enthusiasm, 
there follows a loss of customers 
When you have a customer, don’t 
get lazy after you sell him. Keep 
him on your hook with enthusias 
Nothing is as 
good for you and your salesmen 
as enthusiasm.” 

He advised dealers to be alert 
for good sales material among per- 
sonnel, and then offer the men 


tic sales practices 


extra sales training. 

Joe C. Huntoon, vice-president 
and sales manager of Seidletz 
Paint & Varnish Co., told dealers 
that “if paint is not 15% of your 
gross sales, it should be. The paint 
market has grown rapidly. Most 
of you, as well as manufacturers, 
have been unaware of this market 
we've been passing up.” 


Suggests Paint Consumption 


He suggested that annual paint 
consumption in the area should 
be $12 per capita. Chief paint com 
petitors of retail lumber dealers 
are mail order houses and the met- 
ropolitan paint store. Among the 
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Elected to presidency of the Arkansas Assn. of Lumber Dealers during its 55th annual session 
in Little Rock recently was John Hammerschmidt, right, of Harrison. He succeeds L. A. 


Hardman of Helena, left. 


sales tactics he suggested was a 
“package” paint job, which _ in- 
cluded application. 

The new Certified Agency Pro- 
gram came up for panel discus- 
sion. Participants were Charles 
R. Watson, state director of the 
Federal Housing Administration, 
John Nysful, assistant FHA direc- 
tor, and Wayne Sprague, chief 
FHA underwriter. This panel ex- 
plained the program that was de- 
signed to make FHA funds avail- 
able in smaller towns and rural 
areas. It was brought out that this 
simple, direct lending program is 


an adaptation of the Improvement 
Loan plan, bringing a house mort- 
gage down to a local level. Deal- 
ers were urged to influence lending 
agencies of their communities to 
apply for certification under the 
new program. 

New officers elected were: John 
Hammerschmidt, Harrison, presi- 
dent; James O. Shannon, Jones- 
boro, first vice-president; Jack 
Lowe, Hope, second vice-president; 
and Charles L. Razer, Newport, 
third vice-president. A. C. David- 
son, Little Rock, was re-elected 
treasurer. 


Mississippians Elect Harry H. Lott 
To Presidency at Biloxi Convention 


Named by the Mississippi Retail 
Lumber Dealers Assn. at its recent 
33rd annual convention at the 
3uena Vista Hotel, Biloxi, were 
Harry H. Lott, Winona, president; 
D. R. Burke, Ruleville, vice-presi- 
dent; Thad Simmons Jr., McComb, 
second vice-president; and E. B. 
Lemmons, Jackson, secretary- 
treasurer. , 

Said guest speaker Edward H. 
Libbey of Washington, D. C., Na- 
tional Retail Lumber Dealers Assn. 
Secretary: “If new housing con- 
tinues at the present rate, it is 
estimated that 1,390,000 units will 
be constructed this year.” 

Libbey stated that there were 
120,000 housing starts in March, 
the highest March since 1950. 

“Even with all of the bad hous- 
ing legislation that is in Congress,”’ 


Libbey said, “I believe that the 
industry will have a prosperous 
year — even better than last year.” 

In the industry, he stated, mate- 
rial manufacturers are boosting 
business with promotions and con- 
tests, and the home improvement 
programs are natural local dealer 
business. 


NRLDA Salesmaker Program 


Libbey introduced to conven- 
tioners the salesmaker program of 
the National Retail Lumber Deal- 
ers Assn., describing it as the 
“highlight of sales training in the 
industry, produced in Hollywood 
at a cost of $20,000 and the first 
of a series.” 

Wilson Virden, Rolling Fork, re- 
tiring association president, said 
that dealers in the state were doing 
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THE GARDNER STORY... 


Is the South's “Best Seller’ 


HIGH MELT POINT ASPHALT, rugged, tough, endurable, ets Virgin Cana- 
dian Asbestos. A “wedding’’ takes place in our blending vat ich is ordained 
to make both “‘live happily together ever after’’ protecting roofs of every description 
throughout the South in perfect unison 


It's a happy marriage with many healthy offsprings of the u ) resulting all 
‘chips off the old blocks 

There's MOBILASTIC LIQl ID ALUMINUM ROOF COATING, always younger 
looking, rebuffing the ravages of time and the elements b of the durable 
“stock” it ascends from. 

There’s ASPHALT FLOORING COMPOUNDS too; and ASPHALT DAMP- 
PROOFING and WATERPROOFING as well as SILICONE WATERPROOFING 
and CREOSOTE. The newest member of our family is LINOLEUM PASTE, a 
delightful fellow so easy to handle too! 

The GARDNER of FLORIDA line is a thoroughbred line. R in a tradition of 
‘Quality Folks’’ the heritage is carried on by every item c sing our family. 
Southern Wholesalers who expect the finest in ROOFING a FLOORING com 
pounds receive exactly that when buying the GARDNER line. Surprisingly too 
GARDNER products, despite superior Quality, are competiti priced 

Permit us to mail you the GARDNER STORY in printed { In it is clearly 
outlined the many, many advantages which accrue to you as a isive distributor 
of what is acknowledged to be the LEADER LINE of Roof Flooring Com 
pounds in the entire South 














GARDNER ASPHALT PRODUCTS CO. 


POST OFFICE BOX 5776 TAMPA, FLORIDA 
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DEALER CONVENTION HIGHLIGHTS... 





New officers of the Mississippi Retail Lumber Dealers’ Assn. elected at its 33rd convention 
in Biloxi inciuded (1 to r) Harry H. Lott, Winona, president; D. R. Burke, Ruleville, vice- 
president; Thad Simmons Jr., McComb, second vice-president; and E. B. Lemmons, Jackson, 


secretary -treasurer. 


more business this year than last. 
He added that bad crops were 
slowing down building in some 
areas of the state. 

Buford Yerger, Jackson, state 
FHA director, discussed the Cer- 
tified Agency Program. 

Dr. Frank Goodwin, professor 
of marketing, School of Busi- 
ness Administration, University of 
Florida, discussed training of re- 
tail business personnel. He said 
that training is necessary to cul- 
tivate certain traits in people that 
add to the success of retail opera- 


tions. “Enthusiasm, cheerfulness, 
and friendliness are contagious and 
can be transferred to the custom- 
ers, but they don’t just happen. 
They are a state of mind that can 
be achieved by the proper train- 
ing of employees,” he stated. 

Some forty allied industries ex- 
hibited products or had represent- 
atives at the building products ex- 
hibit in the hotel during the con- 
vention. 

The group voted to return to 
Biloxi in 1960 for the 34th annual 
convention. 





Highlight of the 34th annual convention of the Building Material Merchants of Georgia in 


Savannah recently was this talk by J. H. Else, from Washington, D. C., headquarters of the 
National Retail Lumber Dealers Assn., on “Legislation and How It Affects Your Business. 


Seated by the podium are (I to r) Harrell C. Murray, newly-reelected BMMG president, and 


Oertell Collins, national director. 


60 


Murray Is Re-elected 
By Georgia Dealers 
At BMMG Convention 


Some 300 association members 
recently attended the 34th annual 
convention of the Building Mate- 
terial Merchants of Georgia, Inc., 
in Savannah at the General Ogle- 
thorpe Hotel on Wilmington Is- 
land. 

The three-day meet — marked 
by a round of business meetings, 
speeches, and social activities — 
was capped by election of officers 
for the 1959-60 term. 

Harrell C. Murray, Savannah, 
was re-elected president. Other of- 
ficers named included B. I. Thorn- 
ton, Cordele, vice-president; James 
H. Flowers, Atlanta, secretary- 
treasurer; and Oertell Collins, 
Savannah, national director 
District directors elected were: 
—Charles B. Mikell, Savannah; 
—Graham Dozier, Albany; 3— 
T. H. Polleson, Perry; 4—Jeff 
Daniels, LaGrange; 5—Cleon E. 
Smith, Decatur; 6—E. Eugene 
Cook, Dublin; 7—R. W. Knight, 
Cartersville; 8—Billy Peeples, Val- 
dosta; 9—J. Harold Jackson, Wind- 
er, and 10—John P. Bondurant, 
Athens. 

The directors-at-large for the 
organization are James M. Wood, 
Augusta; Hubert W. Lang, Bruns- 
wick; and J. P. Short, Tifton. 

After an opening day of golf, 
fishing, dining, and dancing, the 
conventioneers buckled down to 
two business meetings, a meeting 
of the board of directors, and talks 
by six distinguished speakers. 

Addresses were given by Dwight 
L. Davis, manager, Kitchen Krea- 
tions of Charlotte, Charlotte, N. C.; 
Oertell Collins, National Director, 
Forest City Lumber Co., Savan- 
nah; Porter W. Carswell, business- 
man and civic leader, Waynesboro; 
J. H. Else, legislator, National Re- 
tail Lumber Dealers Association; 
Robert F. Heiser, John Hancock 
Mutual Life Insurance Co; and 
R. J. Burkart, Associated Mutuals 
Insurance Co. 

A tentatively scheduled talk by 
Norman P. Mason, HHFA adminis- 
trator, was unexpectedly cancelled 
because of Mason’s pressing duties 
in Washington, D. C. 


1- 
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in Cabinet Hardware 


SELL QUALITY-SELL Amerock 


527E 
513-18A 


Turn-A-Shelf 
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Drawer Slide Hardware For cabinets, built-ins 
throughout the house. Simple to install, easy to use, low 
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A type for every sheathing requirement... for every building budget! 


LOTEX 


REG. U.S. PAT. OFF. 


THE INDUSTRY'S MOST COMPLETE 
INSULATING SHEATHING LINE! 


New! For direct nailing of shingles! 


¥%" INSULATING SHEATHING 


Super nail-holding power for direct nailing of wood or 
asbestos shingles! e Exceeds FHA requirements for 
nailability! e Super-strong, rigid. Exceeds FHA re- 
quirements when applied vertically without corner 
bracing. Cuts cost! e Asphalt-treated integrally e BIG 
BOARD (4’ x 8’ or 9’; square edges) 


THRIFT LEADER! CELOTEX FINEST! CELOTEX 
1/2" INSULATING SHEATHING | 25/32.° INSULATING SHEATHING 


© Surpasses other sheathing materials in @ Indicates “top quality construction 
insulating efficiency throughout” 

@ Handles extra “easy,” with dependable ® Thickest, maximum insulation value, 
strength, durability superior structural strength 

®@ Double-Waterproofed (asphalt coated) @ Double-Waterproofed (asphalt coated) 
or Asphalt-Impregnated or Asphalt-Impregnated 

@ Big Board (4’ x 8’ or 9’; square edges). @ Big Board (4’ x 8’ or 9’; square edges). 
Center-Matched (2’ x 8’) Center-Matched (2’ x 8’) 





ALL are Celotex FEROX® products, treated during manufacture for protection against termite and dry rot attack. 


STRADEMARK 


mo ¢” 1" agers KS i ' uN - . . ~ 
Simm —— Te) Plus... Life-of-Building” Guarantee 
: ps With Celotex Insulating Sheathing, you get this official Guarantee Certificate 
to give every home-buyer. Indicates quality building throughout . . . helps 
sell more homes, faster. Also, attractive folders with your name imprinted, free. 
Write today for samples! 


THE CELOTEX CORPORATION e¢ CHICAGO 3, ILLINOIS 
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Your Celotex building products dealer inventories 


these sheathings. Call him today! 
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INDUSTRY NEWS 





RPAOVING UP 
im the industry 





Barclay Manufacturing Co. 
Appointment of WALTER COWAN as 
head of the Barcwood Division and 
ERNEST SWANSON as export man- 
ager for Barcwood, Barclite, and 
Barclay products has been announ- 
ced by company Vice-President 
Jay Feder. 


Yale & Towne Manufacturing Co. 
; New sales manager for Yale 
electric lift trucks, Yale Materials 
Handling Division, is THOMAS N. 
PARLON. He replaces CHARLES E. 
HOWARD, who has been named 
manager of attachment sales de- 
velopment for the division. Since 
1952 Parlon has been an industrial 
lift truck franchise sales and serv- 
ice representative in Philadelphia. 
Between 1945 and 1952 he was 
associated with Yale industrial 
lift truck sales department as as- 
sociate director of field activities 
and manager of the New York 
sales and service branch. 


Olin Mathieson Chemical Corp. 
Newly-appointed sales man- 
ager, lumber products, for Olin 
Mathieson’s packaging division is 
J. C. CONERLY. He succeeds PAUL R. 
VICKERY. From headquarters at the 
lumber operations main offices in 
Shreveport, La., Conerly will di- 
rect all sales of Frost Golden pine, 
hardwood, treated products, and 
Frostbrand hardwood flooring. 


Conerly Powers 

The Celotex Corp... . KENNETH J. 
POWERS has been appointed assist- 
ant manager of the Texas district, 
with headquarters in Dallas. For- 
merly sales representative in the 
Fort Worth territory, Powers has 
been with Celotex since 1950. 


64 





Allied Chemical Corp... . PAUL H. 
MALLORY JR. has been named 
assistant sales manager for the 
Southwestern district of Allied 
Chemical’s Barrett building ma- 
terials division. He joined the com- 
pany in 1947 as a traffic clerk in 
Birmingham, Ala. Mallory then 
served with Barrett’s sales force 
in Tampa, Fla., before going to 
Ft. Worth, Texas, in 1956, where 
he will continue to maintain head- 
quarters. 


Huttig Sash & Door Co., Inc. . 

T. R. ARMSTRONG has been elected 
president of this St. Louis, Mo., 
millwork and building products 
manufacturer. He succeeds ROY R. 
SIEGEL, who was elected chairman 
of the board, chairman of the ex- 
ecutive committee, and chief ex- 
ecutive officer. Siegel had served 
as president since 1930. 


Armstrong Bronson 

Western Pine Assn. ... J. D. 
BRONSON is new president of this 
12-state association of lumber 
manufacturers. He succeeds A. B. 
Hood of Anderson, Calif. Bronson 
heads the Cascade Lumber Co., 
Yakima, Wash. Other officers for 
1959 include J. B. EDENS, Phoenix, 
Ariz., and CHARLES T. GRAY, San 
Francisco, vice-presidents; and 
R. W. REHFELD, Phoenix, treasurer. 


Southern Lightweight Aggregate 
Corp. .. . JOHN W. ROBERTS, presi- 
dent of this Richmond, Va., firm, 
has been designated company 
treasurer. Roberts also heads the 
subsidiary group of Solite com- 
panies operating in North Caro- 
lina, Florida, and Virginia. Ap- 
pointed secretary of the company 
Was A. CABELL FORD, director of 
sales. Ford has served as director 
of sales since coming to Solite in 
1948, shortly after the company 
began operations. EVERETT S. GRAY, 
chief accountant and office man- 
ager, was named assistant secre- 
tary. 


(Continued from page 30) 


Brunson Kohler 


Alabama Metal Lath Co... . New- 
ly-appointed managers for recent- 
ly formulated sales districts are 
FRANK BRUNSON, Southwest dis- 
trict, and NORMAN KOHLER, Eastern 
district. Brunson has served as 
manufacturer’s representative for 
Alabama Metal Lath in Texas 
since 1954. Kohler has been asso- 
ciated with the National Gypsum 
Co. for the past seven years as 
salesman and_ assistant district 
manager. 


International Paper Co., Long-Bell 
Div. .. . Recently-named field su- 
pervisor, factory sales, for the divi- 
sion Was HENRY A. RIECKERS. For- 
merly Long-Bell factory salesman, 
Rieckers will assist customers and 
salesmen in all territories in sale 
of millwork, plywood, and special- 
ty items. He will continue to head- 
quarter in Chicago. 


National Lumber Manufacturers 
Assn. . ANTHONY M. CAMARANO 
has been named manager of the 
Government Specifications Dept. 
He succeeds JOHN ZERBE, who has 
been appointed assistant to the di- 
rector of NLMA’s Technical Serv- 
ices Division. Camarano has been 
Washington representative for the 
Southern Pine Assn. since 1954. 


Acoustical Materials Association 

PAUL J. WASHBURN was re- 
elected president and GEORGE L. 
SMITH, vice-president, at the April 
meeting held in Chicago. The 
association is composed of firms 
that manufacture 90 per cent of 
the nation’s acoustical materials. 
Washburn, associated with Johns- 
Manville Sales Corp. for more than 
30 years, has been manager of the 
company’s acoustics division since 
1938. Smith is manager of the 
acoustical department of Celotex 
Co., Chicago. Both are former as- 
sociation presidents and both have 
been active on the National Noise 
Abatement Council. 
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is for everyone ... 


Misceramic now makes it possible for you to 
cash in on the profit potential of ceramic tile. 
Whether you are distributor, retailer or contractor, 
the many advantages of Misceramic tile mean 
greater income for you. 

From Misceramic’s modern, new plant, a com- 
plete line of adhesive type wall and floor tiles, trims, 
fixtures and installation materials is available. 

Get in on the tremendous, fast-growing market 
for Misceramic’s easy-to-install tile. It will mean 
more profit for you and your customers, too. 


For name of your nearest Misceramic 
distributor or for information about 
available distributorships, write or call: 


CLEVELAND, MISSISSIPPI 
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EVERYTHING NECESSARY FOR Til NSTALLATIONS 


14 porcelain floor tile colors in eight desig ° 7 MISTEX crystalline glazed floor tile colors 
14 classic wall tile colors ° Matching trin * Blending fixtures °* Installation materials 





DONALD W. KAY, 
Tampa, Fla., has been designated 
sales manager, Southern Division, 
of this Lockport, N. Y., manufac- 
turer of laminated wood fiber wall- 
board. Kay succeeds the late 
CHARLES G. OSTERTAG of Atlanta. 
Kay, with the company since 1950, 
has been district manager in Flori- 
da for six years. In his new posi- 
tion, he will be associated with 
Upson Sales Consultant HENRY R. 
SHEDD, Clearwater, Fla. 


Upsen Co. 


Kay Heck 


Curtis Companies, Inc... . Now 
in charge of this millwork manu- 
facturer’s Clinton, Iowa, factory 
is JACK B. HECK, also responsible 
for operation of Curtis plants at 
Lincoln, Neb., and Lafayette, Ind. 
He has been with Curtis 10 years, 


Meet VUEEFY UA\PIER 


and has served as Clinton, Iowa, 
plant engineer; assistant division 
manager, Wausau, Wis.; and fac- 
tory manager at Sioux City, Iowa. 


National Assn. of Commission 
Lumber Salesmen, Inc. . . . GRANT 
R. GLOOR, secretary-manager of 
this association the past 10 years, 
has resigned this position, it was 
announced at the annual meeting 
in Chicago recently. He is succeed- 
ed by BEN C. VARNER, a past-presi- 
dent of NACLS. 


National Gypsum Co... . CHARLES 
H. DWYER has been promoted to 
director of industrial relations to 
head up the staff department of 
the company’s personnel and _ in- 
dustrial relations for sales, opera- 
tions, research, at Buffalo and its 
advertising center. Dwyer joined 
National Gypsum in 1942. He has 
been in charge of industrial rela- 
tions for the company’s 38 plants. 


Stanley Building Specialties Co. 

. LARRY L. PUTZEL has been ap- 
pointed manager of Stanley’s 
Southwest Co., with headquarters 
in Houston, Texas. He succeeds 
C. T. Jones, who has resigned. 
Putzel has been regional sales 


manager for the Midwest and 
Southeast territories. 


Putzel Eden 


Keasbey & Mattison Co. 
KENNETH M. EDEN has been pro- 
moted to general sales manager 
of the building products division 
of this producer of asbestos, as- 
phalt, and heat-insulating prod- 
ucts. Eden, who holds a B.S. in 
mechanical engineering from Rut- 
gers, started with K & M in 1934. 
Until his present assignment, Eden 
had been manager of the com- 
pany’s Houston district. Named to 
succeed Eden as Houston district 
manager is WILLIAM H. MASHBURN, 
formerly manager of the asbestos- 
cement pipe department in the 
Houston district. 


0 . 
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that give you an opening 
profits selling Flintkote’s exclu 
pound the greatest value in roof 
profit-maker in the Asphalt 


Tap the big Tuffy Taper market in your area. Order your selling aids from your 


Handy, pocket-size flip chart 
summarizes the complete 
“Tuffy Taper” profit story. 


For more details on above items, use Coupon on Page 93 


Giant, 36" x 36 
display—designed to hold an 


actual shingle. Sells all day long. 


“Tuffy Taper” 


perfect as a give 


Colorful, 8-page comie book 
-a-way for 
your prospects. Quick reading. 


Attention-getting “Tuffy 
Taper” pennants—create excite- 
ment in showrooms, windows. 
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MANUFACTURER NEWS 





HOUSTON, TEXAS: R. P. (Dick) 
Ganchan has been named vice-presi- 
dent and general manager of Wood- 
Protection Co., service organization 
which treats and preserves lumber 
and wood products. Ganchan was 
formerly a vice-president of Auto- 
motive Rubber Co. of Detroit. 


CLINTON, IOWA: Curtis Com- 
panies, Inc. has patented major con- 
struction features of its Fashionwood 
cabinets. Involved, are four notches 
cut in Weytex hardboard sheet that 
forms back of cabinet; bending of 
sheet at two points to form rounded 
corners; and grooves in cabinet 
frame into which bent sheet fits. 


RALEIGH, N. C.: A. Cabell Ford 
Jr. has been appointed sales repre- 
sentative for new office here of Caro- 
lina Soiite Corp., wholly-owned sub- 
sidiary of Southern Lightweight 
Aggregate Corp. Ford attended 
Hampden-Sydney College and serv- 
ed for four years with U. S. Gypsum 
Co. 


ST. LOUIS, MO.: The Champion 
Manufacturing Co., manufacturers of 
construction equipment, has moved 


to larger quarters at 3700 Forest 
Park Boulevard. The new facilities, 
totaling 30,000-square-feet, were a 
quired as part of the company’s 
over-all expansion program. 


WALLINGFORD, CONN.: Newly- 
appointed sales representative f 
Stanley-Judd, a division of the 
Stanley Works, is Arthur J. Steffens, 
Jr. Steffen’s territory includes North 
Carolina, South Carolina, and part 
of Tennessee, Georgia, Virginia, and 
Kentucky. He was previously sales 
engineer and district sales repre- 
sentative for Osborn Manufacturing 
Co., Cleveland, and with Armour 
& Co., Alliance, Ohio. He has 
B.B.A. degree from Western Reserve 
University, where he also did grad 
uate work. 


ARDMORE, PA.: Cecil R. Haw- 
thorne has been named manager of 
Certain-teed Products Corp.’s Kan- 
sas City, Mo., roofing plant. A grad- 
uate of the University of Georgia, 
Hawthorne started with Certain-teed 
in 1936, as a chemist in the York 
Pa., plant. Certain-teed has also pro- 
moted Charles W. Crosby to man- 
ager of its Dallas, Texas, roofing 


plant. A Certain-teed employee since 
1938, Crosby formerly was superin- 
tendent of the Dallas plant. The 
Insulation Division of Certain-teed 
Products Corp. has been divided in- 
to the Fiberglas Building Insulation 
Products Division and the Fiber 
30ard Products Division. New divi- 
sion sales manager of Fiberglas 
Building Insulation Products will 
be Edward E. Burrows. The Fiber 
Board Products Division will be 
headed by William A. Campbell. 


COLUMBIANA, OHIO: The New 
York sales office and showroom of 
the F. C. Russell Co. — makers of 
windows, doors, and allied products 

- were formally opened in April. 
The offices are located at 630 Third 
Avenue, New York City. 

AMBLER, PA.: Arthur C. Lesher 
recently received the “Elder States- 
man” award from Keasbey & Matt:- 
son Co. upon his retirement as pur- 
chasing agent after 53 years of com- 
pany service. Lesher joined K & M 
in 1906 as an apprentice in the 
asbestos textile division. He became 
purchasing agent for the asbestos- 
cement products division in 1916, 


a bright new array of sales aids 
wedge for new business, greater 
sive 12” tapered strips...pound for 
ing...dollar for dollar the greatest 


Shingle business. 


he Flintkote Company 


— . . T 
Flintkote representative or write: 30 Rockefeller Plaza 


New York 20,N.Y. 








MORE TO SELL IN "TUFFY TAPERS"! 
Weight comparison chart proves ‘‘Tuffy Tapers’’ provide the greatest 
protection where protection counts—the butt end of the shingle! 








FLINTKOTE 


Wt. of Exp. : Total Weight 
Tab per Shingles Exposed Area 


Shingle per Sq. per Sq. 


27 oz. 135.2 
263% oz. 134.4 
272 02. 137.6 
22% oz. 114.4 
161% oz. 81.6 
20% oz. 101.6 
28% OZ. 141.6 


Adv. Wt. 
Manufacturer per Sq. 


COMPETITOR 325 
COMPETITOR 325 
COMPETITOR 300 
COMPETITOR 290 
COMPETITOR 210 
COMPETITOR 250 

FLINTKOTE 275 

TAPER 





America’s Broadest Line 
of Building Products. 














*Tests conducted by recognized Research Laboratory 
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Do you know these five 


money-making (money-saving) facts? 


For exterior wall-finish: 


Homasote offers 3 products that 
increase the builder’s profit by 
$54 to $276 on every 1200 sq. ft. 
of exterior wall surface. 


Make us prove this: Get one of 
your builders to send us one of 
his best-seller house plans. We 
will send him—through you—the 
exact cost in your area, for using 
each of these three products on 
that particular house. (No obli- 
gation whatever is involved.) 
His plan will be kept confidential 
and returned through you. 


For facia board and 
rake moldings: 


5” Homasote does an excellent 


job at considerably lower cost 
than finished wood moldings. 


For all closet floors: 


%”” Homasote is a real money- 
saver and a safeguard against 
mildew. 


For roofs: 

Roofs sheathed with weather- 
proof Homasote save the home- 
owner from first to last cost. 


For new sales volume: 


Friendly Walls—of Homasote— 
will get you a volume of business 
you have never dreamed possible. 
Home-owners get healthful, rest- 
ful living conditions that make 
them your boosters for life. 


FOR PROOF OF ALL THE ABOVE: 
Ask your Homasote Distributor or Representative, . ‘ar vOuR 


or write direct to Department F-17. 


SERVICE 


HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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BIRMINGHAM COMPANY’S WINGS—South- 
eastern Tool & Die Co., Birmingham, Ala., 
has come up with this four-passenger Bo- 
nanza for company business. Craft can fly 
three miles up and travel at an average speed 
of 190 mph. As head pilot, company Secre- 
tary-Treasurer Frank Mason, at right, shows 
a prospective customer the plane, used by 
four company officials recently to attend the 
Screen Manufacturers’ Assn. convention in 
Phoenix, Ariz. 

Mason, a Navy pilot during World War Il, 
is enthusiastic about the time-saving angle 
and closer customer-contact afforded by the 
plane. 


and was made general purchasing 
agent for the entire company in 
1932. Succeeding Lesher as general 
purchasing manager is Hugh M. 
Carleton, former assistant purchas- 
ing agent. He joined K & M in 1957 
as process and product investiga- 
tion supervisor in the research and 
development department, after hav- 
ing been associated with American 
Cyanamid Co. 

TACOMA, WASH.: Addition of 
nine plywood mills to its member- 
ship has been announced by Douglas 
Fir Plywood Assn. Mills are located 
in California, Oregon, and Washing- 
ton, and now will be offering fir 
plywood with DFPA grade-trade- 
marks. The association’s member- 
plants now total 118. 


MIAMI, FLA.: New divisional of- 
fices have been opened in New Or- 
leans, La., and Houston, Tex., by 
SeaView Industries, Inc. as part of 
its 1959 market expansion plans. 
Each division office has at least five 
sales branches operating in sur- 
rounding cities to handle SeaView’s 
aluminum awnings, carports, patios, 
and screenrooms. New offices include 
complete warehouse, assembly, and 
sales facilities. 

CHICAGO, ILL.: Warp Brothers 
has announced that increased effi- 
ciency in its new Chicago polyeth- 
ylene extrusion plant has allowed 
substantial reductions in prices for 
Coverall, extruded polyethylene 
sheeting. Size changes have also 
been made. Coverall, formerly man- 
ufactured in 16%’ and 10%’ widths, 
is NOW available in 16’ and 10’ widths, 
respectively. The covering now 
comes in a full range of gauges, in 
both clear and black, in seamless 
widths up to 32’. 


NEW YORK, N. Y.: Paul B. Shoe- 
maker, vice-president of Masonite 
Corp., Chicago, Ill., was re-elected 
a director of Brand Names Founda- 
tions, Inc. at the annual Members’ 
Day business meeting in April at 
the Waldorf-Astoria Hotel. Shoe- 
maker is also a director of the Home 
Improvement Council and treasurer 
of the Hardboard Association. 

CHICAGO, ILL.: A new company, 

(Continued on page 72) 
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SVELE Nails Now Come 








Hundred-pound nail containers have gone the way 
of old-fashioned kegs! We're no longer packing 
nails that way. Now every type, size, and finish of 
top-quality Dix1sTEEL Nails come only in the handy 
50-pound Nail Caddy. It is strong, durable, and 
weather-proof. It is far more convenient and easier 
to handle — both for you and your customers. 


orver (J). 411440 Nats FOR EVER 


Here are a few of the many ty 
BRIGHT—GALVANIZED-—8 


Made Only by 


ATLANTIC STEEL COMPANY - ATLANTA 1, GEO 
P.O. Box 1714 TRinity 5-3441 
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woos conversion compant 


an open 
retail 


: Since 1922 Balsam—Wool has been sold 
exclusively to retail lumber and building 
material dealers, through recognized whole— 
salers. We are not changing, nor do we con- 
template changing, our distribution policy 
on Balsam—Wool blanket insulation, either 
by eliminating the wholesaler or by selling 
retail outlets other than the dealer. 








This policy reflects our belief that the lumber 
and building material dealer is the natural outlet 
for the retail merchandising of building products; 
and we also believe that the wholesaler of build- 
ing materials is in the best position to serve 
you, the dealer, for these reasons: 


1. He provides fast service because he carries 
complete inventories, can fill out pool cars by 
taking material into his stock, and is located 
in your natural trading area. 


. His warehouse stocks include a wide variety of 
building products and building specialties— 
and thus offer a "one-stop" service for many 
types of materials. 


The wholesaler enables you to serve your cus— 
tomers with smaller inventories—he provides 
capital investment in inventory that reduces 
the amount of money you need for this purpose. 


4. He provides quick, local credit. 
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letter to 
lumber dealers: 


. He serves as a Stabilizing influence in the 
sound distribution of building materials. 


The wholesaler has only one customer—the 
retail lumber dealer. 


. He assists you through a sales organization 
geared to local service and counsel, which helps 
you keep your stocks balanced so as to give 
maximum service with a minimum investment. 


The wholesaler, in the best interests of lumber 
dealers, counsels with manufacturers on matters 
of product design, market development, catalog— 
ing, adjustments, and advertising and promotion 
of building products. 


The savings in time, effort and money repre— 
sented by the foregoing provide a service which 
justifies the wholesaler's part in the distri- 
bution of building materials, and which a 
dealer cannot duplicate at lower cost. 


We feel this policy is completely justified by the 
steady growth of Balsam-—Wool” sales and the con- 
Sistent contribution of this product over many 
years to lumber dealers' sales and profits. 


Very truly yours, 
WOOD CONVERSION COMPANY 


lan Le 


J. D. Fischer, Sales Manager 
Building Products 
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a LOW-PRICE transit-mix line from Johnson: 


ECONOPLANT 


At a minimum invest- 
ment you now get high-quality 
transit-mix plants that meet strict 
specifications on weighing out ce- 
ment and aggregates. Low-priced 
Johnson® Econoplant® with man- 
ually-operated 3-cu. yd. Concentric 
batcher weighs cement on an inde- 
pendent scale — separate from ag- 
gregates. All-welded bin has 3 
aggregate compartments (tot. 45 
cu. yds.) plus 70-bbl. aerated ce- 
ment compartment. The 180-bbl.- 
an-hour cement bucket elevator 
has 3 h.p. gearmotor with roller- 
chain drive, and boot hopper for 
bulk or bag cement. All units de- 
signed for quick assembly and con- 
venient moves to new market areas. 


Portable, and rugged as its name implies, 
Johnson Roustabout handles 3 aggregates 
(tot. 38 cu. yds.) plus 60 bbls. cement 
— has 3-yd. Concentric batcher. Largest 
plant unit only 9 ft. wide — max, erec- 


tion lift is only 414 tons. Sets up, ready 
to work in less than a day’s time! 


c.s. JOHNSON co. 


A DIVISION 


For more details on above items, use Coupon on Page 93 





Largest in this new series 
of Johnson low-cost packaged transit-mix 
plants, the Jumbo has bin storage for 3 
aggregates (105 cu. yds. tot. agg. cap.) 
and 110 bbls. cement. Available with 3- 
yd. or 6-yd. manual Concentric batcher. 
Complies with most rigid concrete specs. 


CHAMPAIGN, ILLINOIS 
-eeelel @ fe), Maer Valse) d, ir.) 
OF KOEHRING COMPANY 


| Tretol, Inc., has been formed to 
manufacture and market products 
for the masonry and concrete fields. 
Affiliated with the British firm of 
| Tretol, Ltd., the Chicago plant will 
manufacture concrete surface treat- 
ments, concrete integral mixtures, 
and waterproof and damp-proofing 
products. Raymond Patterson, for- 
mer vice-president of Intrusion Pre- 
pakt Co., Cleveland, has been ap- 
pointed vice-president and general 
manager of Tretol. 

NEW YORK, N. Y.: National dis- 
tribution of Fiberglas screen prod- 
ucts of Chicopee Mills, Inc. will be 
handled by Owens-Corning Fiber- 
glas Corp. In addition to respon- 
sibility for product distribution, 
Owens-Corning also will provide all 
advertising, promotion, and _ pub- 
licity for Chicopee screening prod- 
ucts. 


LYNCHBURG, VA.: Lynchburg 
Veneer Co. recently started opera- 
| tions here in the 90,000 square foot 
Thornhill Wagon Works building. 
Between 50 and 60 people are em- 
ployed. Wood veneer is the chief 
product. 


CHARLOTTE, N. C.: United States 
Gypsum Co. has established a new 
sales division with headquarters 
here. This Seaboard Division in- 
cludes three sales districts covering 
most counties of North Carolina, 
South Carolina, and Virginia. Morris 
L. Ed, former marketing manager 
of plastering materials, is divison 
manager. 

VICKSBURG, MISS.: Mississippi 
Valley Portland Cement Co. opened 
its $5-million plant here recently, 
and announced that plans are al- 
ready under way to double the size. 
Designed to produce 2,000 barrels of 
|cement per day, the plant now is 
producing 1,925 barrels daily. Of- 
ficers are Robert W. Hyde, president; 
H. V. Allen Jr., executive vice- 
president; and Cecil Travis, vice- 
president. 


| BOSTON, MASS.: Stockholders of 
Flintkote Co. recently approved ac- 
quisition of Blue Diamond Corp., 
| West Coast gypsum producer with 
| headquarters in Los Angeles. Blue 
| Diamond is engaged primarily in 
| production of gypsum products, sand 
!and gravel, and truck mixed con- 
crete, and in the fabrication and in- 
stallation of reinforcing steel bars 
and collapsible wire spirals. With 
this acquisition, Flintkote now has 
78 plants and mills located through- 
out the U. S., Canada, England, and 
France. 


HOUSTON, TEXAS: William H. 
Mashburn has been named district 
manager here for Keasbey & Matti- 
son Co., manufacturers of asbestos, 
asphalt, and heat insulating prod- 
ucts. Houston territory includes Ar- 
kansas, Texas, New Mexico, Missis- 
sippi, Louisiana, and part of Ten- 
nessee. 
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C lw 
w/COL THE QUALITY 
ADVANTAGES OF WATER-REPELLENT 


ae 


“ 


@ Your customers who demand top quality will 
appreciate Weyerhaeuser 4-Square Water- 
Repellent Treated Siding. A special treatment 
given all surfaces of Weyerhaeuser 4-Square 
Water-Repellent Treated Siding lines the walls 
of surface cells with a material that resists 
water penetration. Other chemicals included in 
the process repel or destroy insects, and protect 
against stains, molds and decay-forming fungus. 

This new product brings to your homes all 
the beauty, workability and time-tested quality 
of good wood siding plus better performance 
and longer life. 

Featuring this superior product can make it 
easier for you to sell entire jobs to high quality 
builders in your area. 


Takes less paint... 
Looks better longer 


You can increase treated siding sales by point- 
ing out to your customers that treated siding 
offers a better base for paint coverage and paint 
retention. Application of two coats on treated 
siding gives approximately the same perform- 
ance as three coats on untreated siding. Paint 
flows on more smoothly, too. 

Weyerhaeuser 4-Square Water-Repellent 
Treated Siding needs no special protection in 
your yard, or on the job. It can even be left 
unpainted until the house is sold, giving home 
buyers full choice of color. The improved sta- 
bility resulting from the treating process helps 
retain snug joints and tight laps. 

Ask your Weyerhaeuser 4-Square District 
Representative for full information on this 
superior product. Feature it for extra business 
and bigger profits. 





otf w4P8Hry, Attractive modern exteriors will retain their beauty aa - i. 
en A me when they are finished in Weyerhaeuser 4-Square Weyerhae user Sales Company 
aay Water-Repellent Treated Siding. FIRST NATIONAL BANK BUILDING « ST. PAUL 1, MINNESOTA 


» 
* couNcIY® 
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NO "WET LUMBER 
ALLOWED! 


Southern Building Code 

calls for 19% maximum 

moisture content in all 
framing lumber. 


MOISTURE REGISTER’S MODEL 5 METER 
the only Moisture Meter used by 
Southern Pine Inspection Bureau 
gives instant, accurate answers. Any 
untrained operator can use it. It is 
portable, lightweight, battery oper- 
ated, ruggedly constructed. 
Moisture Register Model 5 can be 
quickly calibrated in the field by 
plugging the electrode into the self- 
checking standard, then “trimming” 
if necessary. No need to send Model 
5 back to the factory for fine adjust- 
ment. 

Use on hard and soft woods, from 
peeled logs to finished product. 


Model 5 features: 
© Simple to use, portable, rugged. 
© Gives right answers, anywhere. 
© Trims on the spot. 
© Always accurate. FEIN, 
& 


© immediate delivery, 
1 year guarantee. 


Ww 


SEND FOR NEW 
TECHNICAL DATA 


Moisture Register Company, Dept. SBS 
P. O. Box 910, Alhambra, California 
Please send data on new Model 5's 

We are testing 


in moisture range from 


Firm 


Also makers of transistorized DC-8 Meter. 


For more details on above items, use Coupon on Page 93 








STRICTLY 
WHOLESALE 





ATLANTA, GA.: S. S. Dennison 
of the Atlanta Oak Flooring Co. was 
recently transferred here as com- 
pany sales manager from the west 
Florida territory, where he maintain- 
ed headquarters at Jacksonville. 


COVINGTON, KY.: Ray Buescher 
of the B. A. M. Co. here has been 
named sales representative for the 
Stanthony Corp., Los Angeles, Calif. 
Buescher, assisted by three associ- 
ates, will work with dealers and 
builders in southern Ohio and north- 
east Kentucky in promoting the 
Stanthony Electramic Char-Broiler 
and the Stanthony line of kitchen 
ventilating hoods. 


SAVANNAH, GA.: E. Lovell 
Schirm Jr., president and owner of 
Schirm Supply and Specialty Co. 
here, has been named distributor for 
Crawford Door Co.’s residential and 
commercial-industrial overhead, sec- 
tional doors. Territory includes 18 
counties in Georgia and South Caro- 
lina. 


ST. LOUIS, MO.: Huttig Sash & 
Door Co. has been appointed dis- 
tributor for the hardwood flooring 
line of Wood-Mosaic Corp. of Louis- 
ville, Ky. Other recent distributor 
appointments by Wood-Mosaic in- 
clude Floor-N-Wall Distributors, 
Inc., New Orleans, La.; and Weyer- 
haeuser Sales Co., Louisville, Ky. 


KNOXVILLE, TENN.: Officials at 
Diamond Hill Plywood Co. were 
hosts recently to east Tennessee 
building material dealers at an open 
house in their new office and ware- 
house building here. Facilities con- 
tain over 2,300 square feet of floor 
space. Diamond Hill Plywood was 
incorporated in Darlington, S. C., in 
1945. Its parent corporation is Dar- 
lington Veneer Corp., one of the 
world’s largest manufacturers of 
hardwood plywood. J. W. Peterson 
is Diamond Hill vice-president and 
general manager. Fred L. Wilkerson 
is local manager here. 


AUSTIN, TEXAS: Appointment of 
Ranney Builders Supply Co. as 
distributor here for the Glidorama 
line of horizontal gliding aluminum 
prime windows and window wall 
systems was announced recently by 
Glidorama Division, Whizzer Indus- 
tries, Inc., Pontiac, Mich. 


NEW YORK, N. Y.: New distribu- 
tors for the Barclite Corp. of Amer- 
ica, manufacturers of translucent 
reinforced fiberglass panels, are 
Dealers Supply, Durham and Char- 
lotte, N. C.; and Dixie Plywood Co., 
Atlanta, Ga. 


TALLAHASSEE, FLA.: Kar] Roe- 


sch of Crawford Door Sales Co. has 
been appointed distributor for resi- 
dential garage and commercial-in- 
dustrial sectional, overhead doors of 
the Crawford Door Co., Detroit, 
Mich. The firm is enfranchised to 
sell, install, and service the door line 
in 13 northwestern Florida counties. 


GREENVILLE, S. C.: Dealers Sup- 
ply Co. is now doing business from 
its new warehouse-office building on 
Airport Road in East Greenville. 
Serving dealers in portions of three 
states, this wholesale firm is owned 
and run by partners Clyde L. Miller 
and J. K. Wherry. 


LAURENS, S. C.: B. A. Dukes, 
salesman for Southern States Lum- 
ber Co., Inc., here, reports sales 
ahead of ’58, but “with slimmer 
mark-ups due to competition.” Sales 
of West Coast lumber products have 
increased from 10 per cent of vol- 
ume in ’49 to about 50 per cent now. 


LOUISVILLE, KY.: Wood-Mosaic 
Corp. here has appointed Weyer- 
haeuser Distributing Yard of Louis- 
ville to service retailers in Ken- 
tucky and southern Indiana with its 
hardwood flooring line. 


RICHMOND, VA.: Frank Turner 
and Co. here has been appointed 
Virginia representative for the Kel- 
Win self-seating faucet line of the 
Kel-Win Manufacturing Co. of Rich- 
mond. Kel-Win representative for 
South and North Carolina is Paul 
Stack Sales Co., Inc., of Charlotte, 
N.C. 


LAFAYETTE, LA.: Jackson Whole- 
sale Lumber Co., Inc., general lum- 
ber business, has been granted char- 
ter of incorporation listing capital 
stock of $25,000. 


MEMPHIS, TENN:: Frank A. Rid- 
dick, formerly salesman for the 
Frank A. Conkling Co. here, has 
joined the hardwood lumber pur- 
chasing and sales department of E. L. 
Bruce Co. A director of the Memphis 
Hoo-Hoo Club, Riddick is also a 
member of the Lumbermen’s Club 
of Memphis and the Tennessee Club, 


DALLAS, TEXAS: Reynolds Met- 
als Co. has named Dealers Building 
Materials Co. of Dallas and Fort 
Worth as distributor of Reynolds 
“Lifetime” aluminum roof shingles 
in north Texas. 


BALTIMORE, MD.: Maftex Insu- 
lation Board Sales Co. has been ac- 
tivated here to market its insulation 
board products, manufactured by 
MacAndrew & Forbes Co., with fac- 
tories at Camden, N. J. Maftex com- 
pany specializes in insulation sheath- 
ing, %” and 25/32” thick, and roof 
insulation in all sizes. 

SOUTH BOUND BROOK, N. J:: 
Net sales of the Ruberoid Co. for 
the three months ended March 31, 
totaled $20,089,449, a gain of 35 per 
cent over 1958, and the largest for 
any first quarter in the company’s 
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WEYERHAEUSER 


Profit Centor BA elebtatanecs 


FOR 
RETAIL LUMBER DEALERS DISTRIBUTING YARD 


1360 DURRETT LANE, LOUISVILLE 13, KENTUCKY 
telephone: EMerson 8-3331 


& The new Weyerhaeuser Louisville Distributing 
Yard can be your profit center for First Choice build- 
ing materials at competitive prices. 
ONE STOP. You can cut truck expense by pickup of 
quality Weyerhaeuser 4-Square kiln-dried lumber and 
many basic building materials with just one stop. 
CONVENIENT LOCATION...at the crossroads of north 
south and east-west expressways. See map. 
FASTER SERVICE. Specially-designed end-loaders for 
fast handling of lumber and other products. . . truck- 
height loading docks with hydraulic platform levelers 
. abundant hard-surfaced turning area. 
QUALITY LUMBER. Large stocks of the nation’s best 
known lumber— Weyerhaeuser 4-Square kiln-dried 
to supplement shipments direct from mills. 
MANY PLYWOODS. Complete stocks of Weyerhaeuser Here in the modern, efficient new Weyerhaeuser Louisville Distributing Yard 
4-Square Fir plywood . . . Exterior, Interior and anaemia building materials dealers stock and sell every day 
Sheathing ... preferred for appearance, glueline per- 
formance and precision manufacture. Decorative ply- 
woods, too, including a broad line of prefinished panels. 


ANDERSEN WINDOWALLS. The full line of Andersen 
Windowalls. Complete stocks . . . precision assembly 
by Weyerhaeuser . . . fast, reliable service. Experi = Wayertaeuser 


enced, enthusiastic personnel to help detail installations 


readily ava 


eomeuin wine 


SALES LEADERS. Weyerhaeuser stocks broad lines of SS ce a aa 
wood panelings, Versabord (particle board), insula 

tion, millwork and related building products. Use them 

to attract business—let us carry the inventory. 


LOW UNIT PRICES. You save 3% to 4% from by-the 
piece prices when you buy lumber and other materials 
in convenient, bundled units. And you save truck 
time ... cut handling costs .. . and get clean, ready 1e Weyer e Yard transports travel regular truck routes 
tallied stock. to supply Kentucky and Southern Indiana. Service is fast 


DEALER SERVICES. Our display room is available for 

. end h typical examples of yard efficiency. They 
dealers to use in selling contractors and consumers. yee \ feat: of fambiar at a theae, love anata 
Product literature, speakers, movies and practical minutes 
demonstrations can be supplied for sales meetings. 


RELIABLE DELIVERY. Weyerhaeuser trucks deliver many 
First Choice building materials and products to outly 
ing dealers on regular, reliable schedules to help dealers 
service customers better, save time of dealer trucks 


RAIL CARLOADS. Either mixed cars or straight cars 
can be supplied quickly and economically from the 
Weyerhaeuser Louisville Yard. Many standard and 
special items can be put in the car to supply immediate 
needs, fill in dealer stocks. Rail rates are low for out-of- 
yard shipments east, north and south. 











FOR CONDENSED STOCK LIST OF THESE AND OTHER Fira (Rote 3UILDING MATERIALS. .. see other side 
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Prefinished Mardwood Plywood Factory Cooted Shokes and Shingles 
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Stocks include a full line of Weyerhaeuser 4-Square lumber and build 
ing products. Warehousing costs are kept to a minimum to supply 
dealers quickly, economically 


Fit Chote BUILDING MATERIALS 


STOCKED FOR FAST DELIVERY TO 
RETAIL LUMBER DEALERS 


LUMBER 


All lumber is Weyerhaeuser 4-Square Kiln-Dried 


unless otherwise noted 


SIDING 

Water-repellent treated West Coast Hemlock 
West Coast Hemlock 

Western Red Cedar 

Douglas Fir drop siding 


DIMENSION— 

Construction, Standard & Utility 
Douglas Fir to 2x12, 8’-24’ 

West Coast Hemlock to 2x12, 8’-24 


STUDS 


Douglas Fir, const. & std 
Douglas Fir . green—Anti-stain treated 


LONG LENGTHS... GREEN 


Douglas Fir to 2x12, 26’-32’ 


SMALL TIMBERS .. . GREEN 
Douglas Fir 4x4-6x8, 10’-24 


BOARDS 


Ponderosa Pine #2 and #3—1x6-1x12, 


FINISH LUMBER 


Douglas Fir 8/4 ind. clrs., to 12 

Douglas Fir D to B&Btr, to 12 

NU-LOC vertical grain Douglas Fir—Glued-up C&Btr 1x6-1x12 
12’-16' 

Ponderosa Pine C&Btr—1x8-1x12 and 1x13 & wider 

Ponderosa Pine C&Btr, 5/4-8/4 

Ponderosa Pine . . . D—1x8-1x12 and 1x13 & wider 

Ponderosa Pine D, 5/4-8/4 

Douglas Fir stepping, 5/4—Vertical grain, B&Btr and C 

Douglas Fir ceiling, C and D 

Douglas Fir flooring, C and D 

Douglas Fir car siding 

Center-matched Douglas Fir—2x6 edge-vee one side, const 


PANELING (also see ‘“‘plywood”’ below) 

Driftwood Douglas Fir—1x6-1x10 ... R/W and R/L 

Ponderosa Pine #2 and #3—-WP-2 & WP-4 patterns, 1x6-1x10 

Inland Red Cedar clear & knotty—End-matched & end-veed, 8’ 
length 


Perimeter Vee paneling (end-matched and ends beveled) . .. Western 
Red Cedar and West Coast Hemlock. 

Nu-Wall packaged paneling Ponderosa Pine 

Aromatic Red Cedar closet lining . . . 44x34 

FENCING 


Patty-O-Panels ready-to-assemble fence section 


PLYWOOD 
Douglas Fir Exterior, Marine, Sheathing, Interior, Ext. Plyform 
Decorative plywoods Knotty Pine and Knotty Cedar 
LOC-WALL slip-together plywood panels . Idaho White Pine, 
Inland Red Cedar and Inland Larch 


OWENS-ILLINOIS prefinished plywoods 


HARDBOARD 


Standard, Tempered, Wallboard, Underlayment, Pegboard 
g 


INSULATION BOARD 
NU-WOOD Impregnated Sheathing, Impregnated and coated 


l-side Sheathing, Predecorated Plank & Ceiling Tile, and 
Acoustical Tile—Regular and Random 
SEALED INSULATION 


Balsam-Wool, regular & reflective 


VERSABORD 
VERSABORD is the new brand name for Weyerhaeuser Silvatek particle board 
This is a new Weyerhaeuser Silvatek Engineered Panel Materia! . . 
Underlayment & core stock 


COATED SHAKES 


Kolorite Double-coated 18” Western Red Cedar, grooved, 9 new 


Kolorite colors 
FIBERGLAS PANELS 


building panels 


DOORS 


Birch flush doors General Plywood Corp., Super-Satin Surfaced 
& unselected. Coffman lights 


Glazed Doors Rimco (Rock Island Millwork Co 
Louver Doors Rimeo (Rock Island Millwork Co 
Window & Door Blinds Rimco (Rock Island Millwork Co 


WINDOWS 
Andersen Windowalls... Assembled by Weyerhaeuser 


New Strutwall component windows New Beauty-Line Units 
Casements, Flexivents, Flexiviews, Gliding, Pressure Seal, Com 
binations, Basement Windows 

Shop for Window Assembly 


MOULDINGS 


Ponderosa Pine, 8000 Series 


FILON, translucent 


thicknesses, many co 





Weyerhaeuser 
Distributing Yard 
3 RRETT LANE 
LLE, KY 


Emerson 8 











WEYERHAEUSER LOUISVille DistRIBUTING YARD 


1360 DURRETT LANE, LOUISVILLE 13, KENTUCKY 
Beside Watterson Expressway just east of the Kentucky Turnpike 


telephone: EMerson 8-3331 





JOE NADLER, center, of Binswanger Co., Inc., 
Richmond, Va., accepts a plaque awarded his 
Macon, Ga., branch by Armstrong Cork Co. 
The Macon firm was recognized for having 
achieved greatest increase in Armstrong 
building products sales in the Southeast dur- 
ing 1958. Presentation was made by J. V. 
Jones, left, general sales manager of Arm- 
strong’s building products division, during its 
recent annual convention of building prod- 
ucts wholesalers in Lancaster, Pa. At right is 
W. D. James, Armstrong salesman in the 
Macon area. 


73-year history. Net income for the 
1959 first quarter also showed a sub- 
stantial increase over the compara- 
ble period last year. 


GLENS FALLS, N. Y.: The Flint- 
kote Co. announced recently that it 
has entered into agreement for pur- 
chase of the assets of Glens Falls 
Portland Cement Co. Glens Falls has 
a rated annual production capacity 
of more than 1,800,000 barrels, and 
sales in excess of $5-million. Its 
products are sold under the trade 
name of “Iron Clad” and “Velo” in 
New York state and New England. 


GREENSBURG; IND.: Delta Fau- 
cet Corp. has appointed Bruce Haines 
as Delta representative in Florida. 
From offices in New Smyrna Beach, 
Haines will handle Delta’s single 
handle ball faucets and the new 
dispenser models for hand lotion and 
liquid soap. 


RICHMOND, VA.: A. M. Byers 
Co. has opened a new sales office 
here for its 4-D wrought iron prod- 
ucts, Amballoy electric furnace steel, 
and PVC pipe, sheet, and rods. 
Heading up the office is Douglas F. 
Williams, field service engineer pre- 
viously assigned to the company’s 
Boston, Mass., office. 


PHILADELPHIA, PA.: The Bar- 
rett Division of Allied Chemical 
Corp. will construct a plant here 
for manufacture of dry felt, used 
by Barrett in making asphalt shin- 
gles, roll, and built-up roofings. The 
plant is expected to have a daily 
felt output of 140 tons. It will re- 
place an outmoded plant in Eliza- 
beth, N. J. 


MONTICELLO, IOWA: A new 
two-story building will add 10,000 
square feet of floor space to the 
main plant here of Cuckler Steel 
Span Co. The two-story brick face 
steel and concrete structure will 
house the Cuckler Engineering De- 
partment and serve as home of the 
Cuckler Technical Training and 
Sales Institute. 


LOUISVILLE, KY.: Martin’s Build- 
ing Products here has been appoint- 
ed exclusive building product sales 
agent for the Building Products Di- 
vision of R. C. Mahon Co., Detroit. 
Martin’s will represent Mahon 
throughout central Kentucky. 
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IMMEDIATE SHIPMENT 
when your order is received! 


You can always depend upon America’s oldest and largest 
manufacturer of residential window operative hardware and 


weatherstripping for prompt, efficient service. Stocks in our Grand 
Rapids plant and our Atlanta warehouse are maintained at such 
high levels that we can assure you shipment when your order 
is received. 

Our continuous research and development has resulted in many 
new and basic advancements. In our all-out effort to give you the 
best for less, savings effected through our mass production program 
are immediately passed on to our customers, 

We are represented throughout the nation by a staff of expe- 
rienced sales engineers who stand ready to help you solve any 
special problem that may arise. We consider it a privilege and a 
pleasure to be of service to you... call on us any time! 


Write FOR ILLUSTRATED CATALOG 


QUALITY LEADERS IN SASH HARDWARE FOR OVER 60 YEARS 


For more details on above items, use Coupon on Page 93 


GRAND RAPIDS HARDWARE CO. 


GRAND RAPIDS 2, MICH. 
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Discoloration — Moisture, dirt, grime, 
mar exposed surfaces of fir finish. 


Footprints— One careless step is enough 
to make this finish piece hard to sell! 


end this damage loss with new 


Georgia-Pacific 


Oil and grease from oil can or tocls can 
quickly penetrate and mar the surface! 


Surface _marring—One slip in handling 
fir finish can make it hard to sell. 


SEs a 


Poor figuring when you lose money on the 
scratch pad! Even pencil pressure mars! 





Now you can sell mill-fresh finish lumber — clean, 
unmarked, dry ! Georgia-Pacific protects its fir finish line 
with new plastic-coated, heat-sealed packaging that 
makes it safe to store at yard or job site. Independent 
weatherometer test proved complete protection 


after the equivalent of 500 days’ outdoor exposure ! 


Packaged G-P Fir Finish is easy to handle, easy 
to inventory, easy to open for one-piece removal. 
Available in all standard finish lumber sizes and grades. 


Call your local G-P source or write today. 


> - 
GEORGIA — PACIFIC 
Lumber & Hardboard + Plywood & Redwood «+ Pulp & Paper 
Dept. SBS, 659 Equitable Bidg., Portland, Ore 

Please send information on Packaged Fir Finish Lumber. 


Name____ =_ mona iano einen 


Firm_ 





Address 





Zone State_ 
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PRODUCT PARADE 





MOLDED-RUBBER PAIL 


An 18-quart molded-rubber pail 
made with DuPont Neoprene has 
been announced by Cauchotex In- 
dustries, Inc., Dept. SBS, 44 White- 
hall Street, New York 4, N. Y. 
Fortex NPL 80-18 pail is claimed 
to resist strongest acids, gasoline, 
kerosene, jet fuels, oils, greases, 
brake fluid, paints, and chemicals. 
Since Fortex is molded in one 
piece, reinforced with fabric for 
added strength, there are no seams 
to split. It reportedly will not leak, 
crack, or bulge. Molded round bot- 
tom eliminates corners where dirt 
can collect, and there are no sharp 
edges to cause body injury. 
Molded pouring lip and rubber 
covered handle add to pail’s use- 
fulness. It comes in quarts and half- 
gallons, and in 10 and 12 quart ca- 
pacities. 
Write Fl on reply card, page 93. 


IMPROVED WINDOW JOINT 


Marvel Lok joint is now incorporat- 
ed in Lee Bow window line of Lee 
Millwork Corp., Dept. SBS, Fair 
Lawn, N. J. 


Marvel Lok joint reportedly incor- 
porates several improvements that 
make it unique. Joint is guaranteed 
not to leak, and reportedly enables 


assembly with frame members “lock- 
ing” in place. An average-size frame 
can be assembled in 20 minutes, 
either in factory or on job site, and 
“blind” joint requires no additional 
moldings on inside of frame. 

Write F2 on reply card, page 93. 


CABINET DRAWER SLIDE 


A space-saving bottom mounting 
drawer slide, which requires only 
%” clearance between each side of 
drawer and frame, is available from 
Amerock Corp., Dept. SBS, Rock- 
ford, Ill. Drawer requires only 5/16” 
vertical clearance because nylon 
rollers on cabinet tracks and drawer 
tracks by-pass. 

Cabinet track is made of heavy- 
gauge steel and is ribbed for greater 
strength. Rear bracket on track 
mounts on front or back or rear 
cross bar. Elongated nail holes sim- 
plify final adjustment. Heavy zinc 
plating with golden chromate fin- 


———— 
—_—— 


ish provides rust resistance and 
lubricating qualities to minimize 
noise and provide smooth operation. 

Each pair of slides is furnished 
complete with drive nails. They 
come in standard sizes for 17”, 20”, 
22”, and 24” drawers. 

Write F3 on reply card, page 93. 


ACOUSTICAL PANELS 


Easy-to-install ceiling panels, said 
to contain 100,000 noise traps, are 
being marketed for do-it-yourself 
home field by Johns-Manville, Dept. 
SBS, 22 E. 40th Street, New York 
1G N.Y. 

Kleftone acoustical panels report- 
edly absorb up to 75 per cent of 
room noise. Their sculptured fissure 
pattern is designed to match luxury 
look of costlier panels. 

Material is furnished with factory- 
applied white finish that requires no 
further decorative treatment. Panels 
come with J-M’s “lightning joint” 
construction which conceals all nails 
or staples. 

Write F4 on reply card, page 93. 


HEAVY-GAUGE ROLLER TRAY 


Paint ioller tray No. 195, made of 
heavier geuse steel, is available from 
Bestt Rollr Co., Dept. SBS, 160 S. 
Brooke Street, Fond du Lac, Wis. 

Riveted legs of ductile metal can 
bend back and forth to adjust to 
ladder step for desired tray tilt. 
Raised fins in drain-off section are 
stamped in herringbone design, re- 
portedly assuring more even loading 
of roller. 

Tray accommodates both 7” and 
9” rollers and holds two quarts of 
paint. 

Write F5 on reply card, page 93. 


TILE-SIZED MARBLE 


Genuine marble cut to tile sizes for 
wall and floor areas has been in- 
troduced by R. Bertelli of Italy, 
available from Furstenberg & Co., 
Dept. SBS, 52 Broadway, New York 
Ss ee 

Said comparable in price to other 
wall and floor covering materials, 
Salirma marble is available in three 
patterns: herringbone, brick, and 
basket. It is cut in three tile sizes: 
So EO", 2%". « 8%", ana & x 12: 
in %” thickness. 


Salirma tile comes in 24 color 
tones in green, rose, brown, grey, 
and black and white. 

Write F6 on reply card, page 93. 
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MOVABLE HEAD NAIL 


A Flexhead nail for fastening Fiber- 
glas roof insulation to wood and steel 
roof decks has been announced by 
Owens-Corning Fiberglas Corp., 
Dept. SBS, 16 E. 56th Street, New 
York, N.Y, 


Designed by the E. S. Products 
Co., Mamaroneck, N. Y., nail has a 
movable head, 1-3/16” in diameter, 
which rides down when pressure is 
applied, and snaps back up when 
pressure is released. 

This development reportedly pro- 
vides flexibility in Fiberglas installa- 
tion. Nail will permit fastening of 
roof insulation directly to wood deck 
without application of bitumen. 

Flexhead plain nail for wood decks 
has typical roofing-nail shank. Flex- 
head riv-nail for steel decks has 
tapered shank and machined cutting 
edges. As nail penetrates, steel of 
deck becomes wedged into grooves 
of nail, providing a secure attach- 
ment to deck. 

Write F7 on reply ecard, page 93. 


ALUMINUM SIDING LINE 


Aluminum siding has been added to 
aluminum products line of the 
Weather-Proof Co., Dept. SBS, Litch- 
field, Il. 





Wepco aluminum siding is avail- 
able with or without laminated in- 
sulated backer-board, F.H.A. approv- 
ed, and can be purchased on a Title 
I loan. Construction is of heavy- 
gauge anodized aluminum with bak- 
ed-on enamel finish. Wepco siding 
also features a special interlock for 
tight, rattle-proof installation. Colors 
are white, grey, green, yellow, pink, 
and beige. 

A complete line of siding acces- 
sories and installation supplies is also 
available from Wepco, and two sid- 
ing displays. 

Write F8 on reply card, page 93. | 
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Offer your customers a new living area 
with VULCO Aluminum Porch Enclosures. 
Two VULCO frame sections interlock to 
: make fabrication and installation simple. 


4 SLIDING SCREEN DOORS 


This all-new VULCO Aluminum Door is 
easy to fabricate and will make a tremen- 
dous hit with home owners. Perfect com- 
panion to VULCO Porch Enclosures. 

















VULCO 
WINDOW SCREENS e 


VULCO Aluminum Window 
Screens are easily fabricated 
with a minimum of inventory 
necessary. New VULCO box 
frames No. 702 and 703 lower 
overall cost. 





HINGED 
4 SCREEN DOORS 
VULCO'S all-new extruded 


Aluminum Screen Door offers 
you lower material and labor 
costs plus a sturdier door for 
your customers. 











No. 702 
Box Frame with 
small .160 Plastic 
Spline Groove, 








No. PE-4 
1" Rolled Frame 
for doors and 
enclosures. 


| A Leader in the Industry since 1945. 
| Member: Screen Manufacturers 
Association, National Combination 
Storm Window and Door Institute. 


V 


SALES OFFICES: Atlanta, Ga 
Mountainside, N. J 


METAL PRODUCTS, Inc. 


South, Birmingham, Ala 


2801 6th Avenve, 
NEVER gour COMPETITOR 


Chicago, |! berty, M 


New York City: Tyler, Tex 


Birmingham, Ala 
New Smyrna Beach, Fla 
To: Vulcan Metal Products, Inc. CHECK ITEMS OF PARTICULAR 
Dept, SBS 
2801 6th Avenue, South, 
Birmingham, Alabama 
Please send me complete information 
about VULCAN Quality Products and 
VULCAN Service. No obligation. city STATE 
SRUREERRESERETERESRORUSNEEEEEEREEE 
MAIL COUPON TODAY 
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REDWOOD STAIN FINISH 


Development of durable finish to 
highlight natural appearance of red- 
wood has been announced by Geor- 
gia-Pacific Corp., Dept. SBS, Equi- 
table Building, Portland 4, Ore. 

Product reportedly contains enough 
natural pigment to enhance and 
“lock-in” redwood color. It also has 
an additive which inhibits bleaching 
action of sunlight, providing longer 
life for wood. Chemical mold-in- 
hibitor fortifies redwood’s natural 
resistance to common mold, mildew, 
and fungus. 

Composition of new stain report- 
edly is such that it will not precipi- 
tate at bottom of can. 

Write F9 on reply card, page 93. 


FIBERGLASS PANELING 


A new fiberglass and plastic build- 
ing panel called Decor-Flex is in- 
troduced by McPhran Corp., Dept. 
SBS, 115 Industrial Park Drive, 
Marietta, Ga. 

Test exposures reportedly indicate 
that panel has 2% to 3 times the 
color retention of conventional fiber- 
glass panel, and strength at least 


50 per cent higher than that de- 
manded by Commercial Standard 
CS-214-57. 

Unique surface patterning on 
Decor-Flex panels is said to afford 
greater resistance to impact, in addi- 
tion to decorative texture. They also 
are made in smooth finishes and may 
be used for glazing purposes. 

Decor-Flex comes in both trans- 
lucent and semi-opaque grades, in 
a variety of colors, sizes, and widths. 
Two weights are available — an 8 
oz. structural grade, and a 6 oz. func- 
tional grade. 

Write F10 on reply card, page 93. 


BLOCK WALL WINDOWS 


Block “buck” windows for concrete 
block walls — with frames made to 
full wall thickness — are introduced 
by Kewanee Manufacturing Co., 
Dept. SBS, Kewanee, III. 

No mortar sill is necessary, nor 
is there caulking to do at jambs. 
Head of window furnishes a chan- 
nel to which wood header plate can 
be laid, forming a good joint. 

Kewanee block “buck” windows 
are available in modular sizes, 2 
blocks wide x 2 or 3 blocks high; 
and the utility type, 2 block wide 
x 5 block high. 

Write F1ll on reply card, page 93. 





METALLIC VEINED TILE 


Gold veining distinguishes low-cost, 
marbleized vinyl tile introduced by 
Moultile, Inc., Dept. SBS, Box 128, 
Vails Gate, N. Y. 

New series, with the metallic look, 
is available in four basic colors and 
in standard 9” squares. Marbled gold 
tile is said to be the only heavy- 
gauge metallic vinyl-asbestos tile 
now on the market. 

Write F12 on reply card, page 93. 


WELDER ELECTRODE HOLDER 


A holder for arc welders electrodes 
has molded pistol grip with built-in 
safety cut-out to prevent accidental 
“flashes” or shocks. Current is turn- 
ed off when grip is released. 

Introduced by Frank Niemi Metal 
Products, Inc., Dept. SBS, Gurnee, 
Ill., Handi-Are electrode holder per- 
mits use of electrodes down to a 
short stub because of its tip grip 
action. Heavy-duty milled copper 
jaws adjust to accommodate rods 
of different diameters. 


Holder case is made of phenolic 
plastic finished in bright red. Work- 
ing parts are machined copper, and 
a receptacle in handle for self- 
clamping attachment of lead cord. 

Write F13 on reply card, page 93. 
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SCREEN-MAKING UNIT 


A Spartan table set-up for dealer 
fabrication of aluminum screens has 
been developed by Clark Wire & 
Supply Corp., Dept. SBS, 13131 Al- 
meda Road, Houston 21, Texas. 

One man can operate Spartan unit, 
reportedly delivering up to 4,000 
screens per month. Material storage 
and work space occupy 40 to 60 
square feet of floor space. 

Construction of sturdy 4’ x 8’ wood 
table is solid. Sliding metal jigs on 
table surface adjust quickly and lock 
to provide rigid inside and outside 
frame brace for wiring any size 
screen. A swinging single-mitre chop 
saw locks in position for a 45° or 
90° cut. Table has built-in 72” cali- 
brated rule with adjustable feature, 
and metal “square corner” guide 
bars on two sides. 

Write F14 on reply card, page 93. 


ALUMINUM BUILDING PANEL 


A new building panel made of Color- 
weld baked enameled aluminum has 
been announced by Reynolds Alu- 
minum Supply Co., Dept. SBS, 573 
West Peachtree Street, N.E., Atlanta, 
Ga. 

Color-Vee panel is formed in a 
2”, 4”, or 8” vee section and is fab- 
ricated from 36” wide Colorweld flat 
sheets 12’ long. 


With a base of .025” Reynolds alu- 
minum, a rolled on, baked DuPont 
DuLux enamel reportedly assures 
long, trouble-free life for the Color- 
Vee panel. 

Color-Vee’s varied uses as a dec- 
orative panel include store fronts, 
marquees, and interior applications 
as room divider panels and parti- 
tioning. The panels may be installed 
easily with a minimum of ordinary 


_ carpenter tools. 


Write F15 on reply card, page 93. 


SANITIZED WALL COVERING 


Vinyl wall covering incorporating 
bacteriostatic chemicals has been an- 
nounced by the Building Materials 
Division of General Tire & Rubber: 
Co., Dept. SBS, Akron, Ohio. 
Complete line of Bolta-Wall til 
and roll goods treated with this 
sanitizing process is now produced 
It reportedly renders material germ- 
odor-, and mold-resistant, as well as 
non-toxic and non-irritating. A wide 
range of colors and patterns is avail- 
able for sanitized Bolta-Wall, includ 
ing woodgrains and linen embossings 
Write F16 on reply card, page 93. 


WOOD COMBINATION DOOR 


Beauty of wood and convenience of 
aluminum are combined in this win- 
ter-summer screen and storm door 
— recently introduced by National 
Screen Co., Dept. SBS, Madison 
Avenue Extended, Suffolk, Va. 

Called the Aluma-Wood door, 
sturdy wood frame comes complete 
with two aluminum glass inserts that 
snap into place, plus full screen 
insert with cross-bar for extra sup- 
port. Ponderosa pine door is fully 
weather-stripped with special im- 
pregnated cork and rubber. 

Write F17 on reply card, page 93. 


FENCE POST PROTECTORS 


Aluminum cap, which reportedly 
eliminates chamfering of post tops 
and prevents checking of wooden 
posts, is introduced by American 
Tool & Engineering, Dept. SBS, 2105 
Moore Street, San Diego 1, Calif. 
Square-shaped aluminum stamp- 
ing, designed to fit over 4” x 4” posts, 
is reportedly easy to apply. Posts are 
cut off at desired height after they 
are set in ground. Caps are then set. 


Caps are offered in natural alumi- 
num or brass-colored anodized finish. 
Write F18 on reply card, page 93. 
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REDWOOD STAIN FINISH 


Development of durable finish to 
| highlight natural appearance of red- 
wood has been announced by Geor- 
gia-Pacific Corp., Dept. SBS, Equi- 
table Building, Portland 4, Ore. 

Product reportedly contains enough 
natural pigment to enhance and 
“lock-in” redwood color. It also has 
an additive which inhibits bleaching 
action of sunlight, providing longer 
life for wood. Chemical mold-in- 
hibitor fortifies redwood’s natural 
resistance to common mold, mildew, 
and fungus. 

Composition of new stain report- 
edly is such that it will not precipi- 
tate at bottom of can. 

Write F9 on reply card, page 93. 


FIBERGLASS PANELING 


A new fiberglass and plastic build- 
ing panel called Decor-Flex is in- 
troduced by McPhran Corp., Dept. 
SBS, 115 Industrial Park Drive, 
Marietta, Ga. 

Test exposures reportedly indicate 
that panel has 2% to 3 times the 
color retention of conventional fiber- 
glass panel, and strength at least 


50 per cent higher than that de- 
manded by Commercial Standard 
CS-214-57. 

Unique surface patterning on 
Decor-Flex panels is said to afford 
greater resistance to impact, in addi- 
tion to decorative texture. They also 
are made in smooth finishes and may 
be used for glazing purposes. 

Decor-Flex comes in both trans- 
lucent and semi-opaque grades, in 
a variety of colors, sizes, and widths. 
Two weights are available — an 8 
oz. structural grade, and a 6 oz. func- 
tional grade. 

Write F10 on reply card, page 93. 


BLOCK WALL WINDOWS 


Block “buck” windows for concrete 
block walls — with frames made to 
full wall thickness — are introduced 
by Kewanee Manufacturing Co., 
Dept. SBS, Kewanee, III. 

No mortar sill is necessary, nor 
is there caulking to do at jambs. 
Head of window furnishes a chan- 
nel to which wood header plate can 
be laid, forming a good joint. 

Kewanee block “buck” windows 
are available in modular sizes, 2 
blocks wide x 2 or 3 blocks high; 
and the utility type, 2 block wide 
x 5 block high. 

Write Fll on reply card, page 93. 


METALLIC VEINED TILE 


Gold veining distinguishes low-cost, 
marbleized vinyl tile introduced by 
Moultile, Inc., Dept. SBS, Box 128, 
Vails Gate, N. Y. 

New series, with the metallic look, 
is available in four basic colors and 
in standard 9” squares. Marbled gold 
tile is said to be the only heavy- 
gauge metallic vinyl-asbestos tile 
now on the market. 

Write F12 on reply card, page 93. 


WELDER ELECTRODE HOLDER 


A holder for arc welders electrodes 
has molded pistol grip with built-in 
safety cut-out to prevent accidental 
“flashes” or shocks. Current is turn- 
ed off when grip is released. 

Introduced by Frank Niemi Metal 
Products, Inc., Dept. SBS, Gurnee, 
Ill., Handi-Arc electrode holder per- 
mits use of electrodes down to a 
short stub because of its tip grip 
action. Heavy-duty milled copper 
jaws adjust to accommodate rods 
of different diameters. 


Holder case is made of phenolic 
plastic finished in bright red. Work- 
ing parts are machined copper, and 
a receptacle in handle for self- 
clamping attachment of lead cord. 

Write F13 on reply card, page 93. 
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SCREEN-MAKING UNIT 


A Spartan table set-up for dealer 
fabrication of aluminum screens has 
been developed by Clark Wire & 
Supply Corp., Dept. SBS, 13131 Al- 
meda Road, Houston 21, Texas. 

One man can operate Spartan unit, 
reportedly delivering up to 4,000 
screens per month. Material storage 
and work space occupy 40 to 60 
square feet of floor space. 

Construction of sturdy 4’ x 8’ wood 
table is solid. Sliding metal jigs on 
table surface adjust quickly and lock 
to provide rigid inside and outside 
frame brace for wiring any size 
screen. A swinging single-mitre chop 
saw locks in position for a 45° or 
90° cut. Table has built-in 72” cali- 
brated rule with adjustable feature, 
and metal “square corner” guide 
bars on two sides. 

Write F14 on reply card, page 93. 


ALUMINUM BUILDING PANEL 


A new building panel made of Color- 
weld baked enameled aluminum has 
been announced by Reynolds Alu- 
minum Supply Co., Dept. SBS, 573 
West Peachtree Street, N.E., Atlanta, 
Ga. 

Color-Vee panel is formed in a 
2”, 4”, or 8” vee section and is fab- 
ricated from 36” wide Colorweld flat 
sheets 12’ long. 


With a base of .025” Reynolds alu- 
minum, a rolled on, baked DuPont 
DuLux enamel reportedly assures 
long, trouble-free life for the Color- 
Vee panel. 

Color-Vee’s varied uses as a dec- 
orative panel include store fronts, 
marquees, and interior applications 
as room divider panels and parti- 
tioning. The panels may be installed 
easily with a minimum of ordinary 
carpenter tools. 

Write F15 on reply card, page 93. 


SANITIZED WALL COVERING 


Vinyl wall covering incorporating 
bacteriostatic chemicals has been an 
nounced by the Building Materials 
Division of General Tire & Rubbe1 
Co., Dept. SBS, Akron, Ohio. 
Complete line of Bolta-Wall tile 
and roll goods treated with this 
sanitizing process is now produced 
It reportedly renders material germ- 
odor-, and mold-resistant, as well as 
non-toxic and non-irritating. A wide 
range of colors and patterns is avail- 
able for sanitized Bolta-Wall, includ 
ing woodgrains and linen embossings 
Write F16 on reply card, page 93. 


WOOD COMBINATION DOOR 


Beauty of wood and convenience of 
aluminum are combined in this win- 
ter-summer screen and storm door 
— recently introduced by National 
Screen Co., Dept. SBS, Madison 
Avenue Extended, Suffolk, Va. 

Called the Aluma-Wood door, 
sturdy wood frame comes complete 
with two aluminum glass inserts that 
snap into place, plus full screen 
insert with cross-bar for extra sup- 
port. Ponderosa pine door is fully 
weather-stripped with special im- 
pregnated cork and rubber. 

Write F17 on reply card, page 93. 


FENCE POST PROTECTORS 


Aluminum cap, which reportedly 
eliminates chamfering of post tops 
and prevents checking of wooden 
posts, is introduced by American 
Tool & Engineering, Dept. SBS, 2105 
Moore Street, San Diego 1, Calif. 
Square-shaped aluminum stamp- 
ing, designed to fit over 4” x 4” posts, 
is reportedly easy to apply. Posts are 
cut off at desired height after they 
are set in ground. Caps are then set. 


Caps are offered in natural alumi- 
num or brass-colored anodized finish. 
Write F18 on reply card, page 93. 
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ADJUSTABLE ROLLER LATCH 


Two sizes of new adjustable “roller 
latch” in rust-proof brass are avail- 


facturing Co., Dept. SBS, St. Louis, 
Mo. 

Large size (No. 1435) is for in- 
terior passageway wardrobe bi-fold- 
ing and accordion doors; small size 
(No. 1436) is suitable for cabinet and 
other lightweight doors with a mini- 
mum of %” door thickness. 

Steel roller, it is claimed, will not 
wear out, smudge dcor, or strike. 
It operates silently, and is spring- 
mounted. Hidden adjustable screw 
creates positive, sure-latch tension 
in all installations. 

Latch is available in four finishes: 
brass, dull bronze, bright chrome, 
and dull chrome. 


ALUMINUM ROOF PANELS 


Giant-size prefabricated aluminum 
panels for constructing patio roofs 
are introduced by Hess Manufactur- 
ing Co., Dept. SBS, Quincy, Pa. Each 


Armaclad panel is 2’ wide, and 
lengths of 6’, 8’, 10’, and 12’ are avail- 
able. Longer panels are made on 
special order. 

Balanced sandwich construction 
provides extra strength. A rigid un- 
der-skin of fibre board is bonded 
to each side of strutted core of kiln- 
dried fir. Patterned aluminum is ap- 
plied to each panel side. Assembly 
is then bonded together under heat 
and pressure into a single unit. Pan- 
el thickness is determined by load 
factor required. 

Tongue and groove edges hold 
panels in horizontal alignment, re- 
installa- 


able from C. Hager & Sons Manu- Write F19 on reply card, page 93. 
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GLASS SHOWER ENCLOSURE 


This space-saving Gulfspray daylight 
shower enclosure — which elimi- 
nates 4” walls necessary for stall 
showers — is offered by Binswanger 
& Co., Dept. SBS, 207 N. Main Street, 
Houston, Texas. 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine Shop and Selects 
Sugar and Ponderosa Pine Boards 
Douglas and White Fir Shop and Selects 

* Douglas and White Fir Dimension and Boards 
incense Cedar Boards 

Redwood Siding and Finish 

Ponderosa Pine and Fir Mouldings 

Pine Sash and Panel Doors 


In addition WME oe actively engaged in the 


procurement and distribution of all West Coast lumber 
products and maintain buying offices in producing areas 
to give the trade complete one-call service. _Two side walls of enclosure are 

either clear or obscure glass, per- 
mitting interior to be light and 
bright. Sturdy aluminum extrusions 
are said not to rust, rot, or warp. 
Either a Satin or Brite finish is 
available. 

Where corner enclosure is not 
practical, or where light from three 
sides is desired, three-sided special 
enclosure is available. It is located 
so that fixed wall becomes back of 
enclosure and other three sides are 
glass and metal. 

Write F21 on reply card, page 93. 
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Ductile-iron sheaves have replaced 
plate steel on boom-type unloaders 
offered by Side-O-Matic Unloader 
Corp., Dept. SBS, York, Pa. 

Switch to ductile-iron from steel 
reportedly has reduced costs by 10 
to 20 per cent. The entire assembly 
is lighter in weight. Unloader is 
factory-installed on a customer-sup- 
plied three-four-axle truck or trailer 
chassis. 

Machine can lift and deposit cubes 
of concrete blocks, bricks, or pal- 
letized loads weighing up to 4500 
pounds. Cubes are lifted by a six- 
tine fork. Boom swings a full 360 
degrees to unload from any position. 

Write F22 on reply card, page 93. 


SELF-ADJUSTING RAILINGS 


Superior aluminum railings and 
banisters — designed with swivel 
action to make them self-adjusting 
for steps — have been introduced by 
Superior Aluminum Products, Inc., 
Dept. SBS, P. O. Box 1442, Youngs- 
town, Ohio. 








Lengths from 3’ to 12’ in straight 
or step railings are available, ready 
to install. Also available is a lineal- 
length package with all materials 
included necessary for making rail- 
ings of numerous styles and designs. 

Superior railing comes with satin 
anodized finish. Matching scrolls and 
patio columns are available with 
single or double scrolls, cast rose, 
and oak leaf inserts. 

Write F23 on reply card, page 93. 
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Head starts for 
‘Better Fireplaces 


pre-built by ¥ 
Majestic | 





DESIGNED 
With the mason 
in mind! 


Majestic 
Circulator Fireplace 


@ Circulates heat other fireplaces waste 
@ Pre-engineered — eliminates guesswork 


Smoke dome, downdraft shelf, damper 
and firebox in one unit, proportioned for 
efficient operation. Addition of ductwork 
circulates warmth to other parts of 
house. Heavy gauge steel. Six sizes. Fin- 
ish with any style mantel. Saves time, 
work, expense; gives all the sure-fire 
performance of finest all-masonry job 





Majestic’s exclusive ‘Radiant Blades’, welded to back 
and sides of firebox, capture maximum of circulating air 
and direct it over hottest part of unit for increased heating 
efficiency. Also adds rigid support to firebox wall. 


Majestic 
SMOKE DOME 


@ Ideal for multi-opening fireplaces 
@ Integral lintel saves masonry time 


High, sloping sides cut work, elimi 
nate guesswork. Built-in damper, un- 
breakable blade, handy “O” and “C” 
pull chains. 7 sizes. 

CEE 


Formed steel 

damper with an 

unbreakable stee! valve 

plate that fits snugly to damper 

opening. Poker type or rotary 

face control. Heavy gauge steel 

construction withstands effects 
of weather and hard use. 


18 Different — 
SIZES ’ 


i 


Cast iron damper, 

built for exceptional 

pepe yi hes ga 
steel valve plate, carefully 
fitted to cast body for tight 
closing. Rotary face or 
poker 5 


eee eseueeveeeeeeeeeeeseeeve 


WRITE FOR MAJESTIC’'S COMPLETE FOLDER OF BUILDING PRODUCTS 
The Majestic Co., Inc. 414-AC Erie Street, Huntington, Indiana 
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PLASTIC LAMINATE DESIGN 


In keeping with the trend toward 
using motion in design, Swedlow 
Plastics Co., Dept. SBS, 394 North 
Meridian Road, Youngstown 9, Ohio, 
has introduced a new pattern for 
decorative plastic laminate. 

The Flite design will be marketed 
under the trade-name of Kevinite, 
a flexible laminate composed of spe- 
cial grades of core papers impreg- 
nated with an overlay of thermo- 
setting resin. 

Adaptable to many residential, 
commercial, and institutional uses, 
it is available in rolls 30” and 36” 


beige, and white. Designs come in 
the following overprints: gold and 
gray, gold and yellow, and light 
and dark beige. 

Write F24 on reply card, page 93. 


VERSATILE PICNIC TABLE 


Convertible for use as two benches, 
two snack bars, or one picnic table, 
Bar-B-Nic serves many purposes in 
outdoor or indoor use. It is manu- 
factured by Olson Manufacturing 
Co., Dept. SBS, Albert Lea, Minn. 


Kit contains only hardware — 
welded high carbon steel tubing with 
rust-resistant plated finish. Lumber 
may be bought cut to size. 

Walk-in design of unit means no 
step-over seats. Lifting is reduced 
since units slide on tubular supports, 











like a sled. 


wide, and is produced in four basic 
Write F25 on reply card, page 93. 


background colors: charcoal, yellow, 


ALUMINUM SCREEN DOORS 


The Columbia Aluminum Screen Door is a top quality, budget priced door, com- 
bining durability with pleasing appearance. Sections, which measure '¥/16” x 1%” are 
made the right way, the expensive way, by cold roll-forming heavy gauge aluminum. 
Rigidity and strength are built in by precision press-formed corners, cold-welded for 
additional protection against warp and spring. It can be adjusted as much as one 
inch in both width and length which has great sales appeal to builders and do-it- 
yourself fans. It means also that only six sizes will cover 92% of all standard doorways. 

Another sales-making feature of the Columbia Screen Door is that all necessary 
hardware is included with it. Guaranteed Door Closer, Knob Latch, 10'/2” Kick-plate, 
4/2" Push Bar, Oil-lite hinges and all necessary screws are packed with each Columbia 
Door. No extra stock to carry. 

Expander Bars on one side and bottom allow adjustments up to 1” in both width 
and length. This insures perfect fit for odd size doorways or ones out of true. Hinges 
are riveted to side expander bar which is easily and quickly installed for either right 
or left hand operation. 

Despite all these extra features, the door is priced for profitable volume selling. 

Ask your distributor for Columbia Aluminum Screen Doors or write us direct. 


THE COLUMBIA MILLS, INC. 
SYRACUSE 1, NEW YORK 


MULTI-COLOR LACQUER 


e 


One spray coat results in an un- 
usual, decorative effect with Mello- 
Tex, a lacquer-base, multi-color 
paint manufactured by Lowe Broth- 
ers Co., Dept. SBS, Dayton, Ohio. 
Its patterns conceal seams and other 
minor imperfections. 

Product is now sold in a new quart 
package designed to appeal to hob- 
byist and home decorator. 

Twelve colors are available, in 
varied patterns — achieved through 
decorative intermixes. Mello-Tex re- 
portedly works equally well on met- 
al, stucco, brick, cement, dry wall, 
and plaster. 

Write F26 on reply card, page 93. 


























Three styles of Grilles are available. 
Doors may be ordered with Grille 
attached. 


COLUMBIA-MATIC TENSION SCREENS * COMBINATION STORM DOORS e FRAMED SCREENS ¢ FABRIC FOLDING DOORS 
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INSECT EXTERMINATOR 











An automatic electro insect destroy- 
er, designed to attract and electro- 
cute most night flying insects, has 
been introduced by Electro-Lads 
Manufacturing Co., Dept. SBS, Box 
2262, Dearborn, Mich. 

Portable unit is constructed of 
lightweight weatherproof materials. 
A blacklight lamp which emits a 
pale blue light, and a three-wire 
cord set with adapter and mounting 
bracket, completes the set, which 
operates from 115-volt, 60-cycle, AC 
power source. 

Device is normally mounted with 
bottom of panel 8’ above ground. 
Panel is positioned broadside and 
away from area to be protected. The 
28” square unit weighs 18 pounds. 

Write F27 on reply card, page 93. 


MASTIC WATER-STOP 


A flexible mastic water-stop called 
Joint ’n’ Crack sealer is introduced 
by the Kle’e Waterproofing Corp., 
Dept. SBS, 4011 Red Bank Road, 
Cincinnati 27, Ohio. 


Besides filling joints and cracks 
in concrete, it can be applied also 
to stucco, plaster, and metal, and 
will bond to terrazzo and porcelain 
enamel. Another application is as a 
control joint between structural 
steel, concrete, stone, pipe, and glass. 

Made from specially synthesized 
rubber compounds and long fibre 
asbestos, it reportedly does not run 
or sag under hot sun, nor will it 
become excessively hard and brittle 
at low temperatures. 

When applied to porous surfaces, 
no primer is required, It dries with- 
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in minutes after application, and can 
then be painted with rubber base, 
alkyd, latex or oil-type paints, or 
left light gray. 

Packed in a cartridge with plastic 
nozzle, Joint ’n’ Crack sealer is ap- 
plied with caulking gun or can be 
troweled into place. 

Write F28 on reply card, page 93. 


GARAGE DOOR OPERATOR 


Vacuum tubes are eliminated in this 
fully transistorized garage door oper- 
ator introduced by Delco Products 
Division, Dept. SBS, General Motors 
Corp., Dayton, Ohio. Vacuum tube 


“burn out” has been a prevalent 
} 
i 


cause of service calls in conventiona 
sets, manufacturer claims. 
Delco-matic fits any new or exist- 


ing track-type overhead garage door 


of single, double, or twin size, and 
requires only 2%” of space ove! 
highest point of door travel. Com- 
plete set includes transmitter and 
antenna for mounting on car, a ga- 
rage receiver, motor, cable-driven 
operator, shock absorber, and wall 
switch. 

Write F29 on reply card, page 93. 


ROLL VALLEY, FLASHING 


Addition of galvanized roll valley 
and flashing to its line of metal 
building products has been announ- 
ced by Quaker State Metals Co 


Dept. SBS, Lancaster, Pa. 
Fabricated from 28-, 29-, and 30- 
gauge galvanized steel, it is re- 
portedly one of the more rigid roll 
valley and flashing materials on the 
market today. It is available in 50’ 
rolls, in 12 widths from 4” to 30” 


Write F30 on reply card, page 93. 


LINE DOESN'T HAVE A 
POPULAR PRICED DOUBLE 
OVEN MODEL THEN 


nvestigate!) 


THE NEW 


ELECTRIC OVENS 


| YOUR ELECTRIC BUILT-IN 


ae | 


the large 18 
in, upper oven 


economy size 
16 in. lower 
oven 


MODERN MAID is also the only line 
with a complete assortment of Super- 
Thin Range Tops that allow drawer 
space underneath and are completely 
interchangeable with the MODERN 
MAID GAS BUILT-INS. 


36" range 
top with 
griddle 


30''four-unit « 
range top 


16" two-unit 
range top 


Matching griddle 
model, only 
16" wide 


Write today 
for specifications 
and descriptive 

literature 


TENNESSEE STOVE WORKS 
CHATTANOOGA 1, 


TENNESSEE 
In Canada 

Superior Electric Ltd 

Pembroke, Ontario 
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DRILL SAW ATTACHMENT portable drill or fixed drill press, has HOME INTERCOM SET 
been introduced by Williams & Scott 
Co., Dept. SBS, Box 7424, Kansas 
City 16, Mo. 

Drilsaw operates as a crosscut, rip, 
jig, coping, keyhole, or hacksaw. It 
reportedly handles wood 2” thick, 
or aluminum, brass, or mild steel 
up to %” thick as efficiently as 
conventional saber saw. 

Long stroke and high speed of 
Drilsaw reportedly contribute to ease 
of control in following pattern lines 
of material. Holes can be started in 
wood or light metal without pre- 


A precision-built, versatile saw for drilling. ’ : , 
use as an accessory on any % hp Write F31 on reply card, page 93. Transistorized home intercom-radio 
system with flexible Dynasonic de- 

: —— — sign has been introduced by Talk- 

: A-Phone Co., Dept. SBS, 1512 South 

Another good reason why it pays to be a Dealer Pulaski, Chicago 23, Ill. System re- 
portedly uses no tubes, emits no 

heat, and does not mar or damage 


anneal = walls. 


Transistor circuit will last  in- 
definitely, it is claimed, and offers 
dependable and economical perform- 
ance. Units can be either surface 
or flush mounted, and are finished in 
blended tones of gold, polished silver, 
and satin silver. 

Its uses include answering outside 
doors from any room, holding con- 
versations between rooms, and moni- 
toring of nursery or sick room. 

Write F32 on reply card, page 93. 


METAL BACKED TAPE 


Paper joint tape for drywall con- 
struction, featuring a 1%”-wide 
metal backing of flexible bonderized 


Prospects unlimited steel, is announced by United Dry 
Wall Products, Inc., Dept. SBS, 6573 


when you stock Pearl Road, Cleveland 30, Ohio. 
the complete Dickey Line ee 


Almost everyone who visits your yard is a pros- 
pect for the Dickey Clay Products you stock. 
Dickey Perma-Line® Clay Pipe and the Dickey 
Coupling are the perfect pair for plumbers...the 
best combination they can buy for fast,. low-cost 
and permanent house sewers. Builders need flue 
| lining, wall coping and drain tile. In addition to 
these two main customers, there are always 
many small sales to home owners and farmers. 
Drain tile and wall coping...for down-spout 
splash boards...are just two of the many Dickey 
Clay Products you can supply for home and 
farm use. Remember, you have products for : : _ 
everybody when you stock the Dickey Line. Poa Se a cae peg 
against joint. Metal surface com- 
Providing improved sanitation for better living are malar wae at ae oad 
more. Metal backing is said to elimi- 


AN sanitary | nate joint lines, shrinkage lines, and 
See ‘ salt-glazed | ridging that appear frequently when 
' clay pipe paper tape is used. 


Ww. S. DICKEY CLAY MFG. CO. Metal back tape is made in con- 
| tinuous 100-foot rolls. One roll 








Birmingham, Ala. Chattanooga, Tenn, Kansas City, Mo, Meridian, Miss, 
St. Louis, Mo, San Antonio, Tex. Texarkana, Tex.-Ark. | 


| weighs 4.5 pounds. Material is pack- 


iis. ; rye ed ten rolls per carton. 
If it's made of clay it's good... if it's made by Dickey it's better | Write F33 on reply card, page 93. 
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BRASS LIGHTING FIXTURES 





nee we -a5ts 


Ms 


A five-unit family of Spiralite light- 
ing fixtures has been introduced by 
Moe Light Division of Thomas In- 
dustries, Inc., Dept. SBS, 410 South 
Third Street, Louisville 2, Ky. 

Spiralite series highlights use of 
polished brass, with concentric cir- 
cles impressed around perforated 
shade. 

Series includes pole lamp, a three- 
light cluster, a pulldown, a close- 
to-ceiling unit, and a single pendant. 

Write F34 on reply card, page 93. 


ROOF INSTALLATION TOOLS 


Teco-U-Grip, engineered joist hang- 
er that reportedly costs less, is avail- 
able from the Timber Engineering 
Co., Dept. SBS, 1319 18th Street, 
N.W., Washington 6, D. C. 

Reportedly fast and easy to in- 
stall, Teco-U-Grips come in two 
sizes to fit 2x6’s to 2x14’s. Device is 
said to save ledger stripping, notch- 
ing, and shimming. Special nails are 
packed with hanger. 

Teco also offers its Du-Al-Clips 
for all secondary connections with 
2” or thicker lumber. Framing an- 
chors grip both headers in floor and 
ceiling framing, and both plates in 
roof anchorage. Du-Al-Clips report- 
edly require no bending, and elimi- 
nate toe nailing, notching, ledger 
strips, and strap hangers. 

Write F35 on reply card, page 93. 


CLOSET POLE SOCKET 


closet row 3 





Rite-Way high-impact styrene plas- 
tic closet pole socket — designed to 
facilitate closet pole installation — 
has been introduced by Rite-Way 
Specialty Manufacturing Co., Dept. 
SBS, P. O. Box 2022, Santa Monica, 
Calif. 

Said to be stronger than wood, 
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socket reportedly will not split and 
can be painted any color. After pole 
is cut to correct length it can be 
installed simply in two plastic sock- 
ets, which have a screw in each 

Write F36 on reply card, page 93. 


NOISE-QUIETING TILE 
Celotex Corp., Dept. SBS, 120 S 
La Salle St., Chicago 3, IIl., has 
added three patterns to its acousti- 
cal ceiling tile line. 

Lyric pattern in Hush-Tone line 
features miniature perforations in 


CALL HUTTIG 
FIRST... 


they'll 
have it! 


HUTTIG HAS IT IN L49CITIES r 


a swirling pattern. Fissured Hush- 
Tone is deeply-etched texturing, 
with appearance of travertine mar- 
ble. Vogue design is a three-color 
pattern with beige tones on linear 
random perforated white back- 
ground. 

Write F37 on reply card, page 93. 


Seem eteT ee 


‘just pick up \ 
| your phone 


Huttig assembly plants and warehouses, in 14 
cities, always ready for you with quality 
building products, kept at peak of completeness. 


On-time delivery is one of many advantages 


of dealing with Huttig. In each city, 


experienced representatives are ready at your 
call to assist with your customers’ problems, 


Pick up your phone... now! 


MANUFACTURERS: all types of quality millwork, Satin Brand Door 
Units, Satin Seal Window Units, Satin Brand By-Passing and 
Pocket Door Frames, Windows, Frames, Louver Doors and Blinds. 


DISTRIBUTORS: nationally known building products. . . 


Andersen Windowalls, General SSS Doors, Twindow, Thermopane, 
Berry Steel Garage Doors, Marlite, Upson Products, Armatol 
Wood Preservative, Prefinished Hardwood Plywoods, Miami Bath- 
room Cabinets, Plaswood, Coffman Ornamental lron, Weiser 
Locks, WelBilt By-folding Doors, WPP and Fir Mouldings, Fir 


Plywoods, Fir & WPP Doors. 


HELPING YOU 
BUILD THE 


SOUTH 


SASH & DOOR CO. 


* Birmingham Sash & Door Co. ** Memphis Sash & Door Co. 


Since 1885 © St. Louis 10, Mo. 


tAmerican Sash & Door Co, 


For more details on above items, use Coupon on Page 93 89 
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SILENT SALESMEN 





MODEL KITCHEN PACKAGE 


Any of seven natural finishes avail- 
able for Fashionwood line of nat- 
ural wood cabinets can be specified 
by Curtis dealers when ordering 
model kitchen display packages. 
Four such package displays have 
been readied for Curtis dealers. 

Layout of units ranges from a basic 
exhibit of cabinets only, to a deluxe, 
L-shaped display of cabinets com- 
plete with built-in range and count- 
er-top stove and sink. 

Accompanying each display unit 
are these promotional materials: 
colorful window banner; Fashion- 
wood sales and decorating portfolio; 
250 brochures for in-store distribu- 
tion; and 500 mailing pieces with 
printed message to home-owners. 

Contact: Curtis Companies, Inc., 
Dept. SBS, Clinton, Iowa. 


PLUMB BOB KIT 


Precision brass-finished plumb bob, 
slack adjuster, and strong mason’s 
line attached to a wall or pegboard 
display card are contained in an 
Exact plumb bob kit merchandiser. 

Plumb bobs are designed for ac- 
curacy, and introduce a new fea- 
ture to facilitate string insertion. 
The Exact kit comes in five sizes: 
4, 6, 8, 12, and 16 ounces. 

Contact: Exact Level & Tool Mfg. 
Co., Inc., Dept. SBS, High Bridge, 
N. J. 


LUMBER POSTERS 


This pair of 38” x 30” full-color dis- 
play posters printed on heavy paper 
stock is available free while they 
last. Lumber sales aids come neatly 


90 


packaged in sturdy mailing tubes. 

One poster advises readers to 
“Live Better In A Home of Your 
Own. Build Better With West Coast 
Lumber.” 

Companion poster shows a young 
husband barbecuing steaks on fami- 
ly patio. This same color photo- 
graph is currently appearing as the 
central theme of all West Coast Lum- 
bermen’s national advertising. 

Contact: West Coast Lumbermen’s 
Assn., Dept. SBS, 1410 S.W. Morri- 
son Street, Portland 5, Ore. 


CEILINGS MERCHANDISER 


Deluxe Armstrong ceilings mer- 
chandiser unit includes back panel 
of Silver Cushiontone, together with 
special design device that points up 
its glittering silver effect. 


Rack holds samples of other Arm- 
strong designs, and picture story 
explains how acoustical ceilings are 
installed and how sound-condition- 
ing works. Unit also includes litera- 
ture rack and three lighted, full- 
color ektachromes showing Cushion- 
tone installed in attractive room set- 
tings. 

Contact: Armstrong Cork Co., 
Dept. SBS, Lancaster, Pa. 


NAIL WALL CHART 


A colorful wall chart showing “pen- 
ny-wise” and corresponding nail 
lengths in inches is now available 
from W. H. Maze Co. 

Chart also shows many types of 
Maze nails in threaded and plain 
shanks, including rust - resistant 
Stormguard nails for roofing, siding 
and trim, interior nails, and corru- 
gated roofing nails. 

Contact: W. H. Maze Co., Dept. 
SBS, Peru, III. 


PAINT SPRAY EQUIPMENT 


Two merchandise display boards 
show the Campbell-Hausfeld line of 
air compressors and paint spray 
equipment. Both units are finished 
in red, black, and beige. 


Wall ~ ae 5 


comes 


merchandiser, 32” 
complete with five spray 
guns, two respirators, filter, filter 
and regulator assembly, pressure 
gauge, three-way coupler, air chuck 
and cup assembly. 

Floor merchandiser, 61” high x 
32” wide x 24” deep, mounts wall 
section on strong, four-legged stand 
with additional wide shelf for fur- 
ther display. Shelf features Camp- 
bell-Hausfeld’s Pressure Maid and 
Pressure Queen compressors, three- 
gallon material tank, 15’ of material 
hose and 25’ of air hose. 

Contact: Campbell-Hausfeld Co., 
Dept. SBS, Harrison, Ohio. 


WASHER ASSORTMENT BOX 


Schaul’s faucet washer and replace- 
ment screw display is now available 
in a 12-compartment bright orange 
metal box. 

Included in assortment are 2,000 
units — all neoprene washer sizes 
from 00 to %”, and brass screws in 
all four faucet threads. 

Display box has location chart 
mounted in lid to encourage self- 
service selection. Full instructions 
for installation of washers answers 
questions and saves sales time. 


Contact. Schaul Manufacturing 
Co., Dept. SBS, 6300 Roland Avenue, 
Cleveland 27, Ohio. 
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BUILT-IN RANGE DISPLAY 


A new built-in gas range display is 
available to Modern Maid dealers 
and distributors. 


It includes a 30-pound roaster for 
demonstration in oven. It also shows 
how a drawer may be located only 
3” below the “super thin” drop-in 
counter top. 

Point of sale signs are mounted on 
pegboard backboard, as well as color 
chips. A Modern Maid hood can be 
mounted above range top. 

Illustrated color folder, including 
specifications, is also available on 
entire Modern Maid line of gas and 
electric built-ins. 

Contact: Tennessee Stove Works, 
Dept. SBS, Chattanooga 1, Tenn. 


PACKAGED HARDWARE 


The Penn-Akron line of cabinet 
hardware can be handily displayed 
on dealers’ shelves in colorful new 
red and white boxes of varying sizes. 
To provide instant identification, 
each box is clearly labeled as to con- 
tents. The label also carries a picture 
of the particular item packaged in 
the box. 

Contact: Penn-Akron Corp., Hard- 
ware Division, Dept. SBS, Woodside 
th; BX: 


PREFINISHED PANELING 


Unit provides an attention-getting, 
panoramic display of prefinished 
hardwood paneling, hardboards, red- 
wood, overlaid plywood, and struc- 
tural plywood. Each large (16”x12”) 
sample swings out to reveal com- 
plete specifications on back. 

Additional information is avail- 
able from large literature section 
incorporated in the front of display 
Ample storage space is concealed 
beneath literature section. Attrac- 
tive lighting is built into unit and 
log-end trade mark on top is self- 
lit. 

Contact: Local Georgia - Pacific 
Corp. representative. 


HARDWOOD PLYWOOD SEAL 


Decorative hardwood plywood wall 
panels, floors, and cabinet-work soon 
will be complemented by the Hard- 
wood Plywood Institute’s gold tags 
and labels. 

These seals certify high quality 
standards, and attest livability and 
durability of North American hard- 
wood plywoods. Products bearing 
gold HPI seal are made from ply- 
woods that have been tested by 
HPI laboratory. 

Contact: Hardwood Plywood In- 
stitute, Dept. SBS, 2310 S. Walter 
Reed Drive, Arlington 6, Va. 





Have You Placed Your Order for Screen Doors, 
Window Screens and Similar Products? 


N-300GW Ponderosa 
Pine with Galvanized 
Wire Cloth 


Pine with Galvanized 
Wire Cloth 


Why not use ONE source of supply 
It will simplify your purchasing plus 


Check the array of items offered by 
are available in a variety of popular styles. 
sa Pine, 1¥e‘’ Douglas Fir or 7%’ Southern 


SUFFOLK, VIRGINIA. Screen Doors 
Take your choice of 1 %’’ Ponder 








N-400B Four-light 
Ponderosa Pine 
Combination Door 


N-537AWF Douglas 
Fir with Aluminum 
Wire Cloth 


for all your Screen Doors and similar items? 
saving you time and money. 


the NATIONAL SCREEN COMPANY, 
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Thies: 


Yellow Pine and Aluminum, Bronze or Galvanized Wire Cloth. Also available 
in various finishes and with several types of grills. Combination Doors are avail- 
able in both 1 ¥e’’ Ponderosa Pine or heavy-duty extruded Aluminum. Plus a full 
line of similar products. 


The Complete NATIONAL Line offers all these products from 
one supplier: 
Screen Doors © Window Blinds 
Louvre Doors @ Window Ventilators 
Combination Doors ® Storm Sash 
Window Screens @ KD Screen Frames 
® Mouldings, and other items 


NATIONAL SCREEN COMPANY 
SUFFOLK, VIRGINIA 


G-P Panoramic Forest products 
point-of-purchase display is being 
offered to qualified dealers as part 
of Georgia-Pacific Corp.’s summer 
promotion program. 


Ask Your Jobber 
or Write for our 
Catalog Today! 
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ROYALAIR 


LITE 


Revolutionary idea for a flush door insert 
gives you a combination door lite and 
double hung window 

Door lites may be included to make up 


your prepaid shipment of 150 Ibs 


Sold through jobbers only. 


Call or Write 
AL FIELDS 


SOUTHERN 


DOOR LITE COMPANY 


46 WESTLAND BOULEVARD, SW 
ATLANTA 10, GA. 


For more details on above items, use Coupon on Page 93 


SAW BLADE MERCHANDISER 

















This four-color counter-wall mer- 
chandiser holds up to 120 Victor 
Standard and Moly High Speed hack 
saw blades of 10” and 12” lengths. 

The 8” x 18” display is a perma- 
nent metal type designed to be used 
on a counter, pegboard or bar rack, 
or mounted on the wall. 

Contact: Victor Saw Works, Dept. 
SBS, Middletown, N. Y. 


COLORED PAINT BRUSHES 


Gerts, Lumbard & Co. has intro- 
duced its fashion Coloramic assort- 
ment of all-colored Tynex nylon 
paint brushes. 

Packaged in attractive black and 
white striped display box, assort- 
ment consists of six each of four 
different nylon pastel colorings: 
Dawn pink, spring green, sun gold, 
and sky blue. Each brush is wrap- 
ped in clear vinyl. 

Contact: Gerts, Lumbard & Co., 
Dept. SBS, 3407 N. Kimball Avenue, 
Chicago, Il. 


ROOFING SALES AIDS 


Merchandising aids on quality roof- 
ing for display in model homes are 
available to builders from Allied 
Chemical’s Barrett Division. 


Aids include an easel-backed shin- 
gle display with an 11” x 9” cutout 
of a snow-white shingle and four 
smaller cutouts of other shingle col- 
ors. Also included is a citation 
certifying that quality, name-brand 
materials are used in the roof. A 
booklet on importance of good roof- 
ing, “For Fine Homes .. . A Fine 
Roof,” completes the sales package. 

Contact: Barrett, Dept. SBS, 40 
Rector Street, New York 6, N. Y. 


PACKAGED HARDWOOD LEGS 


Addition of a new display package 
for its line of do-it-yourself tapered 
hardwood legs has been announced 
by Gerber Wrought Iron Products. 
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The red, white, and blue display 
carton holds 14” or 16” legs. Illus- 
trations on outside of package show 
uses for legs, parts to assemble, and 
point of sale features. Screws are 
included in package. 

Contact: Gerber Wrought Iron 
Products, Inc., Dept. SBS, 2540 Far- 
rar Street, St. Louis 7, Mo. 


RANGE HOOD DISPLAYS 


Two Berns Air King ventilating 
range hood displays are now being 
offered dealers. 

Floor display, called “Hi-Rise,” is 
designed to hold four hoods, yet 
takes only 24” x 36” of floor space. 
Though durably constructed, it is 
light enough to be moved easily 
from place to place. 

When floor space is unavailable, 
wall unit, consisting of simple 
mounting brackets for a single 36” 
hood, may be displayed in any con- 
venient wall location. 

A colorful easeled display sign, 
showing actual samples of Berns 
Air King hood finishes, is included 
with both displays. 

Contact: Berns Air King Corp., 
Dept. SBS, 3050 N. Rockwell Street, 
Chicago 18, II. 
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101 Weatherstrip Catalogs — Four 
new catalogs describing its combina- 
tion sash balance weatherstrip, full 
jamb metal weatherstrips, kerf type 
metal weatherstrips, and nail-on type 
metal weatherstrips, are available 
from W. J. Dennis & Co., Dept. SBS, 
Kenneth Avenue, Chicago 
41, Il. 


102 Screen Components, Hardware 
— In addition to its A.I.A. Home- 
shield Bulletin No. 35-P-12 on screen 
and storm sash components, Ameri- 
can Screen offers Bulletin HS-2 on 
Homeshield screen components for 
patio, porch, and pool enclosures, 
and A.I.A. File No. 27-A on Har- 
Vey sliding and folding door hard- 
ware. Each folder includes features, 
specifications, and construction in- 
formation. American Screen Prod- 
ucts Co., Dept. SBS, 61 E. North 
Avenue, Northlake, III. 


103 Paint Products — Colorful bro- 
chures describe Prim Alkyd flat wall 
paint, Veri-Quick vinyl latex primer 
sealer, Mildont mildew-resistant prep 
wash and enamels, clear finishes, 
Aqua Chek clear masonry water- 
proofer, and MultiTint paints in all 
finishes and colors. The H. B. Davis 
Co., Dept. SBS, Bush & Severn 
Streets, Baltimore 30, Md. 


104 Wrought Iron Railings and Col- 
umns — A new four-page catalog 
shows the simplicity of new heavy- 
weight railing, plus a variety of 
column designs. Newly-added out- 
door lantern posts and lanterns are 
included. Catalog gives complete 
dealer merchandising program. Versa 
— Co., Dept. SBS, Lodi 4, 
io. 


105 Western Pine — 101 Home Ideas 
— Full-color booklet shows 24 pages 
of provocative ideas for building and 
remodeling with the ten species of 
Western pine. Single copies free; 
quantity rates available from the 
Western Pine Assn., Dept. SBS, 
Yeon Building, Portland 4, Ore. 


106 Hardboard Uses — A new eight- 
page booklet, “How to Use Weyer- 
haéuser Hardboards” includes detail- 
ed drawings and descriptions on 
structural practices and principles. 
Photographs and drawings show uses 
and application procedures of Weyer- 
haeuser Weytex, Weylite, and Wey- 
base hardboard in typical new- 
building, remodeling, attic, garage, 
and farm use. Silvatek, Box S, 


Weyerhaeuser Timber Co., Dept 
SBS, Tacoma 1, Wash. 


107 House Siding Finishes — ‘“Nat- 
ural Finishes for House Sidings” by 
John Reno gives pertinent data on 
the kinds, applications, and cost of 
natural finishes for redwood, cedar, 
and cypress. The Pacific Lumber 
Co., Dept. SBS, 35 East Wacker 
Drive, Chicago 1, III. 


108 Aluminum Siding — Folder de- 
scribes and gives sales pointers on 
Tripl-Tite painted aluminum siding 
Also shows new and_ remodeled 
homes sided with Tripl-Tite alumi- 
num. National Metal Products Co., 
Dept. SBS, 2 Gateway Center, Pitts 
burgh 22, Pa. 


109 Window Sash Balances — The 
Spiralflex weatherstrip-sash balance 
is described in a catalog sheet. The 
unit does not need individual part- 
ing bead and assures plumb installa 
tion. It has spiral balances. Caldwell 
Manufacturing Co., Dept. SBS, 64 
—— Street, Rochester 14, 
N. Y. 


110 Ready-Mix Concrete Equipment 
— Details are available on the Wins- 
low Ready-Mix plant installation, 
with specific reference to the cost, 
operation, and return on investment 
of the Binanbatch. Winslow Scale 
Co., Dept. SBS, 25 & Haythorne, 
Terre Haute, Ind. 


111 Aluminum Rail — Literature de 
scribes and illustrates Adjusto-Ease 
decorative iron and Homecraft alu 
minum rail for level or stair instal 
lations. Available in 3’-4’-5’ lengths, 
for do-it-yourself trade. Elite Fab- 
ricators, Dept. SBS, Bel Air, Md 


112 Home Buyer’s Guide — Booklet 
gives helpful information on house 
buying, including such considera- 
tions as neighborhood, lot, roofing, 
insulation, kitchen, hot water, bath 
room, plumbing, electrical system, 
basement, attic, heating, cooling, and 
financing. Southern Pine Assn., Dept 
SBS, Box 1170, New Orleans 4, La 


113 Decorative Door Lights — Cata 
log describes and gives specifications 
for Royalite packaged, glazed flush 
door inserts, decorative moldings and 
lights, Royalouvers, and oak thresh 
olds. Southern Door Lite Co., Dept 
SBS, 46 Westland Boulevard, S.W 
Atlanta 10, Ga. 


114 Polyethylene Sheeting — Cata 
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logs, prices, and samples of pure 
polyethylene sheeting in three thick- 
nesses, widths from 3’ to 10’, are 
available from Warp Bros., Dept. 
SBS, Chicago 51, Il. 


115 Closet Doors — “Space and Cost 
Savings” is a folder illustrating and 
describing Berry Float-Away closet 
doors. The doors reportedly save $50 
per house on construction costs. 
Berry Float-Away Closet Doors, 
Dept. SBS, 1091 Zonolite Road, N.E., 
Atlanta 6, Ga. 


116 Masonry Fill Insulation — Data 
sheet gives complete information on 
Zonolite’s new water-repellent in- 
sulation for concrete block and cavi- 
ty wall insulation. Tables show re- 
ductions up to 50 per cent in heat 
transfer, résulting in lower heating 
and air conditioning costs. Zonolite 
Co., Dept. SBS, 135 S. LaSalle Street, 
Chicago 3, IIl. 


117 Plaster Reinforcement — A 20- 
page research booklet reports “The 
Crack Resistant Properties of Gyp- 
sum Lath and Plaster Angles Form- 
ed by the Intersection of Walls and 
Walls with Ceilings Reinforced 
with Various Types of Metal Rein- 
forcement.” It shows the superior 
performance of Keycorner’ wire 
mesh. Keystone Steel & Wire Co., 
Dept. SBS, Peoria 7, IH. 


118 Aluminum Siding — Literature 
describes and shows Reynolds alu- 
minum Lifeguard weatherboard sid- 
ing. Siding is available in horizontal 
and vertical panels and finished in 
ten baked enamel colors. Reynolds 
Aluminum Supply Co., Dept. SBS, 
P. O. Box 1367, Atlanta 1, Ga. 


119 Plastic-Finished Panels — Full- 
color catalog covers Marlite’s line 
of plastic-finished hardboard wall 
and ceiling panels. It shows a 
full variety of colors and patterns 

Hi-Gloss, Marble Panel, Wood- 
panel, plank, block, and Korelock. 
Marsh Wall Products, Inc., Dept. 
SBS, Dover, Ohio. 


120 Asphalt Roofing Materials — 
Four-page catalog insert gives com- 
plete specifications, descriptions of 
uses, and directions for both cold 
and hot applications. It covers as- 
phalt roofing and coatings and ce- 
ments. Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Ark. 


121 Fir Plywood Facts — Available 
to dealers and their employees is 
a 48-page pocket-size fir plywood 
guide which includes basic grade- 
use data, advantages, and much 
“know-how.” Douglas Fir Plywood 
Assn., Dept. SBS, 1119 A Street, 
Tacoma 2, Wash. 


122 Plastic Water Putty — Catalo 
sheet shows home uses for Durham’s 
Rock-Hard water putty, explains 
how to color it, and lists types of 
customers who find it “indispens- 
able.” Donald Durham Co., Dept. 
SBS, Box 804-0, Des Moines, Iowa. 


123 Recessed Oven and Range Units 
— A full-color brochure gives in- 


formation and_ specifications for 
Modern Maid built-in ovens and 
top units. It includes distributor 
propositions to dealers of sales dis- 
play space and salesmen to call on 
builder trade. Tennessee Stove 
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Works, Dept. SBS, Chattanooga 1, 
Tenn. 


124 Steel Attic Stairs — Descriptive 
literature gives illustrations and 
specifications for the low-cost TFC 
Metal-Fold disappearing stairway. 
Price lists are supplied on request. 
Tennessee Fabricating Co., Dept. 
SBS, 1490 Grimes, Memphis 6, Tenn. 


125 Masonry Wall Reinforcement — 
Bulletin gives specifications and 
shows Dur-O-waL masonry wall 
reinforcement with cavity, bonded, 
coursed, or stacked course masonry 
wall, and wall with plaster. Dur- 
O-waL Products of Alabama, Inc., 
Dept. SBS, P. O. Box 5446, Bir- 
mingham 7, Ala. 


126 Hardwood Flooring — “The 
Hardwood Flooring Handbook,” a 
manual for retail lumber dealer 
salesmen, and “How to Install Hard- 
wood Strip Floors Over Concrete 
Slabs” contain essential information 
on hardwood flooring. The Atlanta 
Oak Flooring Co., Dept. SBS, 920 
Glenwood Avenue, S. E., Atlanta, Ga. 


129 Wood Window Designs — Folder 
is available on M W Distributors’ 
new D-Lite window with diamond- 
shaped light areas. Another folder, 
entitled “Does Your Home Have 
Curb Appeal?” shows different styl- 
ing of the complete line of R-O-W 
removable wood windows with Lift- 
T-Lox balance springs. M W Distrib- 
utors, Dept. SBS, Rocky Mount, Va. 


130 Sash Balance and Metal Weath- 
erstrips — Southern Metal’s one- 
piece sash balance and weatherstrip 
is described and illustrated in Cata- 
log 57J. Catalog 57B has pictures 
and specifications for a complete 
line of thresholds and weatherstrips. 
Southern Metal Products Corp., Dept. 
SBS, 1775 Airways Blvd., Memphis 
14, Tenn. 


131 Pressure-Treated Lumber — 
“Safeguard Building Dollars With 
Wolmanized Pressure-Treated Lum- 
ber” is a 16-page brochure illus- 
trating applications of lumber treat- 
ed against deterioration from rot- 
producing fungi and termites. Kop- 
pers Co., Inc., Dept. SBS, 750 Kop- 
pers Building, Pittsburgh 19, Pa. 


132 Aluminum Jalousies — Conven- 
tional and unusual uses for Truscon 
jalousies are illustrated in a colorful 
16-page folder. Detail drawings show 
how installations are made in wood 
frame, brick veneer, solid masonry, 
and concrete block. Truscon Steel 
Div., Republic Steel, Dept. SBS, 1050 
Albert Street, Youngstown 1, Ohio. 


133 Hardboard Panels — A 24-page 
catalog entitled “Guide for Builders” 
describes and illustrates exterior 
and interior uses of Masonite hard- 
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board panels. Physical properties of 
the panels, proper methods of work- 
ing with them, and recommended 
application procedures also are cov- 
ered. The Masonite Corp., Dept. 
SBS, Suite 2037, 111 W. Washington 
Street, Chicago 2, IIl. 


134 Aluminum Windows — Twenty 
Ualco aluminum windows and four 
Ualco aluminum curtain wall sys- 
tems are shown and described in a 
new 40-page catalog, which includes 
specifications, sizes, and installation 
details. Also available are individual 
brochures on windows and curtain 
wall. Southern Sash Sales & Supply 
Co., Inc., Dept. SBS, Sheffield, Ala. 


135 Asbestos-Cement Products — 
Several brochures and folders show 
Century No. 5 tgp i sso 8 Apac 
all-purpose board, Linabestos and 
Sheetflextos wallboards for interior 
and exterior use, and lightweight 
corrugated asbestos sheet. Keasbey 
and Mattison Co., Dept. SBS, Am- 
bler, Pa. 


136 Wood Window Walls — Catalog 
No. 591 and dealer selling kit cover 
use of Andersen wood window units 
for residences, institutional build- 
ings, and light commercial struc- 
tures. Strutwall, Flexivents, Beauty- 
Line, Pressure Seal double-hung, 
gliding, casement, and basement 
units shown. Andersen Corp., Dept. 
SBS, Bayport, Minn. 


137 Builder Products — Fully-illus- 
trated 32-page booklet describes 
complete line of Insulite building 
materials, including sheathing, prim- 
ed siding, roof deck, shingle backer, 
ceiling tiles, interior wallboards, 
hardboards, and insulating wool. 
Also, handy application tips are of- 
fered. Insulite Division, Minnesota 
& Ontario Paper Co., Dept. SBS, 500 
Investors Building, Minneapolis 2, 
Minn. 


138 Steel Farm Products — “Farmers 
and Ranchers Handbook” supplies 
76 pages of data on specifications 
and plans for the use of steel ma- 
terials for fencing and roofing on 
farms. It also includes meat-cut 
charts, household helps, teen-ager 
tips. Tennessee Coal & Iron Division 
of U. S. Steel Corp., Dept. SBS, 
Fairfield, Ala. 


139 Steel Frame Buildings — Eight- 
page brochure shows standard sizes, 
details, accessories, and varied uses 
of Dixisteel rigid-frame buildings. 
It also presents all-steel triangular 
or bow-string truss roof systems. 
Atlantic Steel Co., Dept. SBS, Ware- 
house Division, P. O. Box 1714, At- 
lanta 1, Ga. 


140 Vitrified Clay Products — Bro- 
chure describes W. S. Dickey’s cou- 
pling. Booklets are also available 
on Dickey Perma-Line (R) Clay 
coupling/pipe, and _ on _ fittings, 
drain tile, wall coping, and flue lin- 
ing. W. S. Dickey Clay Manufactur- 
ing Co., Dept. SBS, P. O. Box 2028, 
Kansas City 42, Mo. 


141 Wood Window Units — Three 
folders describe, list full specifica- 
tions, and illustrate Dierks Snap- 
Tite removable window units, stack 
awning, and Light-Lift, double-hung 
window units. Dierks Forests, Inc., 
Dept. SBS, 810 Whittington Avenue, 
Hot Springs, Ark. 


142 Aluminum Nails — Brochure 
shows complete line of Phifer alu- 
minum nails. It explains temper- 
ing and etching of aluminum alloy 
nails. Price list gives dealer costs 
of “job size” boxes and 50-lb car- 
tons. Phifer Wire Products, Dept. 
SBS, Box 12, Tuscaloosa, Ala. 


143 Bonded Asphalt Roofing — An 
eight-page color-illustrated booklet 
contains 22 questions and answers on 
Lloyd A. Fry roofing, including its 
durability, full-value bond guaran- 
tee, cost, fire protection, weather and 
wind resistance, and colors. Fry’s new 
3-tab, 290-pound Shado-Bilt strip 
shingles also are described and shown 
in 13 colors and white. Lloyd A. Fry 
Roofing Co., Dept. SBS, 5818 Archer 
Road, Summit (P. O. Argo), III. 


144 Interlocking Asphalt Shingles — 
A color folder describes and _ illus- 
trates Ruberoid’s asphalt Lok-Tab 
shingles. Four color blends are fea- 
tured. The Ruberoid Co., Dept. SBS, 
500 Fifth Avenue, New York 36, 


aN. 


145 Western Lumber Sources — A 
48-page booklet gives mill person- 
nel, capacity, and facility informa- 
tion on mills producing Douglas fir, 
West Coast hemlock, Western red 
cedar, and Sitka spruce lumber. 
West Coast Lumbermen’s_ Assn., 
Dept. SBS, 1410 S. W. Morrison 
Street, Portland 5, Ore. 


146 Stock Woodwork — A 40-page 
catalog gives specifications, con- 
struction, and application details for 
Curtis wood window styles and 
types. Curtis Companies Service 
Bureau, Dept. SBS, Clinton, Iowa. 


147 Ceiling Tile — A 16-page booklet 
features Celotex’s Hush-Tone and 
Designer ceiling tile in three “idea” 
rooms. It also covers other Celotex 
residential materials. The Celotex 
Corp., Dept. SBS, 120 S. LaSalle 
Street, Chicago 3, III. 


148 Removable Horizontal Windows 
— A four-page folder describes the 
Rimco Slide removable horizontal- 
sliding wood window unit. It em- 
phasizes its styling, economy, weath- 
ertightness, and easy maintenance. 
Rock Island Millwork Co., Factory 
Dept. SBS, Rock Island, II. 


149 Prefinished Paneling — Full- 
color 24-page booklet shows line of 
prefinished Weldwood paneling, its 
installation in interiors, plus com- 
plete details for installing in new 
or old construction, over furring, 
plaster and masonry. United States 
Plywood Corp., Dept. SBS, 55 West 
44th Street, New York 36, N. Y. 


150 Fiber Roof Coating — “The Easy 
and Low Cost Way to Repair and 
Renew Roofs” is a folder covering 
the uses of Gardner asphalt-asbestos 
roof coating. Gardner Asphalt Prod- 
ucts Co., Dept. SBS, P. O. Box 5776, 
Tampa, Fla. 


151 Wood Shutters and Doors — 
Descriptive catalog shows beauty, 
quality, and outlines profits on Wing- 
Line Fit ‘n’ Finish shutters, Wing- 
Crest interior shutters, and Wing- 
Line Shutterfold doors. Sam A. 
Wing Co., Inc., Dept. SBS, 5035 
Willis Avenue, Dallas 6, Texas. 
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152 Wood Paneling — Full-color 
brochures and a folder illustrate and 
describe plywood, Ripplewood, and 
California redwood wall ome 
Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


153 Stock Millwork — The “Ideal 
Millwork” catalog contains pictures, 
sizes, and specifications of Ideal All- 
Wethr double-hung window units, 
stack window units, panel doors, 
Glide-and-Fold closet door units, 
sliding door units, screen doors, lou- 
ver doors, window screens, kitchen 
cabinets. Ideal Co., Dept. SBS, Box 
889, Waco, Tex. 


154 Metal Building Products — Cata- 
log 57 gives specifications and shows 
uses of Vestal fireplace circulators, 
dampers, accessories, steel lintels, 
bridging, wall ties, mortar boxes, 
garbage receivers and access doors. 
Vestal Manufacturing Co., Dept. 
SBS, Sweetwater, Tenn. 


155 Metal Lath, Accessories — Color- 
ful catalog shows metal lath, acces- 
sories, and partition systems of the 
Alabama Metal Lath Co., Dept. SBS, 
P. O. Box 992, Birmingham, Ala. 


156 Truss Lock Plates — Illustrated 
folder details the layout, operation, 
and advantages of Templin truss 
lock plates and trusses. Templin 
Associates, Inc., Dept. SBS, Building 
6, Airbase, Vero Beach, Fla. 


157 Aluminum Screen Doors — Fold- 
ers are available on Vulco aluminum 
window screens, rolled formed and 
extruded aluminum screen doors, 
sliding aluminum screen doors, and 
aluminum screen porch enclosures. 
Vulco catalog of components parts 
for above products also is available. 
Vulco catalog of component parts 
SBS, 2801 Sixth Avenue, South, 
Birmingham, Ala. 


158 Incinerators — Donley incinera- 
tors for homes, apartments, and 
other buildings are shown in a new 
catalog. Complete technical data are 
given for flue-fed, floor-fed garden, 
and prefabricated steel models. Don- 
ley Brothers Co., Dept. SBS, 13905 
Miles Avenue, Cleveland 5, Ohio. 


159 Aluminum Nails — Colorful 
folder includes A.I.A. File giving 
specifications on Nichols Never-Stain 
aluminum nails in the complete line 
of 24 types. Packing data and in- 
dividual use applications also are 
included. Nichols Wire & Aluminum 
Co., Dept. SBS, 1725 Rockingham 
Road, Davenport, Iowa. 


160 Residential Locks — Colorful 
“heart of the line” catalog shows and 
describes Dexter residential locks, 
matching cabinet hardware, and door 
closers. Modern up-to-the-minute 
designs shown for every residential 
use. Dexter Lock Division, Dexter 


Industries, Inc., Dept. SBS, 1601 
ee Avenue, Grand Rapids 2, 
ich. 


162 Carded Hardware — Two-page 
booklet shows 23 carded items of 
do-it-yourself, handy Hager hard- 
ware in the three most popular fin- 
ishes. Also illustrated are the bin- 
ned merchandiser and hardware rack 
for displaying transparent plastic 
skin-pack packages. C. Hager & Sons 
Hinge Manufacturing Co., Dept. SBS, 
139 Victor Street, St. Louis 4, Mo. 


163 Window Glass — A 15-page 
booklet describes and illustrates the 
L. O. F. process of sheet drawing flat 
glass, the types and general uses, 
and gives selection and physical 
specification data. Booklet also shows 
dealer sales aids, such as signs and 
display-storage racks, and _ gives 
pointers for glazing and proper cut- 
ting of glass. Libbey-Owens-Ford 
Glass Co., Dept. SBS, 608 Madison 
Avenue, Toledo 3, Ohio. 


164 Framing Anchors — Three styles 
of Cleveland framing anchors aré 
prominent in a new eight-page cata 
log giving complete specifications on 
right and left versions and the verti 
cal bend style. Also shown are joist 
hangers, timber connectors, steel 
bridging, area wall ventilators, and 
clips for plywood joints. Cleveland 
Steel Specialty Co., Inc., Dept. SBS, 
3761 East 91st Street, Cleveland 5 
Ohio. 


165 Asphalt Shingles — Color-illus- 
trated catalog gives descriptions and 
specifications for Barrett asphalt 
shingles, asbestos-cement sidings, 
prepared roofing, protective prod- 
ucts, and insulation products. In 
dividual folders are available on 
Ever-Fast shingles and wide-tab 
Ranchline asphalt shingles. Barrett 
Division, Allied Chemical Corp., 
Dept. SBS, 40 Rector Street, New 
York 6, N. Y. 


166 Woodwork Products — Four 
color booklets include photographs, 
descriptions, and specifications for 
the Bilt-Well Super 7 removable 
window, Bilt-Well casements, awn- 
ing windows, and cabinet units. Two 
folders are available giving details 
on the Bilt-Well glass panel Bel- 
vedere door and Bilt-Well cabinet 
units with birch fronts. Caradco, Inc., 
Dept. SBS, Dubuque, Iowa. 


167 Spun Wool Insulation — Litera 
ture is available explaining the ad 
vantages and savings in the use of 
insulation with improved Insulaire 
Spun Wool. Made by a new mineral 
fiber process, the permanent min- 
eral wool insulation comes in fully 
guaranteed bags or tubes in stand- 
ard and odd sizes. Industrial Prod- 
ucts Co., Inc., Dept. SBS, Mt. Pleas 
ant, Tenn. 


168 Wood Specialty Products — Lit- 
erature containing information about 
Bradley-Southern wood products is 
now available. Trim, moldings 
thresholds, panels, stair treads, and 
flooring in oak and pine are covered 
Unit wood blocks in beech and pecan 
are also produced by the company 
Bradley-Southern Division, Dept 
SBS, Potlatch Forests, Inc., Warren 
Ark. 


169 Redwood Advantages — Th: 
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economical qualities of Simpson red- 
wood are enumerated in material 
available from this California lum- 
ber firm. The insulation value of 
the wood, its simplicity to work, 
its paint- and stain-holding superi- 
ority, and its resistance to termites 
and decay are all discussed. Simpson 
Redwood Co., Dept. SBS, P. O. Box 
127, Arcata, Calif. 


171 Machine-Made Screens — Liter- 
ature is available on Rudiger-Lang 
Tru-Frame, Tension-tite and Roll- 
Away window screens. The auto- 
matic machine production is said 
to afford the advantages of greater 
uniformity, better quality control, 
and lower cost. Rudiger-Lang Co., 
Dept. SBS, 2701 Eighth Street, 
Berkeley 10, Calif. 


172 Wood Kitchen Cabinets — Color- 
illustrated booklet describes Long- 
Bell’s natural wood kitchen cabi- 
nets with Super Microseal process. 
Cabinets are rift grain fir or selected 
birch with Super Satin Surface. Lit- 
erature also is available on Long- 
Bell oak flooring with Micro-Tongue 
and Micro-Groove features. Long- 
Bell Division, International Paper 
Co., Dept. SBS, Kansas City, Mo. 


173 Vitrified Clay Pipe — Circular 
describes the Oconee wedge lock, 
a factory-made plastic joint that 
reportedly snaps together instantly. 
Information also is available on 
Oconee’s line of burned clay prod- 
ucts, including vitrified clay pipe, 
vitrified clay fittings, vitrified rt 
liners, drain tile, and face brick. 
Oconee Clay Products, Dept. SBS, 
Milledgeville, Ga. 


174 Aluminum Weatherstrip — Lit- 
erature is available describing the 
efficiency and durability of MetaLane 
weatherstrip on window units. Met- 
aLane reportedly never loses its 
resilient weather-tightness, will not 
corrode or wear, will not discolor 
masonry or woodwork, and always 
keeps windows operating freely. 
Monarch Metal Weatherstrip Corp., 
ae SBS, 6343 Etzel, St. Louis 4, 
ViO. 


175 Fiberglass Panels Promotion 
material, including newspaper mats, 
displays, booklets, folders, posters, 
and streamers for plasticoated panels 
and Barclite fiberglass panels are 
now available from Barclay Manu- 
facturing €o., Inc., Barclite Corp. 
of America, Dept. SBS, Barclay 
Building, New York 51, N. Y. 


176 Gypsum Wallboard — Descrip- 
tion of Bestwall fireproof gypsum 
wallboard — reinforced with glass 
fibers for simpler application, clean 
scoring and snapping, and crack re- 
sistance — is included in material of- 
fered by Bestwall Gypsum Co., Dept. 
SBS, Ardmore, Pa. 


177 Drawer Slides — Information 
regarding KV drawer slides is avail- 
able. Five slides, ranging from the 
lightweight extension slide to the 
extra heavy-duty model, are de- 
scribed. The slides are said to be so 
constructed as to prevent drawers 
from sagging or sticking. Knape & 
Vogt Manufacturing Co., Dept. SBS, 
Grand Rapids, Mich. 


178 Roofing Shingles Based on 
just ten colors, the “Color-Tuned” 
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line of roofing shingles is the subject 
of informative material offered by 
the manufacturer. Such advantages 
as reduced inventory, freeing capi- 
tal, and faster sales are pointed out. 
Certain - teed Building Products 
Corp., Dept. SBS, Ardmore, Pa. 


179 Redwood Lumber Products — 
Dealers may obtain informative lit- 
erature concerning Noyo redwood 
sidings and moldings. The company 
prides itself on careful milling, ship- 
ping, and high geld maintenance 
of its certified KD, treated, or nat- 
ural redwood. Union Lumber Co., 
Dept. SBS, Fort Bragg, Calif. 


180 White Fir Lumber — Details on 
kiln dried TW&J white fir lumber 
are available, covering its qualities, 
uses, sizes, and delivery information. 
Information also covers TW&J white 
fir lineal moldings and flush door 
cut stock. Tarter, Webster & John- 
son, Inc., Dept. SBS, P. O. Box 3498, 
San Francisco 19, Calif. 


181 Sliding Glass Doors — Informa- 
tion concerning the competitively 
priced Britt sliding glass door — 
with frame and vents that accom- 
modate standard and %” insulated 
glazing — can be obtained from Britt 
Sliding Door Corp., Dept. SBS, P. O. 
Box 6735, Houston 5, Texas. 


182 Millwork Products — Informa- 
tion concerning all types of mill- 
work products — Satin Seal door and 
window units, by-passing and pocket 
door frames, windows, frames, lou- 
ver doors and blinds — may be 
obtained from the Huttig Sash & 
Door Co., Dept. SBS, St. Louis 10, 
Mo. Also catalogued are addresses 
of representatives, assembly plants, 
and warehouses. 


183 Fireplace Units — Construction 
information is available for five 
Heatform models of various sizes 
— each reported to accommodate 
any design of single or multiple 
opening fireplace. Also available at 
nominal! cost is a 52-page book con- 
taining information about 88 Heat- 
form fireplace designs selected from 
national competitions. Superior Fire- 
place Co., Dept. SBS, 4325 Artesia 
Avenue, Fullerton, Calif. 


184 Steel Buildings — Information 
on the Cuckler Steel Span _ profit 
building plan is available to dealers 
from Cuckler Steel Span Co., Dept. 
SBS, Monticello, Iowa. 


185 Extra-White Cement — Informa- 
tion on uses, advantages, and spec- 
ifications of Trinity White portland 
cement — claimed to be the whitest 
of all cements — is available from 
Trinity White Division, General 


Portland Cement Co., Dept. SBS, 
Chicago, III. 


186 Millwork Products — Informa- 
tion concerning manufacture, treat- 
ment, finger jointing, and shipping 
of its standard items, plus mold- 
ings, interior trim, and 5] panels, 
is available from the Ralph L. Smith 
— Co., Dept. SBS, Anderson, 
Calif. 


187 Removable Window — Informa- 
tion concerning 1866 Curtis Wood- 
work products is available from this 
Atlanta wholesaler and jobber of 
building materials. Particular atten- 
tion is paid to the Curtis Style-trend 
removable window, a product said 
to be weathertight, easy to paint, 
to install, and to operate. Other fea- 
tures include new outside casing 
design for masonry, brick veneer, or 
frame construction without mitered 
corners. Zuber Lumber Co., Dept. 
SBS, P. O. Box 964, Atlanta 1, Ga. 


188 Natural Wood Shakes — A color- 
illustrated booklet shows the natural 
beauty, colors, and texture of Shak- 
ertown wood cedar shakes. It shows 
various applications for the shakes, 
such as gable ends, fence partitions, 
wainscoting, and windscreens. Illus- 
trations and information also are 
furnished for Shakertown jiffy cor- 
ners, sidewall shakes, heavy-duty 
stain, handsplit shakes, and Shaker- 
town glumac_ units. Shakertown 
Corp., Dept. SBS, 20310 Kinsman 
Road, Cleveland 22, Ohio. 


189 Acoustical Products — A 32-page 
illustrated catalog describes the 
acoustical products line of the Simp- 
son Logging Co., including Forestone 
fissured woodfiber tile, ceiling board, 
standard and random drilled acousti- 
cal tile, roof deck, fissured mineral 
tile, metal acoustical units, perforat- 
ed cement asbestos board, and per- 
forated hardboard. Simpson Logging 
Co., Dept. SBS, Shelton, Wash. 


190 Adjustable Louvers — Descrip- 
tive folders are available on Leslie 
Adjust-A-Pitch series LX king-size 
louvers, fixed triangular louvers, and 
Leslie’s rotary turbine ventilators, 
stationary-type, or revolving head- 
type ventilators. Literature includes 
illustrations, specifications, sizes, and 
dimensions. Leslie Welding Co., 
Dept. SBS, 2943 W. Carroll Avenue, 
Chicago 12, III. 


191 Shellac and Primer — Folder 
gives description and simple _in- 
structions for using Fulton Pure 
Shellac to finish new or scraped 
floors, to finish unpainted furniture, 
cabinets, paneling, shelving, and to 
prime and seal walls and woodwork. 
It also describes Fulton Q-Dee Prim- 
er — said to prime, seal, and kill 
stains on any type surface. Fulton 
oe Co., Dept. SBS, Sumter, 
mS. ©. 


192 Window, Door Screen Frames — 
“Manufacturing Methods and As- 
sembly Order Manual” gives step- 
by-step illustrated information on 
Aluma-Fab window and door screen 
frames. Detailed specification sheets 
are included on aluminum window 
and screen door frame and acces- 
sories, aluminum combination storm 
window materials, triple-track and 
triple-tilt storm window materials, 


and aluminum storm door frames 
and accessories of the Southeastern 
Tool & Die Co., Dept. SBS, P. O 
Box 263, Birmingham 2, Ala. 


193 Metal Building Products — Cat- 
alog describes complete line of 
Quaker State metal building prod- 
ucts for farm, home, and industry. 
Separate pages are available on such 
items as aluminum soffit material 
in rolls, galvanized re-usable footer 
forms, and pre-formed aluminum 
and galvanized termite shield. Quak- 
er State Metals Co., Dept. SBS, 
Lancaster, Pa. 


194 Plastic Finished Paneling—Full- 
color booklet describes uses of dec- 
orative wallboard, showing its in- 
stallation in kitchens, bathrooms, 
and playrooms, in tile and pearltone 
finishes, as well as wood-grained 
and marble-tone hardboard. A spe- 
cial section is devoted to company’s 
new perforated hardboard. Panel- 
board Manufacturing Co., Inc., Dept. 
7? 222 Pacific Street, Newark 5, 


195 Builders’ Lock Information — 
A new eight-page “Builders Book- 
let” No. 688 illustrates beauty, con- 
venience, and dependability of 
Schlage locks. It includes complete 
selection of lock and escutcheon de- 
signs, exploded views of lock assem- 
blies, and concise installation in- 
structions. Schlage Lock Co., Dept. 
SBS, P. O. Box 3324, San Francisco 
19, Calif. 


196 Display Equipment — Illustrated 
folder, price list, and separate cata- 
log sheets are available on Multiplex 
all-steel display and selling equip- 
ment, including upright NRLDA vis- 
ual display boards, swinging door 
merchandisers for doors, paneling 
and lumber specialties, swinging 
wing displays, small floor or counter 
merchandisers, and home planning 
book wings. Multiplex Display Fix- 
ture Co., Dept. SBS, 910 N. Tenth 
Street, St. Louis 1, Mo. 


197 Building Specialties — Illus- 
trated folder is available on Witten 
building specialties, including cast 
iron and aluminum foundation vents, 
cast iron carport columns, brackets, 
and ornamental iron railing, alumi- 
mum thresholds with vinyl weather- 
stripping, ornamental aluminum 
screen door designs, reversible slid- 
ing door hardware, and folding door 
hardware. Witten Metal Products 
Co., Dept. SBS, 310 East Long Street, 
Gastonia, N. C. 


198 Plywood Sales Aids — Willam- 
ette Valley Lumber Co. offers sev- 
eral folders describing dependability 
and other features of Teco-tested 
plywood. One folder shows all Teco 
grade stamps, and gives uses for 
each. Additional folders describe 
other Willamette products, including 
end-matched Hi-Hemlock siding and 
flooring, and Douglas fir in all stand- 
ard items. Willamette Valley Lum- 
ber Co., Dept. SBS, Dallas, Ore. 


199 Hardboard Finishing — Six-page 
A.LA. booklet No. 23-L gives gen- 
eral finishing tips and detailed finish- 
ing suggestions for Evanite hard- 
boards, with flat wall paints, enamels, 
colored stains, clear or natural 
finishes, and exterior painting. Hard- 
board Division, Evans Products Co., 
Corvallis, Ore. 
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DEALER NEWS 





ALABAMA 


HUNTSVILLE: Van Valkenburgh 
Brothers has begun extensive altera- 
tions to add 400 square feet of dis- 
play area. The work is said to in- 
clude addition of a second-floor 
vault and remodeling of its first and 
second floors. Bookkeeping depart- 
ment will be moved upstairs, and 
the vacated area will be converted 
into a display area. Two private 
offices will be added on the ground 
floor. 


KENTUCKY 


LOUISVILLE: Fifteen Louisville- 
area lumber companies have formed 
the Jefferson County Retail Lumber 
Dealers Assn. Oather Blair of Crit- 
tenden Drive Lumber Co. is presi- 
dent. The association will monitor 
lumber standards and prices of its 
members and provide free finance 
counseling to prospective home-own- 
ers. 

CAMPBELLSVILLE: Henry  T. 
Parrott, president of Campbellsville 
Lumber Co., has been elected a re- 
gional vice-president of the Ken- 
tucky Chamber of Commerce. 


LOUISIANA 


NATCHITOCHES: Howard Lum- 
ber Co. here recently celebrated the 
opening of its new plumbing and 
electrical department. The depart- 
ment carries brand-name _ built-in 
gas and electric appliances and 
small household appliances. Louis 
Helms is firm manager...S & W 
Lumber Co., Inc., here, has given 
notice of dissolution. 


CHARTERS OF INCORPORA- 
TION: Bacon Lumber Co., Inc., New 
Orleans, lumber, listing capital stock 
of $200,000; Clanton Lumber and 
Supply Co., Inc., Shreveport, brick, 
stone, lumber and cement, listing 
capital stock of $250,000; May Lum- 
ber Co., Inc., New Orleans, lumber 
and building supplies, listing capital 
stock of $20,000; Southern Builders 
and Supply, Inc., Monroe, listing 
capital stock of $50,000; Felts Sup- 
ply, Inc., Shreveport, building sup- 
plies; and McBride Building Sup- 
plies, Inc., Scott, building supplies. 


BATON ROUGE: Golden Lumber 
Co., Inc., has changed its name to 
Golden Homes Corp. 


MARYLAND 


ST. LEONARD: Fire destroyed the 
main building of H. B. Trueman 
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Lumber Co. here. H. Gordon True- 
man, firm president, estimated loss 
at $100,000. Cause of fire was not 
determined. 


MISSISSIPPI 


COLUMBUS: West & Sons, Inc 
recently celebrated formal opening 
of its “Home Builder’s Super Mar- 
ket.” The modern new building sup- 
ply house is located on Highway 69 


NORTH CAROLINA 


CHARTERS OF INCORPORA- 
TION: Ed Griffin Building Supply 
Co., Charlotte, by Edward C. Griffin 
and Sadie E. Griffin of Charlotte 
and Thomas B. Griffin of Marshville; 
Jordan Lumber & Supply, Inc., 
Mount Gilead, by R. B. Jordan J1 
Irene P. Jordan, and R. B. Jordan 
ITI, all of Mt. Gilead; and Carr Build 
ers Supply, Inc., Pisgah Forest, gen 
eral lumber business, F. G. Cari 
Hazel G. Carr, and Sue Hunt Erwi! 
all of Brevard. 


OKLAHOMA 


ALLEN: L. B. Adams Lumber Co 
here celebrated its 50th year in bus 
ness with an anniversary open houss 
recently. 

CHARTERS OF INCORPORA 
TION: Creek County Lumber Co 
Sapulpa, capital stock $100,000, | 
Steve Welter, Walter Brown, Lon T 
Jackson Jr.; The Oran Huston Lun 
ber Co., Oklahoma City, capital stock 
$100,000, by Dix Huston, Jack Ron 
erman, Clarence Black; Jack Ray 
burn Lumber Co., Inc., Duncan 
capital stock, $50,000, by A. L. Ray 
burn, Lela Rayburn, and Charles D 
Foster. 


TEXAS 


WACO: AAA Lumber Co. he! 
won a distinction certificate in the 
National Brand Names Foundatior 
Retailer of the Year competition, t} 
only Texas winner in the building 
material dealer’s class. A. E. Am 
lunke is firm president. The ce! 
tificate was presented to four top 
building materials dealers in tl 
U. S., Canada, and Mexico. 


TENNESSEE 


MEMPHIS: A three-alarm fire at 
the Home Builders Supply Co. here 
destroyed the main office building 
and five storage warehouses and 
sheds. Thomas J. Dyer, firm pre 


fi gtbille MLA 


siding jobs 
when you offer... 


... because only 
TRIPL-TITE offers 
all these plus features! 


* PATENTED 3-POINT INTERLOCK, an ex- 
clusive Tripl-Tite feature, assures 
a tight, firm seal that won't rattle 

. assures easier installation. 

SIX COLORS — in long-lasting, spe- 
cially-formulated baked-on enamel 
finish. 

ALODIZED ALUMINUM — Before paint- 
ing, ‘Tripl-Tite is Alodized with 
Alodine on front for maximum 
paint adhesion and also on the back 
to prevent any possible corrosion. 
FLANGE WEEP HOLES are located in 
the bottom flange for air circulation. 
PRE-NOTCHED JOINTS make installa- 
tion easier and faster—also add to 
the appearance of the finished job. 
SLOTTED NIL HOLES and curved nail- 
ing lip permit panels to be fastened 
securely, tightly, and quickly—with- 
out buckling or distortion. 
INSULATED BACKER BOARD — affords 
greater rigidity and added insula- 
tion—also deadens sound. 


Al 


NATIONAL METAL 
PRODUCTS COMPANY 


_z_) 


Another quality product of 


NATIONAL METAL PRODUCTS COMPANY 
2 Gateway Center « Pittsburgh 22, Pa. 
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Long-Sell 


BARN POLE 


putmore profit 
in your pocket 


Demand continues to grow for pole- 
type jobs for dairy and beef cattle | 


pole barns, for machinery storage, in 


fact for scores of farm and small | 


industrial operations. 


Jobs put up with Long-Bell Pressure- | 
Treated poles last longer, look better, | 
. and put more profit | 


sell easier . . 
in your pocket. 


Manufacturers of these other “‘life- 


time” products — 


CREOSCTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS ¢ POLES «+ PILING 
LUMBER « CROSS ARMS «© TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


410 T&P Pass. 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bidg. 
San Antonio, Texas 


Leonhardt Bidg. 
Okla. City, Okla. 


629 W. Bidg. 
Houston, Texas 


209 Phildor Bidg. 
Dallas, Texas 


P.O. Box 192 
DeRidder, La. 


INTERNATIONAL PAPER COMPANY 


WOOD PRESERVING DIVISION 
Kansas City, Mo. Longview, Wash. 


100 For more details on above items, use Coupon on Page 93 





CLOSET STORAGE SOLUTION — This closet — before and after — shows what the new 
Masonite Panelok system can do to modernize old walls and make them useful for display 
and storage. This modernization trick consists of hardboard panels 2’ wide and 8’ high, held 
vertically against steel splines, and Adjust-a-bilt fixtures which fit into splines to hold a 
variety of objects, including desks, shelves, dressing counters, cabinets, racks, and other 
closet storage items. The Panelok panels are available in three shades of walnut — antique, 
champagne and rose — and a misty walnut shade in the Royalcote line. Plain, unfinished 
panels are also available. The imprinted panels come either with random grooves or ungrooved. 





dent, estimated damages between 
$50,000 and $100,000. Majority of the 
loss was covered by _ insurance. 
Buildings destroyed included office, 
finish shed, mill shed and shop, hard 
materials warehouse, a large stor- 
age building of roofing, plywood, 
door and window frames, the hard- 
ware storage building, and the bulk 
lumber shed. Cause of the fire was 
unknown. 


LENOIR CITY: The C & B Build- 
ers Supply, formerly Clarke Build- 
ers, held a formal opening recently. 
The public was invited to visit the 
modern showroom. 

DONELSON: John V. Scales, with 
A. J. Smith Lumber Co. in Nashville 
for 20 years, has opened his own 
lumber and building materials busi- 
ness here on Old Lebanon road 


VIRGINIA 


ROANOKE: Hodges Lumber Corp. 
was awarded a certification of dis- 
tinction from the Brand Names 
Foundation. The award signified 
that the Hodges concern was top 
Brand Name Retailer-of-the-Year in 
Virginia in the building material 
dealers category, and placed second 
in the national competition. Officers 
are J. Cutchin Hodges, president; 
J. W. Hodges Jr., vice-president; and 
Claude A. Hodges, secretary-treas- 
urer. 


WEST VIRGINIA 


CHARTER OF INCORPORA- 


TION: The Hale Pearman Lumber 
Co., Huntington, authorized capital 
of $50,000, by Hale Pearman, Mary 
Jane Moulton, and Doris Fleming. 





VBMA’s Earl R. Hunt Dies 


Earl R. Hunt, 61, retired presi- 
dent of the Arrington Lumber Co., 
died in Norfolk, Va., recently, after 
an extended illness. A native of 
Phillipsburg, N. J., Hunt was a 
past-president of the Virginia 
Building Materials Assn. 





OBITUARIES 





Cc. R. BURROW, 80, Canyon, Texas, 
lumberman, and a past-president of 
the Lumbermen’s Assn. of Texas. 
EARL R. HUNT, 61. Retired presi- 
dent of the Arrington Lumber Co., 
Norfolk, Va., a past-president of the 
Virginia Building Materials Assn. 





New Use for Sealer 


Penetrating sealer products were 
developed originally for finishing 
floors of close-grained woods, but 
now are recommended also for 
open-grained hardwoods. 
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Home Planning Course Set 
For July 13-18 in Urbana 


For mortgage lenders who wish 
to learn more about home plan- 
ning and construction, the Uni- 
versity of Illinois Small Homes 
Council will conduct its sixth an- 
nual short course, July 13-18, on 
the Urbana campus. 

All subjects to be presented dur- 
ing the course will be related to 
home planning principles and pres- 
ent-day construction techniques, 
including land planning, architec- 
tural design, blueprint reading, 
types of materials, kitchen and 
laundry planning, plumbing, wir- 
ing, insulation, heating, summer 
cooling, and construction of foun- 
dations, floors, walls and roofs. 

Classroom lectures will be sup- 
plemented by field trips to re- 
search houses and _ laboratories, 
and to houses under construction. 
The cost of the field trips, pub- 
lications used for text material, 
and the concluding dinner are in- 
cluded in the tuition fee of $75. 

Applications for the course are 
now being accepted by the Divi- 
sion of University Extension. 


me 0 TTT 


STAINLESS STEEL OFFICE BUILDING — This structure, emphasizing vertical treatment of 
curtain wall paneling in a two-story building, has been completed at the Dunkirk, N. Y. office 
of Allegheny Ludlum Steel Corp. Concentric squares form the design of the 263 four-foot 
stainless steel stamped panels. The 134 fixed stainless steel windows are set in a stainless 
steel grid system. The end walls of the 150° x 60’ building, the entrance canopy, and the 
stair towers are built of a rosy-pink brick with limestone ornamental trim. 





CLEAR 


HEART 
REDWOOD 


THE OLB GRADE MARK 


cba 12 


THE NEW GRADE MARK 


GRADEMARK DESIGN CHANGED — The California Redwood Assn. has changed the design 
of its lumber-inspected grademark. There is no change in the significance of the new grade- 
mark, which is composed of the grade designation, the species identification, the RIS symbol, 
and the identifying mark of the inspector or company responsible for the grading. 








The American Wood Window Institute Seal on IDEAL All-Wethr Window Units quick- 
ly identifies them as quality windows which meet the new F. H. A. standards. The new 
Minimum Property Standards require compliance with Commercial Standard C. S. 190, 
and the Quality Approved Seal above is assurance that IDEAL All-Wethr Window 


Units meet or exceed these requirements. 


IDEAL MILLWORK DISTRIBUTED BY LEADING BUILDING MATERIAL JOBBERS 
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NEW CEMENT PLANT — The Alpha Portland Cement Co. has opened its new multi-million 
dollar cement plant at Lime Kiln, Aid. Employing approximately 140, the plant will provide 
service for ready-mix concrete plants, concrete products plants, dealers and contractors within 
a shipping distance of roughly 150 miles in the nearby Baltimore and Washington areas. 

In full production, the Lime Kiln plant will have a capacity of 2,250,000 barrels of 
cement a year. It will produce all standard types of portland and mortar cements by the wet 


process. 


Truck Owners.—~ ™ 


NOW ... you can tie 
down your loads 


G-P OPENS FORT WORTH WAREHOUSE — 
Georgia-Pacific Corp. has opened this new 
warehouse and distribution center for the 
Fort Worth, Texas, area. The 25,000 square- 
feet of floor space in the structure houses 
all standard grades and sizes of plywood, 
specialty plywoods, redwood, pine lumber, 
and other general building materials, which 
may be viewed in a new display room. Russell 
Johnston is manager of the Fort Worth 
operation. 


Sharp Upswing Predicted 
For Fibreboard Tile Sales 


The year 1959 may see a sharp 
upswing in sale of perforated 
and decorative fibreboard ceiling 
tiles, and a home market potential 
one-and-a-half times the fibreboard 
industry’s total current annual 
production. 

That is the prediction of Presi- 
dent H. Dorn Stewart of the Bar- 
rett Division of Allied Chemical 
Corp., who sees a potential market 
of 4%-billion square feet of fibre- 
board tiles a year as “not far- 
fetched, and possibly a little con- 
servative, because the considerable 
potential in commercial and public 
buildings is not included.” 


con ES° mon 


© SF with the 
SAFERS oy CLARK WESTERN 
CABLE BINDER 


FASTER . . . Lighter cables, no heavy chains. 14 tooth ratchet assumes 
required tension. NO REPLACEMENT COSTS! Permanently mounted 
on truck or trailer, LESS COST! Installed complete with cable for !/, 
cost of other binders. ALL STEEL! No Malleable Iron Used. 

Available at all Freuhauf Branches. 


FOR MORE WESTERN PIPING & ENGINEERING CO., INC. 


INFORMATION, 





Modern Tree Farms assure Timber for the Future 
For livability unlimited. . . 


WRITE 123 Kansas St. @ San Francisco 3, California 











Attention Building “im ivan 


Successful building supply salesmen can write big ticket sales 
in manufactured homes. Kingsberry Homes, one of the nation’s 
leading home manufacturers, has opening for capable and 
qualified man in several choice locations. Some of these loca- 
tions are: Savannah and Albany, Georgia; Florence, Birmingham 
and Montgomery, Alabama; Memphis and Nashville, Tennessee; 
New Orleans and Lake Charles, Louisiana; Columbia, South Caro- 
lina, and Lexington, Kentucky. Requirements: Proven sales 
ability; residential mortgage knowledge and connections; famil- 
iarity with FHA, real estate development, home construction. 
Company offers commissions and family security sales com- 
pensation plan; orientation and training program; outstanding 
new line, profit-making Kingsberry Homes known for high qual- 
ity. Will conduct interviews soon. Call, write, or wire promptly 
outlining background experience. Direct inquiries to Hilton R. 
Bolton, Recruiting & Training Manager, Kingsberry Homes, Fort 
Payne, Alabama. 











For more details on above items, use Coupon on Page 93 


There is nothing in the world like WOOD 


We have the Forest Resources 
SUGAR PINE — PONDEROSA PINE — DOUGLAS FIR — 
WHITE FIR — CALIFORNIA INCENSE CEDAR 


Prompt Service on 
Straight or Mixed Cars 
Quality Factory Products 

em in Finger Jointing 


The Ralph tL. 


. SMITH 


Lumber Company 


ANDERSON, CALIFORNIA 


fhe" Members: Western Pine Assn., 
f est Coast Lumber Assn., 
Ponderosa Pine Woodwork 
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C. R. Burrow of Texas Dies 


C. R. Burrow, president of the 
Lumbermen’s Assn. of Texas in 
1941, died at his Canyon, Texas, 
home recently. He was past 80 and 
had been in poor health for over a 
year. 


‘Fence Mending’ Necessity 
(Continued from page 46) 


spectively, they could not perform 
functions of distribution as eco- 
nomically or as efficiently as the 
wholesale distributor. The net re- 
sult only could be higher costs to 
consumer, with, in turn, lower 
sales and lower production in most 
every case. 

Now, some manufacturers can 
always be depended upon to make 
impulsive, bad guesses in select- 
ing their channels of distribution. 

But I firmly believe that as the 
pattern of distribution changes, the 
middleman assumes a new and 
more important role. 

It often has been said that the 
retail lumber dealer is a very poor 
merchandiser. Whether he is any 
worse than retail dealers in other 
industries is beside the point. How- 
ever, many wholesalers’ have 
thrown up their hands at the ap- 
parent resistance of the retail lum- 
ber dealer to new products — new 
ideas — or new methods of mer- 
chandising. 

Recently I read about a food 
chain merchandiser who = said 
something like this to a lumber 
industry representative: 

“Give it to me packaged and I'll 
put it in our food stores — if you 
can package component parts for 
a coffee table, a bookcase, a room 
divider, a dog house, a children’s 
playhouse, or can put up 50 feet 
of fencing or 25 feet of paneling 
in a packaged wrapped in cello- 
phane, with complete instructions 
inside the package telling how to 
use the materials or how to put 
the article together — I'l] put the 
packages in my food chain. For 
we have found that if it’s pack- 
aged, it pays to handle it.” 

Frankly, it is my opinion that 
the retail lumber dealer is the most 
important cog in our chain of dis- 
tribution. He is the one that makes 
the final sale. 

Nothing actually happens until 
the retail sale is made. Up to that 
time the goods merely have mov- 
ed from one warehouse to another. 
Unless such materials actually go 
into consumption, none will be 
needed to take their place. The 
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consumer each year is becoming a 
little more aggressive and intelli- 
gent, seeking values and demand- 
ing supplementary services. 

Certainly, the story about the 
food chain mercnandiser can be 
a challenge to every retail lumber 
dealer. 


Doubtful Profits in ‘59 


Crystal ball-gazers all seem to 
feel that 1959 will see a marked 
increase in the light construction 
industry. However, it is doubtful 
if either the retail lumber deale1 
or the wholesale distributor will 
show any greater profits at the 
end of 1959 than they have at the 
end of 1958. 

Certainly competition is going 
to be rough, but instead of chang- 
ing dollars with the volume build- 
er or having a price war with your 


competitor across the street, the 


greatest effort could — and should 


— be expended to attract more 


consumer dollars. 

The revolution should be mort 
and more for the retail deale: 
expand the products he is now 
carrying; expand his display room; 
cater more to the do-it-yourself 
weekend builder; to work close 


with his old standby, the small 
builder, even to the extent of look- 
ing several times at the large tract 
operations which will be develop- 
ing this year. 

Certainly, it would be interest- 
ing to the retail dealer if he could 
operate his business without com- 
petition, and price his building 
materials at whatever the market 
would stand. 

Certainly, it would be interest- 
ing if the dealer could get the 
manufacturer to give him the 
wholesale discount, even though 
no wholesale services were per- 
formed. 

It would also be interesting if 
the dealer could build a fence 
around his town to keep competi- 
tion out, to demand exclusive 
rights to a product in his area, 
and then to sell in other areas. 


Dealer Is Vital Link 


I feel that the retail dealer is 
the most important link in our 
chain of distribution. The difficulty 
today is that the retailer is far 
too tolerant of those suppliers who 
seek to bypass him. 

As retailers learn the wisdom 
of being loyal to those sources of 
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supply who merit loyalty, and 
ruthlessly competitive toward the 
products of those who do not merit 
loyalty, there will be fewer in- 
stances of deviation in distribution. 
But don’t forget one thing. The 
world doesn’t owe anyone a living. 
None of us has any “rights” to a 
job, to a customer, or to a cus- 
tomer’s business. They must be 
earned, and a cut price is not the 
answer. A cut price never has and 
never will create new business. It 
merely positions your competitor 
to meet your price, with resultant 
loss in profit for all concerned. 
Now, where do the wholesaler 
and dealer stand in this revolu- 
tion? Many of us wholesalers have 
stated, “the retail dealer today is 
more interested in buying right 
than selling right.” We also feel 
that loyalty of the retail dealer 
to his wholesaler and manufactur- 
er is deteriorating to an all-time 
low. Many dealers throughout the 
country are buying larger than 
needed inventories because of a 
“functional discount” that the 
manufacturer is willing to pass on 
to them, even though it means 
tying up hundreds — and some- 
times thousands — of dollars in 


inventory, which could be pur- 
chased from the wholesale distrib- 
utor on day-to-day requirements. 

Talk to any merchandise man- 
ager of a large, well-managed busi- 
ness, such as a department store. 
While you will find that he is 
interested in mark-up, you will 
find he is primarily interested in 
turnover. 

Keep in mind that the inventory 
bought by the dealer at a “func- 
tional discount” is of no value until 
he has sold it, regardless of how 
cheap he bought it. 


Criticism Comes Easy 


Of course, it’s very easy to 
criticize the other guy. Come “The 
Revolution In Distribution,” and 
after the smoke has cleared, I 
think you’ll find the wholesale dis- 
tributor servicing the retail deal- 
er, because wholesalers are rapidly 
changing their thinking to that of 
the manufacturer. 

No longer does the wholesaler 
maintain that his position in the 
building material field is strictly 
as a channel of distribution. He 
must render service, and perhaps 
the most important thing he must 
do is to help educate his dealers 





We're Still Selling WHOLESALE!! 
AND GIVING SERVICE... TOO!! 


We ain't got a barrel of money, but we're still the South’s oldest 100% wholesalers and jobbers 


and we still offer the finest service available 


You'll be pleased with the complete line of profit items and pleased with the square deal you get 


from Zuber 


uber 


oa ra 4 Company 


P.O. BOX 964, ATLANTA 1, GA, 


For more details on above items, use Coupon on Page 93 


WRITE OR CALL 
BILL ZUBER OR BRUCE BYRD 


320 JACKSON ST., ALBANY, GA. 





and their staffs about how to mer- 
chandise his lines. 

No longer does the progressive 
wholesaler say “That’s the manu- 
facturer’s job” when it comes to 
promoting new products. And for 
heaven’s sakes, Mr. Dealer, don’t 
fight new products and new ideas. 
Your competition sends buyers all 
over the country, and when they 
come back the first question asked 
is — “What did you find that’s 
new that we can sell?” 

There are no automatic or push 
button solutions to distribution 
problems. However, if I were to 
level any criticism at the retail 
dealer it would be: ““Why in heav- 
en’s name does the retail dealer 
continue to support and keep in 
business suppliers that he definite- 
ly knows are competing with him? 
Why help keep such an organiza- 
tion in business?” 


Goals Within Reason 


At last year’s convention of the 
Southwestern Lumbermen’s Assn., 
certain goals were recommended. 
One which I recall stated: “Work 
out a merchandising partnership 
with your manufacturers and 
wholesalers.” 

If such a merchandising partner- 
ship can be developed honestly and 
efficiently, and if the retail dealer 
can eventually control the end use 
of his products, then — and only 
until then — will the retail dealer 
emerge as the strongest link in the 
chain of distribution. 

A second goal was: “Make mer- 
chandising partners of contractors, 
building mechanics, and trades- 
men.” Here is the dealer’s oppor- 
tunity to sell the many services he 
performs. 

And, finally, don’t overlook the 
remodeling and repair market. 
Frankly, I think the wholesale dis- 
tributor and the retail dealer can 
kiss the mass builder good-bye. 
However, authorities have agreed 
that the remodeling-repair mar- 
ket is equally as large as the new 
construction market. Here is a 
market where you can effectively 
merchandise your products, using 
the services of the wholesaler. He 
has — or should have — the large 
inventory you can consider as your 
second warehouse. While there are 
limits to what any dealer can 
profitably stock, there is a much 
wider limit on what he can sell 
in these days of plentiful whole- 
saler inventories. 

Revolution or evolution? Your 
future depends on good, efficient, 
economical distribution — call it 
what you wish. Until the retail 
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dealer can recapture his share of 
the consumer dollar, and at a profit 
to him — with the aid and assist- 
ance of the wholesaler and the 
manufacturer — only then will we 
return to a profitable industry for 
all concerned. 


‘Malignant Tumors’ 
(Continued from page 48) 


cilities, staffs of managers, buy- 
ers, financial experts, delivery 
fleets, etc. It’s not a matter of 
chains by-passing the wholesaling 
function — they simply own and 
openly operate the function them- 
selves. 

The chains are formidable com- 
petition. But the smart and alert 
independent operators can meet or 
beat them at their own game — 
whether it’s a chain of food stores, 
hardware stores, drug stores, or 
building supply outlets. 

It’s my opinion that “by-pass 
sellers” are the most vicious seg- 
ment of the distribution pattern 
in the building supply field. To 
make certain my term “by-pass 
seller” is clearly understood, may 
I define by examples: 

1. A wholesaler, needing and 
soliciting business from dealer out- 
lets, but getting a little extra “milk 
through the fence’”’ by opening or 
secretly selling contractors, build- 
ers, or other consumers. 

2. A dealer, needing wholesaler 
services on given lines or com- 
modities, but pressuring manufac- 
turers of such lines into giving him 
wholesale discounts by hints or 
threats of line switching, or by 
misrepresentation that he is per- 
forming a wholesale function. 

3. A manufacturer who needs 
and has legitimate wholesale out- 
lets to give his product a proper 
pattern of distribution, yet fails 
to support the wholesalers on 
whom he depends. The same can 
be said about the manufacturer 
who has no legitimate need for the 
wholesaler in the distribution of 
his products, who sells to and de- 
pends on the retailer, yet by-passes 
the dealer in his greed to get a 
little bigger share of the pie. 

The “malignant tumor” in our 
field of business is this “by-pass 
seller.” He is the one we need to 
meet, beat, and eliminate from the 
distribution picture of well-known, 
well-advertised, quality-brand ma- 
terials and merchandise. If we 
maintain a position that is morally 
justified, and take action as groups 
and as individuals, we can push 
this character into the corner. (I 


don’t think we’ll ever eliminate 
him, but I believe we can put him 
and his lines of materials in their 
proper place.) 

We can do this: 

1. By having morality to declare 
our true functions as either whole- 
saler or retailer. 

2. By having courage to state 
our sales policies if we are manu- 
facturers or wholesalers, and the 
intestinal fortitude to stick by 
such policies, conscientiously clas- 
sifying those whom we sell. 

3. By encouraging and actively 
supporting in your business those 
sellers who support you. 

4. By ruthlessly refusing to do 
business with those organizations 
whose method of distribution 
not compatible with yours. 

Now, maybe this is a bit ideal- 
istic — maybe it’s “Pie in the 
Sky” — maybe. But isn’t it just 
plain common sense? When are 
we as an industry going to accept 
some of the basic facts of life for 
the survival of our businesses on 
a stable and profitable basis? 

Now comes the meat of the 
cocoanut. How can we, as inde- 
pendent dealers and independent 
wholesalers, best meet the chal- 
lenges we face today and in the 
future? Much of our answer c 
be found in the word cooperatio 


Gigantic Problems 


There is a lot to the over-all 
problem. I don’t intend to convey 
the idea that a solution is as sim- 
ple as snapping one’s fingers. In 
fact, I don’t even pretend to know 
all the answers. But I am confident 
that most answers will be found 
through a cooperative effort 

What do I mean by this? 

Wouldn’t it be nice if you could 
carry a bigger variety of product 
and wider assortments so 
could give quicker service and 
wider selection to your custome 
yet perhaps reduce your inveé 
ment in inventory, rather than 
increase it? 

Wouldn’t it be nice to have 
expert give you frequent and con- 
sistent advice and help in adver 
tising and merchandising pri 
grams — perhaps even plan the 
programs for you? 

Wouldn’t it be nice to have 
someone provide other need 
services for you, such as holding 
of product knowledge clinics, train 
ing programs for sales and supe! 
visory personnel, materials han- 
dling classes, providing drafting 
and plan service, etc? 

Wouldn’t it be nice to hav 
someone you can rely on to study 
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Actual photograph Ready-Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a_ reasonable 
overall investment. 

Here are some typical dealer reports . . 
“our Binanbatch investment paid for 
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Take advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready- 
Mix business! 


Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Haythorne Terre Haute, Ind. 
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the market, search for best sources 
of supply, and to buy and resell 
products of many such sources to 
you on an efficient low-cost basis? 

Wouldn’t it be nice to have 
someone who comes reasonably 
close to being a one-stop supplier 
— and someone you can look on 
and trust as you would a partner 
— so you could transfer some of 
the time you and your people are 
now spending on source searching, 
buying, paperwork, and accounting 
functions to the job of selling and 
reducing your operating expenses? 


Resolve to Survive 


Most of these things can be ours 
— perhaps not today, and perhaps 
not next year. But if we, as whole- 
salers and retailers, face up to 
reality, and resolve that our dis- 
tribution system is going to sur- 
vive and be the most efficient, then 
these things won’t be long coming. 

The things we wholesalers and 
retailers need, and must have to 
make our distribution system the 
most efficient, will have to be 
worked for — yes, even fought for. 


Unanswerable Questions 


But how? That’s a fair ques- 
tion. There is no pat answer that 
can be given. But think about these 
questions and see if possible solu- 
tions are perhaps suggested: 

Did you ever stop to think what 
would happen to a wholesaler’s 
overhead and volume if he had 
100 good customers, instead of 400 
25% customers? 

Ever think 


about how that 
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wholesaler would look at you if 
you were one of his 100 good cus- 
tomers? 

Ever think how sales expense 
would tumble if there were only 
one-fourth as many sales calls to 
make, if each customer knew what 
he wanted, had confidence that his 
supplier would keep him right on 
price and quality, had his needs 
and requirements pretty’ well 
thought-out, so a salesman could 
spend his time discussing lines and 
products and the things the retailer 
needs to know? 

Wouldn’t this make a difference? 

Think how trucking and delivery 
expenses would decline if two or 
three stops made up a full load, 
and the trucking equipment ran 
on a near capacity basis every trip. 

Think about savings in ware- 
house expenses if, during any 
given day, a relatively few $1,000 
orders could be assembled instead 
of a multitude of orders ranging 
in size all the way down to a few 
dollars each! 

Think of savings in office and 
accounting work and procedures! 

Think of the increased rate of 
turnover the wholesaler would 
have in his lines if most of these 
100 good customers were stocking 
and promoting these lines. 

Think how this system creates 
a chain reaction — right up to 
the manufacturer! 

A wholesaler buying in quan- 
tity certainly costs the manufac- 
turer less to serve than fifty small- 
er accounts buying the same total 
volume. 


Obvious Answers 


The answer is obvious. Going 
back to examples just cited, sav- 
ings in sales cost would enable the 
wholesaler to have an advertising 
and marketing expert on his staff 
for the sole purpose of working 
with his customers. 

The decline in delivery expense 
would pay for many clinics and 
meetings to train retailer person- 
nel to do a better job. 

Manufacturer’s personnel would 
be able to spend more time in pro- 
ductive work with retailers. 

All necessary and _ reasonable 
services could be provided — and 
still there could be a healthy re- 
duction in prices enabling you to 
meet most all competition. You’re 
paying for all these things now. 
But the thing is you’re just not 
getting them! 

This thought is nothing new — 
even today’s missile men don’t 
always have new ideas. Sometimes 
they simply make realities from 


ideas and dreams put forth by 
science fiction writers decades ago. 
The basic idea is tried and proven. 
It has worked amazingly well 
wherever men of faith, courage, 
and vision have come together to 
solve their problems of distribu- 
tion. 


‘Short Sold’ Middleman 
(Continued from page 49) 


their products and are in position 
to get behind promotions. 

Finally, don’t overlook the re- 
modeling and repair market. Some 
feel the trouble with our industry 
is that we have forgotten about 
the small home-owner business. 
We have concentrated on new con- 
struction and largely overlooked 
home improvements. 

Authorities have agreed that the 
remodeling and repair market is 
equally as large as the new con- 
struction market — and here is 
a market where you can effective- 
ly merchandise your products, 
using the services of the jobber. 
He has — or should have — the 
large inventory you can consider 
as your second warehouse. 

Yes, your future and ours de- 
pends on good distribution — effi- 
cient distribution — economical 
distribution — call it what you 
wish. When the retail dealer can 
recapture his share of the con- 
sumer dollar, and at a profit to 
him — with the aid of the jobber 
and the manufacturer — only then 
will we return to a profitable in- 
dustry for all concerned. 


Dealer Catalog 
(Continued from page 52) 


break items down into sections, 
the catalog is more usable. 

“In order to get a return on 
our investment, we had to make 
everything as simple as possible, 
so that everybody could use it. 
The fact that we have people call- 
ing in and asking for the book 
shows us that they are using it 
constantly. We believe they pay 
attention to this, where they might 
ignore something else. 

“In each section, we left blank 
pages for new items. Then, when 
the perforated paste-overs are 
ready, they are sent. 

“When we first started with a 
small mimeographed book, we had 
no illustrations. Then, I made a 
line drawing of doors. We out- 
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grew the mimeographing and be- 
gan printing on an offset process. 
The printer also does the binding.” 

All material for a catalog is 
assembled by Betty, who writes 
all copy for it. 

With the catalog, goes a sepa- 
rate letter to the dealer which 
says: “Please keep in mind that 
all prices quoted are subject to 
a 50 per cent trade discount and 
any quantity discounts, where ap- 
plicable, will still apply beyond 
the trade discount.” 


Quick Pricing Table 


To use the price list as an effec- 
tive aid in selling, discounts from 
the list with the resultant gross 
profit percentages are given, as 
follows: 

Mark-up Gross profit on 
If you sell at: on Cost selling profit 
List 100% 

® off list 80% 

% off list 70% 

» off list 60% 

% off list 50% 

> off list 10% 

~ off list 33.3% 
35% off list 380% 

> off list 20% 

Through use of the catalog, the 
average dealer has been able to 
realize more fully a consistent and 
higher gross profit percentage 


NEW. 


brick wall. 


P. 0. BOX 25 
TOCCOA, GA. 
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STEPCO CONCRETE BLOCK ANCHOR BOLTS 


Stepco Concrete Block Anchor Bolts provide the best means of 
securing a wood plate or nailer to a concrete block or jumbo 


Instead of the old method, the user lays a wood plating on top 
of the block wall and bores holes by sight. This means that 
Stepco Concrete Block Anchor Bolts are adjustable to the extent 
of the width or length of the cavities in the concrete block. 


Write or phone today to find out why Stepco means profits for you! 


Steel Products Mfg. Company 


PHONE TUCKER 6-3906 


markup on the products he is sell- 
ing, according to Manager Bill 
Arnett. 

Commented Arnett: “Business 
has increased steadily over the 
past 10 years, and we give a lI 
of credit to this catalog, as wel 
as to other dealer aids. 

“We feel the thing that sepa 
rates a good wholesaler today 
from an average one is his policy 
his products, and his services to 
the dealer. We are a 100-per-cent 
wholesale house. We believe 
strongly in a policy of selling only 
to dealers, and certainly it has 
paid off over the years. We feel 
that we profit only when our cus- 
tomers profit.” 
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Dealers Praise Catalog 


Other dealers in the area agrt 
that the catalog is a real help. 

Said Dennis Hammontree, An- 
derson Lumber Co., Maryville, 
Tenn.: “We like it. We have two 
on the counter and use them both 
We couldn’t keep up from week 
to week unless we had something 
like this. It has helped profit 
the end of the year . It save 
a lot of time.” 

Volunteered R. L. (Bob) Thoma 


RIP 








BOX 331 
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LaFollette Hardware & Lumber 
Co., Inc., LaFollette, Tenn.: “I 
think it is a wonderful idea. Cus- 
tomers can see illustrations of the 
products and it keeps on top of 
the market. We use it on the count- 
er all the time.” 

Olen Marshall, Hamblen Lum- 
ber Co., Morristown, Tenn., said: 
“T have checked the price list, and 
used it for over three years. It is 
so easy to tell at a glance the regu- 
lar price or retail price of any 
item. It keeps up with costs in the 
warehouse. We carry a full line, 
and it is hard to have a complete 
price list. It helps us to keep tabs 
on the market. We can show it 
right to the customer, and get an 
idea of the material right out of 
the catalog. Items are grouped to- 
gether well, and with the index, 
we can immediately find any item 
It offers us a handy price list, 
and shows us what we make. We 
have received catalogs from others, 
but this is the most complete.” 

Explained Mrs. Irene Carmack, 
Southern Building Products, Inc., 
Oak Ridge, Tenn.: “I like the 50 
per cent markup plan. I like the 
indexing and instructions, too. It 
really helps maintain net profit.” 
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Dealer Sales Clinic 
(Continued from page 53) 


planning a new warehouse and 
that he hopes this will be an addi- 
tional service to dealers of the 
area. He added: 

“This expansion and the small 
success we have enjoyed is based 
on service. By stressing service 
and quality merchandise, we feel 
that we are able to compete with 
the larger jobbers. Most important, 
we are fulfilling our obligation as 
a jobber, as defined by SSDJA, in 
being a ‘partner of both the man- 
ufacturer and the retail lumber 
yard.’ ”’ 

Wells said it was interesting to 
note that most of the dealers pres- 
ent were accompanied by wives, 
or it might have been that wives 
brought dealers, for 99 per cent 
of the various door prizes were 
earmarked for women. 

“Our invitation notified every- 
one that sport clothes would be 
the prevailing mode of dress,” 
Wells commented, “and it is in- 
teresting to note that people get 
acquainted more rapidly and there 
is more fellowship when all for- 
mality is dispensed with.” 
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Most dealers es 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.”” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 
nature. Use it yourself, and you’ll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or oni off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, Vee or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
lay.- Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 
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Customer Goodwill 
(Continued from page 56) 


ager for an insulation, storm win- 
dow, and door company which had 
three divisions. All products were 
manufactured out of state, usually 
a northern source of supply. In 
1954, Dalton bought 50 per cent of 
the storm window and door divi- 
sion, and in 1955 bought the re- 
mainder. Brooks, with experience 
going back to 1946, bought a part- 
nership later. 
Conversion Completed 

Purchase of the division elimi- 
nated the problem of changes of 
models and parts. The company 
started making its own storm 
doors, and within two years had 
converted completely to manufac- 
turing all its custom lines. 

The first location was a small 
building, 20’ x 30’, which was out- 
grown in six months, due to the 
need for manufacturing § shop 
space. The next building had 2,250 
square feet of floor space. It, too, 
was outgrown, and is now used for 
a warehouse. The present location 
has 5,000 square feet. Floor space 
will be tripled when another build- 
ing is added in 1959. 


Texas Convention Briefs 
(Continued from page 57) 


Palmer, Austin, treasurer; Jack 
Dionne, Houston, honorary secre- 
tary; Gene Ebersole, executive 
vice-president, and Dick Watkins, 
secretary, both of Austin; and 
Marion C. Pugh, College Station, 
sergeant-at-arms. 

Nominations for national asso- 
ciation directors were: Ralph G. 
Campbell, Fort Worth; S. S. For- 
rest Jr., Lubbock; Gene Klein, 
Amarillo; H. L. Stokely, Browns- 
ville; and Gene Ebersole, Austin. 
Alternate directors included J. Lee 
Johnson III, Fort Worth; H. L. 
Richards, New Braunfels; Arthur 
Temple Jr., Diboll; and Weldon 
Walker, Houston. 

The slate was unanimously ad- 
opted, and new officers were offi- 
cially elected later at a director’s 
luncheon, which followed the pro- 
gram. 

Customer Psychology Important 


Dr. McFarland — in an hour- 
long talk which concluded the 
morning business session — em- 
phasized that, in selling today, 
“the rule book is once more work- 
ing and the customer has taken 
over.”’ He contended that the deal- 


er who today ignores basic cus- 
tomer psychology — the prospec- 
tive buyer’s reflex action to 
sincere cheerful customer serv- 
ices on the part of any retailer 
— might just as well get out of 
business and leave the field open 
for the dealer willing to provide 
it.” 

No afternoon program was 
scheduled, allowing members to 
visit exhibits. 

Program-opener for Tuesday 
morning, April 21, was a presenta- 
tion in Will Rogers Auditorium of 
NRLDA’s nationally - acclaimed 
Court of Personnel Relations — 
“The Case of the Employee’s Di- 
lemma” or “Who Is Strangling 
Your Business” — directed by 
J. Lee Johnson III of Fort Worth. 
Fort Worth dealers heading up the 
playlet’s cast included Johnson and 
Bill Henderson (as_ attorneys), 
Judge C. E. Hadley, Ralph G. 
Campbell, Arch Blanton, Clyde 
Penry, Bub Fleet, and Paul Truitt. 


Lu-Re-Co Panel 


A panel discussion on the Lum- 
ber Dealers Research Council was 
presented by Lu-Re-Co Executive 
Vice-President Raymon H. Harrell, 
who moderated; and D. B. Sedg- 
wick, Douglas Fir Plywood Assn., 
Tacoma, Wash.; Harry Walker, 
Caloric Appliance Corp., Jenkin- 
town, Pa.; Dean K. Leaman, Home 
Building & Lumber Co., Rosen- 
berg, Texas; and Horace Scott, 
Scott Lumber Co., Amarillo, Texas. 

Harrell announced that Lu-Re- 
Co building was disappointingly 
lagging in Texas, and that a sell- 
ing job perforce must fall to LAT 
members. 

Scott volunteered his firm’s ex- 
perience in planning and building 
Lu-Re-Co component homes on an 
800-acre tract of land in Amarillo. 
“Our company is completely sold 
on the component method,” Scott 
said. 

“Lu-Re-Co affords an excellent 
means for controlling both job and 
sale for the dealer. We find that 
the young men in our organization 
take to the idea enthusiastically. 
While older men, it appears, are 
too set in their ways to change 
over.” 

Leaman, whose firm undertook 
component building of small $3, 
500-$4,000 homes in Rosenburg — 
a town of 10,000-12,000 population 
— thoroughly endorsed Lu-Re-Co. 
“We actually build all panels and 
trusses in our yard at negligible 
cost. We’ve now reached a total 
of from 25 to 30 houses a year. 
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We’re sold on Lu-Re-Co, and we’re 
convinced that it offers unlimited 
possibilities for the future,” Lea- 
man concluded. 


Promotion Tips 


Sedgwick offered tips to dealers 
for promoting Lu-Re-Co, and show- 
ed colored slides of Lu-Re-Co tracts 
built by H. W. Blackstock Lumber 
Co. in Seattle. 

Walker discussed proper dealer 
promotion and exploitation for 
bringing people to see model 
homes. “You must have a winning 
attitude about your business, first. 
Remember that people buy people 
first and products second. There- 
fore, you need personality and 
sincerity in your _ presentation. 
Your salesmen must radiate that 
atmosphere. Quality, in the last 
analysis, is not one big thing, but 
a series of little things in anybody’s 
business,” Walker pointed out. 

The Fiat automobile was then 
awarded to the Steele Lumber Co. 
of Fort Worth. Foxworth-Gal- 
braith Lumber Co., Stratford, won 
a seven-day ail-expense trip to 
Mexico City for two. Transistor 
radios were won by the Longview 
Lumber Co., Longview, and the 


Central Lumber Co., Laredo. More 
than $1%-million in orders was 
placed with exhibitors during the 
three-day convention, it was an- 
nounced. 


Luncheon Is Innovation 


The President’s luncheon 
new innovation — followed 
Tuesday program, with P. . 
Goodnight of Fort Worth as toast 
master. Goodnight introduced 
contingent of leading iumbermen 
from various parts of the country, 
who commented on retail lumbe! 
industry aspects in their respective 
regions. These guests included Paul 
DeVille, Canton, Ohio; Craige Ruf 
fin, Richmond, Va.; W. L. Johnson, 
Boise, Idaho; Bob Jones, executive 
vice - president, Middle - Atlantic 
Lumbermen’s Assn., Philadelphia, 
Pa.; and H. R. Northup, NRLDA 
executive vice-president, Washing- 
ton, D. C. 

Tuesday afternoon activities 
were limited to a Hoo-Hoo concat 
and stag show, with the conventio! 
officially concluded by the annu: 
climax dance in the Crystal Ball 
room of the Hotel Texas Tuesday 
night. 


Major convention highlight was 
presentation of the Ice Capades of 
1959 on Monday night. It constitut- 
ed an exclusive showing for LAT 
members, exhibitors, and guests. 

The James Bute Co., Houston, 
daily provided free ’round-the- 
clock bus service from downtown 
hotels to the convention hall, while 
the Hanna Paint Manufacturing 
Co. of Texas, Dallas, manned a 
convention information booth and 
served free coffee to convention- 


eers. 


Dealer’s ‘Helpful Friends’ 
(Continued from page 54) 


ure to have a salesman join me 
and my wife at home for lunch. 
This permits us to get better ac- 
quainted and discuss’ industry 
trends. 

We’re always glad to know about 
new building products. But here 
again, we do not appreciate any 
pressure selling. We’re alert to new 
ideas and trends, and we’ll work 
new products in to suit the needs 
of our customers and for our home- 
improvement programs. 








dress. Write to: 





IS YOUR ADDRESS 
CORRECT ? 


If there’s been a change in your 
mailing address — from what is 


shown on the mailing label — 


please send us your correct ad- 


SOUTHERN BUILDING SUPPLIES 
806 Peachtree Street, N. E. 
Atlanta 8, Georgia 











% Wing - Line 
Fit nan Finish 
SHUTTERS 


As more and more buyers are choosing interior 
shutters, the profitable line for dealers is proving 
to be Wing-Line Fit ’n’ Finish. Any size of 
shutter installation for windows, doors, screens 
and room dividers, can be made from stock 
panels, ready to stain or paint. Complete hard- 
ware kits available. 


FREE SHUTTER DISPLAY 


with purchase of 20 most frequently used 
assortment Fit ’n’ Finish shutter panels. Retail 
value of shutters and hardware kits $146.75. 
Your cost only $94.50, with this attractive 
Sales Scenter” Display FREE. Complete in- 
structions with each order. ORDER TODAY! 


“The Sam A. Company, Yxc. 


5035 Willis Ave 


Dollas 6, Texas 
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Wonderful to behold 
ROCKPORT REDWOOD 


Yes wonderful the giant Red- 
wood logs and the quality lumber 
Rockport produces from them. 
Always well up to grade. Noth- 

ing surpasses Rockport’s 
Certified Dry Redwood Bev- 


el Siding and Finish. 


SEM ee ens 
ce OLED VTA 4 


Specify Rockport 
LOOK FOR THE END STAMP — “ROCKPORT” 


Rounds Lumber Company is exclusive distributor for Rock- 
port Redwood and sales agent for other leading Redwood 
mills. Rounds also represents producers of top quality Doug- 
las Fir, White Fir, Ponderosa Pine and Sugar Pine 


ROUNDS LUMBER COMPANY 


Sales Agents 


Generali Office, Crocker Building, San Francisco 4, California 
Ukon 6-0912 — Teletype SF-898 


9233 Denton Drive, Dallas, Texas 
430 N. Waco Avenue, Wichita 1, Kansas 
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important addition to the dealer's window line 


~w! alco 


SINGLE HUNG 


Aluminum Windows 


with these features 
that sell 


for Ualco dealers 


top lite is fixed — doesn’t open. window costs less...and 


there’s less chance of air and water leakage 


fixed meeting rail keeps window rigid 





polyethylene guide shoes eliminate vent “side play” 








exclusive strong cam lock engages integral groove in opposite 


meeting rail 


fully weatherstripped — bulb vinyl at vent head and sill, 


silicon-treated pile at jambs 


integral trim and nailing fins — one-man installation; 3 snap- 


off grooves -- choice of fin widths 


smooth opening and closing — adjustable spiral sash balances 





no bend or binding — vent head, sill, and meeting rail 


are tubular 


factory or job glazed, with hard-vinyl snap-in bead or 


compound 


Write now for free brochure. Print name and address anywhere on this page, and mail to... 


tecomicre inn SG OUTHERN SASH 


SALES and SUPPLY CO., INC. e@ SHEFFIELD, ALA. 


FLORENCE, ALABAMA SAN LEANDRO, CALIFORNIA 
HUNTSVILLE, ALABAMA TAMPA, FLORIDA 
MONTGOMERY, ALABAMA ELIZABETH, NEW JERSEY 

A few exclusive territories still available. VAN NUYS, CALIFORNIA CANTON, OHIO 





LoManCo VARI-PITCH and JUMBO VARI-PITCH LOUVERS 


10 models and sizes, 4-12 thru 12-12 
pitch. The original patented 
adjustable triangular louver. 

In heavy gauge 

aluminum 

only. 


The world’s most complete 


line of ventilating louvers . . 
| rae ¢ 





LoManCo JUMBO STATIONARY LOUVERS 


15 models ... in 6, 8 and 10 foot base 
lengths from 2” to 6” pitch. Other 
sizes on request. In heavy gauge 
aluminum or galvanized. : 


MTditleren / oManCo TWIN 
(late 


3/Zes 
gizeS 
nd Shape 


sizes on request. Available in 


aluminum or galvanized. 
IN ALUMINUM 
AND GALVANIZED 








LoManCo MULTI-SECTIONAL LOUVERS 


A new concept in louvers ... 8 basic 
sections can make up 25 triangular 
and odd sized louvers. In 

aluminum only. 


Euilder Benofita! 





LoManCo Louvers meet the new FHA 
revised minimum property requirements. 














LoManCo RECTANGULAR 
CORNICE VENTS 
One-piece cornice ventilator with 8 x 8 
mesh screen installed. Available in three 
standard sizes. In heavy gauge aiumi- 

num or galvanized. 


LoManCo CIRCULAR CORNICE 
VENTS 

New design in cornice vents ... eight 

inches in diameter, 8 x 8 mesh screen 

installed . . . fast, easy to install. In 

heavy gauge aluminum only. 


FOUNDATION VENTILATORS 
Die cast al alloy tilator grate 
with optional 8 x 8 mesh screen and 
shutters with lever for opening and 
closing. 4 models. 





- 
Write . . « for illustrated catalog 


with specifications on the complete line of 
aluminum and galvanized LoManCo louvers. 


Louver 


MANUFACTURING COMPANY 
3603-SB 


WOODDALE 
AVENUE 





PAAR AL 


& 


TIT] 
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LoManCo CIRK-L-VENTS 





LoManCo 
SERIES 100 FLUSH and 
SERIES 200 RECESSED LOUVERS 
12 models and sizes in both flush series 
100 and recessed series 200. Complete 
with 8 x 8 mesh screen. In aluminum 
or galvanized. 





LoManCo 
ROOF-LINE LOUVERS 


3 models and sizes ... three sides open 
for more ventilation ... 8 x 8 mesh 
screen on the outside. In aluminum 
or galvanized. 





@ Model L-38 louver... 3” size. 


@ Model C-25 open end louver... 


” size. 


@ Model P-18 anti paint peelers ... 
1” si 


size. 
@ Model D-16 rain drains... 


1” size. 








MINNEAPOLIS, 
MINNESOTA 
See our ad in Sweets Architectural 


Catalog File. 
LoManCo Louvers meet the new FHA 


revised minimum property requirements. 








